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sth Year—No. 3800 


Imported-Car 
Registrations 


New imported-car registrations 
for 12 months: 


960 1959 
; Make Pos. 
1—159,995 VW 120,442— 1 
9— 62,772 Renault 91,073— 2 
3— 25,533 Opel 39,802— 4 
4— 23,602 Eng.Ford 42,512— 3 
5— 20,773 Fiat 38,468— 5 
g— 17,720 Triumph 23,072— 9 
q— 17,077 Simca 35,190— 6 


* 
* 


Austin-Healey 


8— 16,322 
Mercedes-Benz 


9— 14,435 


0— 13,926 Volvo 18,533—10 
* Hillman 28,185— 7 
* Vauxhall 23,476— 8 


126,630 All Others 153,378 
Total All Makes 
498,785 614,131 
* Not in Top Ten. 
(See story on Page 4) 
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$9 Per Year, 35c Per Copy 


Dealer Profit Plunges to 0.5 Pct. 


By Kenneth C. Kelley Jr. 
Staff Writer 

i FOURTH quarter of 1960 

just about knocked all of the 
profit out of auto retailing for the 
full year and left the typical dealer 
with a net pretax profit of $22 per 
new unit sold, 

That is the report of the National 
Automobile Dealers Assn. after 
its quarterly business management 
survey. 

The association led off its report 
this way: “For the nation’s auto- 
mobile dealers, the final quarter 
of 1960 was brutal. 

“The violent downswing in de- 




































By Joseph M. Callahan 
Engineering Editor 

ENERAL MOTORS’ penchant 
for engineering innovations, ex- 
mplified by the rear-engine Cor- 
air in 1959 and the bent-driveline 
empest in 1960, will be continued 
his year with an equally daring 
nd revolutionary feature — the 
ngle-leaf spring. 

Barring last-minute changes, 
the single-leaf spring will be in- 
troduced this fall on one Chevro- 
let series. 


This spring, which has had a 
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ew-Car Supply 
Receding from 


050,000 Peak 


AFTER reaching an alltime high 
of approximately 1,050,000 at 
nid-month, the dealer supply of 
ew domestic cars has begun a 
adual decline. 

Production cutbacks, instituted at 
eneral Motors and Ford after a 
leak sales showing in the first 10 
ays of February, have finally 
alted the buildup of ’61 models, ac- 
tording to an Automotive News sur- 
ey. 

Lower February scheduling has 
made it a certainty that for the 
(Continued on Page 42, Col. 1) 





| Single-Lea f Spring Bows 
Whis Fall on °62 Chevy 


rather long incubation period in 
Detroit’s research and déyelopment 
departments, has greater signifi- 
cance than either the rear, engine 
or the “rope-shaft” because, if it 
succeeds at Chevrolet, it soon may 
appear on a majority of the \cars 
produced by the United States auto 
industry. 

Other Chevrolets will likely adopt 
it. Ford Division, which has had a 
crash development program on the 
single-leaf spring for the past two 
years, will shortly make a decision 
on it for a limited-production mod- 
el, even before the Chevrolet results | 
are in. Other GM cars also are 
likely to switch to the single leaf 
and some Chrysler engineers are 
strongly leaning in this direction. 

ok * * 

HE single-leaf spring has been 

under development by the sus- 
pension engineers at GM Staff En- 
gineering at least since the late 
1940s. Von D. Polhemus is engineer 
in charge. It was shelved in the 
the early 1950s when air suspension 
got the “go” signal and revived 
after the air spring failed. 

A significant fact about the sin- 
gle-leaf spring is the fact that 





some of the springs can (and will 

be, in Chevrolet’s case) partly fabri- 
cated by the steel companies. 

Component manufacturing has 
(Continued on Page 16, Col. 2) 
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secord Crowds Flock to Chicago Show— 


a of the record crowd which attended the 53rd Chicago Auto- 
of Show on its first Sunday. An attendance mark also was set on the first day 
the show in new $35 million exposition center, McCormick Place. Story on Page 2. 











mand and the heavy discounting of 
huge stocks of old models resulted 
in losses of such proportions as to 
largely dissipate the profits built up 
in earlier months. While accurate 
three-month figures are not avail- 
able because of bookkeeping pro- 
cedures, it may well have been one 
of the most disastrous periods since 
the war.” 
& * * 

HROUGH the first nine months 

of 1960, the typical dealer had a 
profit of 1.4 percent on sales. The 
fourth quarter cut the profit for the 
year to 0.5 percent. 

The year’s showing was the 
second worst since 1949, the year 
when NADA began ¢ompiling such 
figures. The only year with a lower 
profit total was 1958 when earnings 
slipped to $11 per new unit sold or 
0.2 percent of sales. 

Through the first nine months 
of last year, 10.8 percent of dealers 
showed a loss. After the fourth- 
quarter collapse, 21.9 percent had 
red-ink figures for the year. In 
1959, those dealers with a loss for 
the year amounted to 12.1 percent. 

NADA pointed out that the profit- 
* * * 
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Seven-Year Dealer Profit Trend 
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pinch in the fourth quarter was 
really a two-pronged drive. Gross 
profit fell from 15.0 percent in the 
first nine months to 14.5 percent for 
the full year. Reduced volume made 
fixed expenses a bigger factor. They 
went up from 9.9 percent of sales 
in the first nine months to 10.3 per- 
cent for the full year. 
* * * 

ADA offered this conclusion: 
“Surveying again the terrific 
impact of these periodic bursts of 
overproduction on the dealers’ 
welfare, one must wonder if there 
isn’t a better way — one which 
would provide a reasonable ex- 
pectation of prosperity to all seg- 

ments of the industry.” 

When results for 1960 are com- 
pared with those for 1959 among the 
different volume groups, dealers of 
different sizes appeared to have suf- 
fered from the same trends—gross 
profit slipped while expenses in- 
creased, resulting in a sharp drop in 
net profit. 

Dealers in Group I, those who 
sold one to 149 new units last year, 
saw their gross profit drop 0.4 per- 
centage points below the 1959 show- 
* * + 
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Hope Seen for March Sales, 
February Is Disappointing 


By Robert M. Lienert 
Associate Editor 
EW-CAR sales this month, in 
the overall picture, have done 
little to spark optimism or en- 
thusiasm among the nation’s deal- 
ersa 

Preliminary field reports indi- 
cate that February’s industry total 

will fall somewhat below Janu- 
ary’s estimated 390,000—a disap- 
pointing total—although the rate 
of selling was slightly improved. 

Dealers, who earlier in the month 
found sales choked off by storms 
in many areas, reported that the 
return of sunshine and melting of 
snowbanks did little to spark new 
business. 

“We've got parking space on the| 
lot again,” said an Eastern dealer 
last week, “but nobody’s parking 
there.” 

* * * 
{teen dealers reported that 
their individual experience did | 
not bear out some of the optimistic 
sales reports issued by factory men | 
at the Chicago Auto Show. | 

The flickering improvement in 
some areas has been just enough | 
to tantalize dealers with the | 





thought that March could bring 
a long-awaited breakthrough in 
new-car demand, 

On the basis of historic “form,” 
however, February’s failure to 








show a significant gain indicates a 
“so-so” year in prospect. Years in 
point are 1952 and 1958. 
* * * 

| i! THE past, in what might be 

termed a springboard effect, 
sharp upturns in March have come 
only when February showed a sub- 
stantial improvement over the pre- 
vious month, 

Last year, for example, when 
February showed an approximate 
15-percent improvement over 

(Continued on Page 4, Col. 3) 
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on auto scrappage, 











ing. Meanwhile, expenses went up 

by 0.5 points and net profit was cut 

by 0.9 points to 0.4 percent of sales. 
x cd * 


EALERS in Group II, those 

with sales of 150 to 399 new 
units last year, were able to hold 
their expenses in check. However, 
gross profit fell by 0.7 points, so net 
profit was cut by 0.7 points to reach 
0.5 percent of sales. 

In Group III, dealers with 400 to 
749 new units sold last year, the 
gross slipped by 0.7 points and ex- 
penses went up by 0.2 points. This 
produced a 0.9-point drop in net 
profit to 0.6 percent. 

The volume dealers, those in 
Group IV with sales of 750 or 
more new units last year, had a 
drop of 0.5 points in gross profit 
and an increase of 0.8 points in 
expenses. This cut net profit by 1.3 
points to 0.4 percent of sales. 

The industry average showed a 
0.5-point drop in gross profit and a 
0.4-point increase in expenses. This 
cut net profit by 0.9 points to 0.5 
percent of sales. 

Ba * * 

HE DETAILED breakdown of 

industry figures showed that the 
typical dealer’s expenses went up 
from 13.63 percent of sales in 1959 
to 14.00 percent last year. The 
breakdown also shows that all of 


the individual classes of expense 
(Continued on Page 8, Col. 1) 


Model-Run Output 
Nears 3 Million 


Milestone Almost 
Even with ’60 Pace 


By Martin L, Whitmyer 
Staff Writer 
yas American auto industry will 

build its three-millionth ’61- 
model car this Wednesday (March 
1)—only three days sooner than the 
matching unit was turned out in the 
1960 model run, when the industry 
was hampered by a steel strike at 
the outset. The three-millionth 1960 
model was built on March 4 last 
ear. 

On a calendar-year basis, how- 
ever, with continued downward 
adjustments to bring production 
in line with dealer inventories, 
’6l-car output is running some 25 
days behind a year ago. 

As of last Saturday, the industry 
had turned out an estimated 740,938 
cars, compared with 1,322,864 cars 
assembled through Feb. 27 a year 
ago. The 741,000th car of the 1960 

calendar year was built on Feb. 2 
last year. 


With overtime scheduling nearly 
at a standstill, the daily rate for 
the first eight weeks of this year 
is only 18,988 cars if Saturdays are 
excluded, or. 15,944 cars daily if 
figured over a six-day period. A 
year ago at this time, the industry 
was scheduling an average of 26,977 
cars daily, with most makers hav- 
ing some overtime schedules in 
effect. 

The average weekly output for 
the first eight weeks of this year 
was 92,617 units—the lowest level 
production has reached since 1952, 

(Continued on Page 45, Col, 1) 





TOP CARS 


No January new-car registra- 
tions were available from R. L. 
Polk & Co. last week. Top Cars 
will resume next week, 
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Daily Attendance Records Fall... 








Chicago Show a Turning Point? 


By David J. Wilkie 
HICAGO.—The Chicago Automo- 
bile Show, the world’s greatest 
dealer-sponsored car, truck and ac- 
cessory exhibition, has lost none of 
its luster or stature because a man- 
ufacturer-sponsored national show 
preceded it in Detroit four months 
ago. 

Industry executives at the show 
were optimistic, voicing the 
opinion that the sales decline had 
“bottomed.” 

The $20 million presentation, 
offered in a new setting, McCor- 
mick Place, at 23rd St. and the 
Lake Front, was Chicago’s 53rd an- 
nual auto show. It concluded a nine- 
day run yesterday (Sunday, Feb. 
26) with attendance figures sure to 
top the 1958 record total of 518,521 
visitors. 

Attendance records were set on 
each of the first five days, and the 
total through last Wednesday was 
452,203, an increase of 65 percent 
over the 273,965 in the like period a 
year ago, according to Edward L. 
Cleary, show manager. 

* * A 
DAY-BY-DAY breakdown of 
attendance figures this, year 

and those for comparable days a 
year ago follows: 

Special Friday night preview, 
26,000 and 24,000; Saturday, 78,253 
and 53,093; Sunday, 131,170 and 
715,731; Monday, 49,596 and 35,857; 
Tuesday, 64,241 and 39,858; 
Wednesday, 102,943 and 45,426. 
Comparisons of the Chicago dis- 

play with that in Detroit’s Cobo Hall 
last October were inevitable, because 
the presentation by the Chicago 
Automobile Trade Assn. had been 
growing steadily in industry im- 
portance in the recurring absence 
of a national exhibition through 
most of the postwar period. 


National Automobile Show in De- 
troit. 
* * * 

TAGED in the midst of an un- 

anticipated period of lagging 
sales, the Chicago show may well 
have provided some needed stimuli 
to the nationa] car market. 

Automobile shows, whether 
they be national or local, are de- 

Signed solely to stimulate retail 

demand. Nothing the industry 

could do to heighten the desire 
for new automobiles could be 
more effective than the showing 
of all makes of American cars 
and numerous imported vehicles 
at the $35 million McCormick 

Place last week. 

Every make of car shown at the 
National Auto Show four months 
ago was displayed. There were also 
a few new body styles that had not 
yet been completed at the time of 
the Detroit showing. Two or three 
experimental models also were dis- 
played here.’ One of these was 
Chevrolet’s Corvette Stingray, of 
ultra-modern jet-stream design. 

On a 92-inch wheelbase, it is 175 
inches in overall length and only 
31% inches high at the cowl. It was 
built largely to test handling ease 
and performance, Chevrolet re- 
ported. It has a 315-horsepower en- 
gine and a 35-gallon fiberglass fuel 
tank. 

Most of the United States car 
makers with exhibits at the show 
had top executives in town for meet- 





Sunday-Closing Issue 
Finally Decided in Fla. 


TALLAHASSEE, Fla. — The 
Florida Supreme Court last week 
denied a rehearing on a Dec, 16 
decision which threw out a ban 
on Sunday auto sales as uncon- 





This can be said for the Chicago 
show of 1961: Its attendance figures 
will not match those of the Cobo 
Hall presentation, but for all prac- 
tical purposes, its impact could be 
even greater than was that of the 





stitutional., 

At present, franchised dealers 
voluntarily remain closed on Sun- 
days although a few used-car lots 
are open. 





Robbins Seeks to Reduce 
Chrysler Inside Directors 


mm INFLUENTIAL Chrysler 

stockholder last week announc- 
ed that he was starting a fight to 
cut down the number of factory 
officials on the company’s board of 
directors. 

The move was made by James 

M. Robbins, a former Chrysler 
engineer and Plymouth-Chrysler 
dealer who now heads a complex 
of companies which sell some 
products to Chrysler and who has 
described himself as the holder 
of a substantial block of Chrysler 
stock. 


Robbins has been mentioned as 
the person who might lead a proxy 
fight to unseat the present Chrysler 
management. Last week, he left the 
question of a proxy fight open, 
pending further study. 

He did say he was offering a 
resolution for the April 18 annual 
meeting. The resolution, if adopted, 
would bar factory executives and 
others who “furnish personal serv- 
ices to the corporation for compen- 
sation” from making up more than 
one-fourth of the board. 

* * * 
T PRESENT, there are 20 men 
on the Chrysler board with a 
vacancy that has existed since the 
resignation of William C. Newberg 
as president and a director. 

The 20 are split evenly with 10 
factory officials and 10 more-or-less 
outside directors sitting on the 
board. One of the factory officials 
is recently retired. One of the out- 
side directors actually is a partner 
in Chrysler’s law firm. 

Robbins commented, “Many 
stockholders have long been of 
the opinion that Chrysler’s major 
problem stems from the fact that 
more than half: of its directors 
consist of employes who are so- 
called inside directors, installed 
by operating management, and, 
thereby, are not true representa- 
tives of the shareholders.” 

A Chrysler spokesman said, “The 
company’s position respecting Mr. 

Robbins’ resolution will be set forth 





tors is in the best interest of the 





in the company’s proxy statement 
which will be mailed to stockhold- 
ers early in March.” 
ck * * 
OBBINS’ statement on his res- 
olution included these com- 
ments: 

“The purpose of this proposal is 
to insure the independence of the 
board of directors. 

“There can be no independence 
of action on the part of any di- 
rector of the corporation if any 
part of his income, other than as 
a director, is derived from the 
corporation. 

“An independent board of direc- 





(Continued on Page 43, Col, 1) 
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ings with their dealers and for the 
show preview preceding the show 
opening on Feb. 18. Generally, these 
executives talked in optimistic vein. 
Most of them have been meeting 
with dealers throughout the nation 
in cross-country tours that have 
kept them in the field for several 
weeks, 
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EW, if any, industry executives 

—division general managers, 
general sales managers and others 
—ever talk about the industry’s 
prospects in anything but optimis- 
tic terms, especially if they expect 
to be quoted. But it may be said here 
that even in their off-the-record 
comments they are really optimistic. 

Quite generally they agree with 

Chevrolet’s president, Edward N. 
Cole, that the sales decline has 
“bottomed.” While conceding a 
rise in unemployment, all em- 
phasized that there is plenty of 
cash available for the purchase of 
new and used cars. A loosening 
of the purse-strings, they said, 
could start the economy on its 
way to a year that would easily 
match 1960. 

Most of those questioned said they 
already have noted signs of an up- 
turn in car demand. Some cited 
severe weather in the industry’s 
largest retail marketing area as 
responsible for a poor January sales 
showing. 

James M. Roche, General Motors 
distribution vice-president, told a 
press luncheon in connection with 
the show that “assuming continued 
high level personal income com- 
bined with consumer confidence,” he 
expected a “good level of sales in 
1961.” 

Roche predicted a normal domes- 
tic market for new passenger cars 
of about eight million units an- 
nually by the end of the 1960s. 

“In the next 10 years we look for 
a growth of about 40 per cent in 
the number of passenger cars in 
use,” he said. 

Roche also said the cost of cars 
for customer, dealer and manufac- 
turer would be considerably higher 
if the industry did not regularly 
change models. 

“If we didn’t change models,” he 
said, “the sales of new cars would 
drop appreciably and overhead costs 
per car would be_ considerably 
higher.” 


* * 










* * * 


AROLD WARNER, Cadillac 

general manager, expressed his 
confidence in the current year this 
way: 

“We made a sales record last 
year. We expect to equal or better 
the 1960 mark in the year ahead.” 

Jack Wolfram, Oldsmobile’s gen- 
eral manager, said he saw indica- 
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Cars Get Glamorous Introduction— : ; 
Glamorous models introduced the '61 models in a stage presentation at the 53rd sho 
Chicago Automobile Show in the city’s new lakefront showplace. These girls add on P Sho 
Indian, Oriental and Latin flavor to the introduction of a Valiant. pio’ 
Most Are Satisfied .. . - 
sait 

* 
Discount Buyers Speak Up ||» 
T 
Epitor’s Nore: A survey of buy- area. All registration had been | hol: 
ers at discount houses indicates handled by a dealer over 20 miles | the 
car buyers like cut prices and away, who had been reported sell- | b02 
they also like the one-price, no- | ing cars through a discount | sult 
haggling policy of the discount house. too! 
houses. Have shoestring discount Of the 150 on the list, 70 had no} BY 
operations done a better job in | telephone, or could not be reached) ™ 
getting through to the public than | in a minimum of five calls —n 
the multi-billion-dollar auto in- a: et tan ee | 
dustry? | ee of the remaining 80 was in-}| ™ 
By William Carroll : | ab 
Wen Coast Editor aes by telephone, as fol- N, 
OS ANGELES.—A survey of the “Hello. Mr. . My name is on 
buyers of new cars through dis-/ Virginia Strand. I am not selling o 
count houses indicates they are not} or giving anything. This is a legiti- hi 
unhappy with their purchases, mate survey, in which I would like 
Over 75 percent were satisfied | to ask you a question, Did you pur 7 
with the service}chase your new (make of car) roll 
No. 6 their car was giv-| through a discount house?” fol 

oO. ing and the man-| (47 of the 80 said they did.) 
of a nee wees ere) (iit ot ie 00 ld Ch 

; ranty work had ee ey did not.) T 
Series been cared for. (4 declined to say how they pur I 
One purchaser | chased their car.) sho 
; _ figured he saved! The next question was, “What is} as: 
$2,000 in buying his Oldsmobile|the name of the discount house? } the 
through Gemco. The low man| (Here was mentioned every dis-]} the 
guessed his savings were about $150/ count house we had heard of, and} kin 


in purchasing a Chevrolet on a 
commercial referral. 

The average of 47 purchasers in- 
terviewed by AUToMoTIVE News poll- 
ster was $488 saved. 

Here’s how it was done: Auto- 
motive News listed 150 purchasers 
of new cars in the Orange County 


Willys Spikes 


Business Barometer 


Automotive News Economic Index — 


99.3 Percent of Last Week 
90.5 Percent of Like Week Last Year 







tions of increasing consumer confi- 
dence. 

“T look for an early turn-about 
in the sales decline. The weather in 
the East didn’t help the market 
situation,” he said. 

Roland Withers, Buick’s new gen- 

(Continued on Page 43, Col. 4) 


Report of Merger 


With Rambler 


TOLEDO.—Questioned about re- 
curring reports in business circles 
that Willys Motors, Inc., will merge 
or sell its business to American 
Motors, S.. A. 
Girard, president, 
stated that the 
company is not 
negotiating with 
any firm and is 
not for sale. 

However, he 
confirmed that 
Willys and AMC 
are discussing the 
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stop delivery truck. 





two new ones.) ' 

Then we asked, “Have you had 
any trouble in obtaining warranty 
or mechanical service for the new 
car?” 

(Of those replying, 35 had no 
trouble, and 10 had a complaint of 
some kind, ranging from distance 


to the servicing dealer to peeling} © 
paint. Two declined to comment on] Tes! 
the service question.) car 
Our last question was, “How} Th 
much money do you estimate was | ©ou 
saved buying your new car through it 
a discount house?” Bal 
(Average of the surveyed group, | thr 
which included buyers of Chevro- | ™U 
lets, Fords, Plymouths, Dodges, | Sul 
(Continued on Page 43, Col, 3) 











Lead All-Star Salesmen— 


These top Plymouth salesmen weft 
elected officers of the All-Star Salesmens 
Club at the annual sales achievement awatd 
trip held this year in San Francisco. They 
were elected by the 140 salesmen from 
all parts of the country who won the trip 
From left, bottom, are Evert Ryland [fy 
Pearce Motor Co., Alexandria, La., pres 
dent, and William W. Frost, Art Frost ® 
Culver City, Culver City, Calif., first vic 
president. Top: Ernest C. Deraleau, Brigha 
Motors, Inc., Marlboro, Mass., second vie 
president, and Jack L. Summers, Oswal 
Motor Co., Cloquet, Minn., secretary. 












Deal 


HE old dealer pros put on a 
el in Chicago last week, and 
men in auto management looked on 
with admiration. 

“In Chicago,” said a maker rep- 
resentative, “you could see the 
cars; in Detroit you saw people.” 
i §=6No one was trying to take any- 
thing away from the Detroit auto 
show at Cobo Hall last October, 
which set an attendance record, 
1,403,873, that may never be equalled. 
light of what an auto 





by Robert M. Finlay 


er Forum 











| Cleary and his dealer show com- 
| mittee has always been to put on 

a selling show. 

The Chicago dealers welcome the 
participation of the makers, They 
|are happy to have their show used 
|as a springboard for national pub- 
| licity. They welcome all who would 
like to help them beat a drum or 
two. 

But their goal, and they never 
lose sight of it, is to sell cars in 
Chicago. They brief their salesmen, 
so the salesmen know what the goal 
|is. And to the salesmen who take 
the goal seriously they pay out cash 
awards. The dealers who circulate 
throughout the show looking for the 
salesmen who are doing a good job 
become the biggest show boosters. 

* * * 


Price As Qualifier 
ee dealers use the price of 
the ticket more as a qualifying 
gauge than an effort to make money, 
although the latter is not exactly 
repulsive to the sponsors. 
And there are darned few tickets 
that do not have a price on them. 
The standard price is a dollar. 


customers for 50 cents. Then there 
are community days in which com- 
munity papers print coupons for 
50-cent tickets on certain days. 
Then there are a limited amount of 
press tickets which call for a 25- 
cent service charge. Finally there 
are some tickets which are actually 
free and are limited to the working 
press. 

Cleary takes the view, and no 





But, in 4 
53rd show is designed to do, the Chicago 
ld qn P show is still the undisputed cham- 
pion in the view of many auto men. 
“J don’t think any show will ever 
touch Chicago on paid attendance,” 
an auto public relations executive 
said. ca * 
Spectacular 
HE Detroit show was many 
things to many people—a civic 
en | holiday, a national show piece for 
les | the auto industry, a publicity spring- 
4]. | board for the new models. The re- 
nt | sults were sensational. New cars 
took the spotlight as never before. 
no} By newspapers, radio, television, 
hed magazine—every media in existence 
—new cars were in the public mind. 
I was going to say that the in- 
ime tangible benefits were incalcul- 
fol- able, and then I recalled that 
NADA has just reported the re- 
: sults for auto dealers of the na- 
is} tion in the fourth quarter—one 
Ing} of the most disastrous periods in 
se history. 
un This is obviously an unfair ar- 
ar) rangement of facts. One did not 
follow from the other. 
* * * 
Single-Mindedness 
iy WILL be interesting, however, 
= to see what follows the Chicago 
_ | show as far as car sales go, and 
2 as far as dealer returns go, too, for 
= | there is no mixup in the minds of 
is- } the old pros in Chicago as to what 
nd | kind of a show they are putting on. 
a The goal under veteran Ed 
y a 
"| Buyers Advised 
no 
at} Lo ‘Act Now’ 
ce 
ng CAMDEN, N. J.—Camden County 
on} residents considering buying a new 
car were advised to “act now” by 
ww} Thomas Barlow, president, Camden 
as | County Automobile Dealers Assn. 
oh In a move designed to spur sales, 
Barlow pointed out that dealers 
p, | throughout the county have accu- 
o- | Mulated huge inventories as a re- 
s, | Sult of the heavy snowstorms that 


have plagued the area since De- 
cember. 

“The highways are clear of ice 
and snow and so are the parking 
lots of the dealers,” Barlow said. 
Persons considering purchasing a 

wenew car or a used car can shop 
around with greater ease than they 
could have for the past eight 
Weeks,” 
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one has successfully challenged it, 
that people who are willing to 
pay 50 cents or a dollar just to 
look at cars are obviously inter- 
ested in cars and represent pretty 
fair prospects. 

So here’s a tip of the hat to the 
old pros. May their sales be exceed- 
ingly great and their returns, gen- 
erous. 





* * 


Matter of Faith 


NCIDENTALLY, motivation helps 
the Chicago salesmen do a better 
job at the show. Wouldn’t applica- 
tion of these principles help in the 
showroom, too? 

A reference to this by a dealer 
who said he was replacing show- 
room watchdogs with hungry sales- 
men brought this up. It is not so 
much a matter of hunger as of 
faith, and this is a matter for man- 
agement—to keep the fire of faith 
in the principles of selling burning 
brightly in his salesmen. 

This brought to mind the story 
Red Motley, publisher of Parade, 
told at the NADA convention. 
Motley said that a dealer fighting 
for survival threw out all the flim 
flam, took personal command, 
leading his men on a crusade to 
rebuild the business on the basis 
of service to the customer. 

He was successful, and the re- 
wards poured in. Everything was 
fine—until the dealer forgot what 
had made the business successful. 
He forgot that it was his personal 
interest in the customers that led 
the men in his shop to take an in- 
terest in serving the customers, too. 
He forgot who the people were on 
whom he had built the business— 
the customers. He forgot that it 
wasn’t while he was away on the 
beach that the business grew but 
while he was in the shop and in the 


* 





|showroom. He wound up in bank- 


ruptcy. 
This is no new story. Sir Fran- 
cis Bacon wrote more than 400 
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| the good things that belong to ad- 
versity are to be admired.” 

Not that we wish adversity for 
you. Motley put it this way: 
| “I’ve been rich and I’ve been 
poor. Believe me, it is better to be 
rich.” 
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Ethics Code Proposed 
For Dealers in N. C. 


WINSTON - SALEM, N. Cc. — 
Rigid regulations covering local 
auto, truck and mobile home deal- 
ers, particularly their advertising 
practices, are proposed in a code 
suggested by the Better Business 
Bureau here. 

The code, containing 19 rules, is 
the one recommended by the joint 
committee of the National Auto- 
mobile Dealers Assn. and the 
Assn. of Better Business Bureaus. 
A meeting of dealers in Forsyth 
County has been called to discuss 
it. 








See-As-You-Buy Gas Pump— 


A new system of selling gasoline is demonstrated by De Havilland Engine Co., 
Leavesden, England. It consists of two separate units, the hose section, left, and the 
dial section, left, background. The driver is able to sit and look straight in front at 
the type, price and amount of gas he is getting. Designed by British Petroleum Co., 
Ltd., London, the system is due to be installed in Italy within three months and in 


England next year. 
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Big 3, Independents 
Fight Ark. Auto Bill 


LITTLE ROCK.— The Arkansas | 
Senate is considering a House-ap- 
proved bill that would regulate the | 
entire auto industry in the state, | 
including dealers and manufactur- | 
ers. 

The bill has the support of the 
Arkansas Automobile Dealers 

Assn. which said the measure is 
the same as one in use in Ten- 





Both Dealer Groups Rap 
Wage Bill at Hearing 


ASHINGTON. —In hearings on 

minimum wage legislation be- 
fore the House Labor Subcommit- 
tee, headed by Rep. James Roose- 
velt, California Democrat, car 
dealer associations expressed strong 
opposition. 

S. E. Kossman, a franchised 
dealer from Cleveland, Miss., 
spoke for the National Automo- 
bile Dealers Assn. Robert J. Mc- 
Kinsey, executive vice-president 
of the National Independent Auto- 
mobile Dealers Assn., spoke for 
the independents. 

The bill under consideration, HR- 
3935, would cover car dealers who 
gross more than $1 million in an- 
nual sales (exclusive of excise 
taxes). 

For newly covered workers it 
provides escalation both in wage 
rates and maximum hours: $1 dur- 
ing the first year and unlimited 
hours, $1.05 and 44 hours for the 
second year; $1.15 and 42 hours 
for the third year; and $1.25 and 
40 hours thereafter. 

* * 


PEAKING for some 20,000 new- 

car and new-truck retail dealers 
—about 59 percent of the country’s 
franchised dealers—NADA reaffirm- 
ed its traditional opposition to cov- 
erage on the grounds that it “would 
create unjust discriminations and 
impose inequities and unreasonable 
hardships on those dealers who 
would be covered.” 

NADA argued that the “over- 
whelming majority” of dealers 
are “local small businessmen.” 
Moreover, there is no need to im- 
pose a federal minimum on deal- 
ers because a recent NADA sur- 
vey shows that the average wage 
for dealers’ employes “is general- 
ly much higher than the federal 
minimum.” 


* 


Raising the minimum for a few}}| 


employes “is bound to have an in- 
flationary effect” because it would 
be followed by a proportional in- 
crease for other employes to pre- 
serve wage differentials, NADA 


said. 


* * * 


ADA told the subcommittee of 
the inequities within the indus- 





try that would be caused by HR- 
3935: 

“This bill would place some 
dealers under the wage and hour 
standards of the law and exempt 
others, notwithstanding the fact 
that exempt and non-exempt deal- 
ers may be located in the same 
community, be in keen competi- 
tion with each other, use the 
same type of labor, and employ 
pay practices which are similar 
if not identical. 

“The survey just concluded by us 
shows that more than 25 percent 
of the dealers of the country would 
be subject to the minimum wage 
and overtime requirements of the 
law if the proposed legislation is 
enacted. Most of these are dealers 
who sell the more popular lines 





of automobiles because they have 
(Continued on Page 45, Col. 3) 


Cooper Sees Ray of Hope— 


nessee. Opponents of the bill in- 
clude the Big Three auto compa- 
nies and the Arkansas Assn. of 
Independent Automobile Dealers. 


Sponsor of the bill is State Rep. 
A. C. Mowery jr. of Madison Coun- 
ty, an auto dealer. A number of 
other legislators who are or have 
been auto dealers have supported 
the bill, including Senator Merle 
Peterson of Dumas and Reps, G. D. 
Smith jr. of Lincoln County, Ken- 
neth S. Sulcer of Mississippi Coun- 
ty and Newt L. Hailey of Rogers. 

The bill would set up a state 
motor vehicle commission compos- 
ed of seven dealers selected by the 
governor from a list of 20 supplied 
by the new-car dealers association. 

The commission would license all 
vehicle dealers (except those han- 
dling motor scooters, motor bikes 
and motorcycles), all salesmen, fac- 
tory representatives, distributors 
and auctions, Only licensed dealers 
would be able to buy at auctions. 

Manufacturers and distributors 
could have their licenses revoked 
for “unfairly” cancelling a deal- 
er’s license, coercing dealers to 
order vehicles or refusing to de- 
liver vehicles to a licensed dealer 
within 60 days. 

Proponents of the bill said it 
would eliminate shady dealers and 
unethical sales tactics. Senator 
Peterson said the measure would 
protect the customer from the 
dealer and the dealer from the 
manufacturer. 

George H. Benjamin, executive 
vice-president of AADA, said 400 
dealers had been asked about the 
bill and 17 said they did not favor 
it. 

Representatives of the Big Three 
attacked the bill in a Senate hear- 
ing, terming the measure a threat 
to free enterprise and the franchise 
system, Albert H. Belfie, a GM 
spokesman, said the bill was an- 
other effort by certain dealers and 
their associations “to obtain eco- 
nomic sanctuary from competition,” 

The Ford spokesman, Richard 
B, Darragh, said Ford had re- 
voked the franchise of only one 
dealer in four years and that 
cancellation was overturned by 
the Dealer Policy Board. 

Maurice Mitchell, speaking for 
the state’s used-car dealers, at- 
tacked the bill and pointed out that 
there is no place on the commission 
for independent dealers. 


Johnson Named to Board 


HILLSBORO. — E. E. Johnson, 
president of Johnson-Peel Auto Co. 
here, has been elected a director 
of the Illinois Automotive Trade 
Assn. He will complete the un- 
expired term of Will Godbey, Ray- 
mond, representing the Montgomery 
County New Car Dealers Assn. 





Walter B. Cooper (at the lectern), new president of NADA, saw a ray of hope for 


1961 in the enthusiasm expressed at the Ch 


icago auto show, he told reporters. He was 


in Chicago to speak at an Associates Investment Co. Conference. Cooper summed up the 
sad story of 1960: “The factories built too many cars and we bought ‘em." As for '61 
sales so far: Weather hurt January sales, February wasn't much better. 
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Imports Finish Year 
With 498, 700 Sales 


By Robert M. Lienert 
Associate Editor 

ONTINUED volume losses 

among imported cars in the 
final month of 1960 cut the year’s 
total just short of the half-million 
mark, according to figures compiled 
by R. L. Polk & Co. 

It was the first time since 1953 
that imported cars had failed to 
top their volume of the previous 
year. The 1960 count was 498,785, 
off 115,346 units or 18.78 percent 
from record 614,131 in 1959. 

With December volume of 32,344, 
monthly registrations stood at a 
30-month low. The month-to-month 
decline was the fifth in a row. A 
month earlier the count was 32,479; 


a year earlier, 54,930. 
* x * 


MPORTS crested last year in 

March, when registrations hit 
50,310. Alltime high was recorded 
in June, 1959, with 57.590. 

Imports’ penetration, mean- 
while, stood at a 35-month low 
of 5.94 percent. This was only a 
shade below the previous month, 
but it was 53.41 percent below the 
penetration established by im- 
ports in the year-earlier month, 
Not since January, 1958, when 

imports’ penetration was 5.05 per- 
cent, had they taken such a small 
share of total sales. 

For the full year, imported-car 
penetration was 7.58 percent, low- 
est figure recorded since 1957, when 
total registrations numbered only 
206,827. In 1959, the imports’ mar- 
ket share was a record 10.17 per- 


cent. 
* * * 


— rate of decline during De- 
cember was checked by strength 
among the German entries in the 
Top Ten. Only Volkswagen, Mer- 
cedes-Benz and Opel boosted vol- 


| 24.86, and Triumph, 23.20. 


upward again in December. It 
amounted to 78.20 percent, leaving 
only 21.80 percent for the 51 makes 
included in the “all others” classi- 
fication. 

For the full year, the Top Ten 
captured 74.61 percent of the im- 
port market, leaving 25.39 per- 
cent for the 70 other makes. The 
1960 Top Ten share was slightly 
smaller than the 75.03 percent re- 
corded in 1959, however. 

Only four makes in the Top Ten 
in December sold more than 1,000 
units. Not since February, 1958, had 
so few makes attained that volume. 

Among makes listed in the Top 
Ten in BOTH 1960 and 1959, only 
Volkswagen showed greater vol- 
ume last year. Its increase was 32.84 
percent. 


Losses in volume last year among 
makes in the Top Ten in both 1960 
and 1959 were: Simca, 51.47 percent; 
Fiat, 46.00; English Ford, 44.48; 
Opel, 35.85; Renault, 31.08; Volvo, 


Losses were much greater for 
many other makes not listed in the 
Top Ten. 

* * * 

7. AND Renault retained their 

one-two ranking for both De- 
cember and the full year. For the 
month, Mercedes-Benz moved into 
third place, the loftiest ranking it 
has ever enjoyed. Fiat, the No. 3 
make a month earlier, fell to sixth 
spot in December. 

Opel climbed from seventh 
place a month earlier to No. 4 in 
December, while Triumph ousted 
Volvo to take over fifth position, 
moving up from sixth. Volvo fell 
to seventh in December. 


Simca ranked eighth in both 





ume above the previous month, and 
VW registrations soared to a rec- 
ord high of 15,523. 

Volkswagen also set a 12-month 
record of 159,995 in 1960. This was 
enough to put it ahead of half 
the domestic makes, with the 
German beetle outselling such 
U. S. lines as Comet, Mercury, 
Cadillac, Studebaker, Chrysler, 

’' DeSoto, Lincoln and Imperial in 

1960. 

Volkswagen’s domination of the 
imported-car market was so com- 
plete last year that one has to go 
back to the heyday of the Model T 
to find a corresponding popularity. 

Full-year figures, which show VW 
capturing 32.08 percent of all im- 
ported-car sales, do not tell the full 
story. Volkswagen came on strong- 
ly in the closing months of the year 
as other makes began to fade and 
in December accounted for 48.01 
percent of imported-car registra- 
tions. In earlier months of the year, 
VW’s share ranged from 26 to 29 
percent. 

For practical purposes, VW took 
half the December market. The 
other half of the import market 
was carved up among 60 makes. 

VW’s share apparently is still in- 
creasing, with preliminary sales re- 
ports from many marketing areas 
showing VW taking two-thirds of 
import sales. 
* * * 

HE share of the market claimed 

by the Top Ten makes edged 

= ad = 





Dec. Sales Score 
For Imports 


New imported-car registrations 
for December: 


1960 1959 
Pos. Make Pos. 
1—15,523 Volkswagen 15,488— 1 
2— 2,450 Renault 8,165— 2 
3— 1,205 Mercedes-Benz * 
4— 1,080 Opel 3,192— 4 
5— 945 Triumph 1,495—10 
6— 906 Fiat 2,929— 5 
I— 901 Volvo 1,496— 9 
8— 804 Simca 2,106— 6 
9— 752 Austin-Healey * 
10— 719 English Ford 3,512— 3 
* Hillman 1,743— 7 
* Vauxhall 1,706— 8 
7,049 AllOthers 13,098 
Total All Makes 
32,334 54,930 


* Not in Top Tén. 











months, while Austin-Healey moved 
up from No. 10 to No. 9, exchang- 
ing positions with English Ford. 

This was the lowliest position to 
which English Ford had ever been 
relegated. Until the last half of 
1960, English Ford had consistently 
been among the import leaders in 
the U. S. since the early postwar 
years. 

* * * 
| pew the full year, Opel moved to 
No. 3 from No. 4, trading posi- 

tions with English Ford. Fiat held 
No. 5 rank in both years. 


No. 6 spot was taken over last 
year by Triumph, which moved 
up from ninth and No. 7 went to 
Simca, which slid back one notch. 


No. 8 and No. 9 went to Austin- 
Healey and Mercedes-Benz, respec- 
tively. Neither make was listed in 
the Top Ten a year earlier. They 
ousted Hillman and Vauxhall, which 
ranked seventh and eighth a year 
earlier, from the Top Ten in 1960. 

Volvo was No. 10 in both years. 


Dealer Failures 
Rise for Year; 


Liabilities Soar 


NEW YORK. — Business failures 
by motor-vehicle dealers totalled 
305 last year, up from the 210 in 
1959, Dun & Bradstreet reported. 
The D&B count would not include 
those dealers who sold out or liqui- 
dated in the face of falling sales. 

In the same period, failures by all 
types of retail establishments in- 
creased but the rise was not as 
rapid as that for vehicle dealers. In 
1959, total retail failures numbered 
6,873 and increased to 7,386 last 
year. 

The liabilities of the failing 
vehicle dealers went up even faster 
than the number of failing dealers. 
In 1959, liabilities of the failing 
vehicle dealers totalled $12,770,000; 
last year the total was $31,953,000. 

The fourth quarter of last year 
was the worst of the year for fail- 
ures of vehicle dealers. In the fourth 
quarter, 91 failed, compared to 81 
in the third quarter and 61 in the 
final quarter of 1959. 

Failures of accessory dealers in 
1960 totalled 93, compared to 81 in 
the previous year. Repair-shop 
failures were 291 last year and 231 
in 1959. Failures of filling stations 
numbered 593 in 1960 and 453 in 1959. 













13 Months 

Pct. Gain 

in Pene- 

tration 
Pet. of Over Pre- 

Units Industry vious Month 

Dec. ’59.. 54,930 12.75 14.25 
Jan ’60.. 40,420 9.40 —26.27 
Feb. ...... 42,704 8.64 —8.09 
March .. 50,310 8.43 —2.43 
April .... 48,283 7.46 —11.51 
May ....... 45,623 7.05 —5.50 
June .. 43,309 4.27 3.12 
July ...... 43,537 4.97 9.63 
FEBS caves 42,577 8.10 1.63 
Sept. .. 40,441 8.82 8.90 
DGG. sscss0is 36,704 6.70 — 24.04 
BeOVe essis 32,479 5.98 —10.75 
BIOGs sscciive 32,334 5.94 —0.67 





Sales Records for Imported Cars 





13 Years 
Pct. Gain 
in Pene- 
tration 

Pct. of Over Pre- 
Units Industry vious Year 

TGGB cise 16,133 46 1433.33 
BORD sects 12,251 25 —45.65 
1950 ...... 16,336 26 4.00 
 —_— 20,828 Al 57.69 
Ee wins 29,299 -10 70.73 
ANOS wens 28,961 50 — 28.57 
eee 32,403 59 18.00 
yer 58,465 82 38.98 
1956 _...... 98,187 1.65 101.22 
1957 ...... 206,827 3.46 109.70 
1958 ...... 378,517 8.13 134.97 
19589 ...... 614,131 10.17 25.09 
1960 ...... 498,785 7.58 —25.47 
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61 Sales Failing to Show 
Usual Rise from January 


(Continued from Page 1) 


January, March sales jumped 
more than 100,000 units. This ac- 
celeration, furthermore, was 
enough to boost April and May 
into the rarified 600,000 class, 

No such dizzy climb should be 
anticipated this year. Dealers say 
they simply cannot shake potential 
buyers out of their lethargy. 

* * * 
oo the gains in used-car sales, 
which had been seized on ear- 
lier as an indication that new-car 
trading might be given a lift, have 
not been widespread nor radical 
enough to offer any real assistance. 

Although bidding has been 

solid and demand improved at 
wholesale auctions, observers say 
buying has been chiefly aimed at 


Dealer Investment 
Reduced by GM 
To $384 Million 


DETROIT.—General Motors last 
week reported that its 1960 sales 
set a record and the profit for the 
year was the second highest on 
record. 





The formal report confirmed pre- 
liminary figures issued in late Jan- 
uary at the opening of GM’s Motor- 
ama in Los Angeles. 

GM revealed that its investment 
in dealerships operating under the 
Motors Holding plan fell from $41,- 
005,687 at the end of 1959 to $38,- 
250,364 at the end of last year. 

Profit for the year was $959 mil- 
lion, up from the $873 million 
earned in 1959 and topped only by 
the $1,189 million earned in 1955, 
GM stated. 


Last year’s sales amounted to 
$12,736 million, a gain of 13 per- 
cent from sales of $11,233 million 
in 1959. Last year’s sales total was 
2 percent above the previous rec- 
ord of $12,443 million, set in 1955. 

Unit sales of cars and trucks 
produced in United States and for- 
eign plants totalled 4,661,000 last 
year, an increase of 21 percent 
from 1959 sales to dealers which 
amounted to 3,851,000 units. 


GM, disclosed that its annual 
meeting of shareholders will be 
held May 19, with proxy statements 
going out about April 14. 


Dodge Pulling Out 
Of Welk TV Show 














DETROIT.—Dodge has decided to 
discontinue participating sponsor- 
ship of the Lawrence Welk Show 
on the ABC-TV network effective 
June 10, according to W. D. Moore, 
advertising director. Dodge has 
been a sponsor for six years. 

“We and our dealers have en- 
joyed our long association with Mr. 
Welk and his orchestra and are 
pleased with the wholesome enter- 
tainment that he has provided on 
his many Saturday night shows,” 
said Moore. 

He said the action was taken in 
order to increase Dodge’s flexibility 
in formulating future plans for ad- 
vertising media. These plans will 
involve a balanced representation 





in all media, including television, 
Moore said. 


replenishing stocks of independ- 
ent operators. 

Longtime market analysts say 
they fear that the retail industry 
may be in even more difficulty this 
spring than in 1958 or 1952. 

They cite the disastrous final 
quarter of last year which saw 
dealers operating on a virtual no- 


‘| profit basis in a period which. from 


the dealer’s standpoint, is normally 
the year’s best trading time. 
* * * 

a are working into 1961, 

they say, without a profit bulge 
built up and with a plus-million in- 
ventory, Neither handicap charac- 
terized other years which got off to 
the kind of slow start that has 
hobbled this year. 

Others note that with the ’61 
model year virtually at the half- 
way mark, sales of ’61s have yet 
to show any real spark, 

Dealers are somewhat inclined 
to blame a recession atmosphere 
for some of their difficulties. 

Said a West Coast operator last 
week, “Actually, there’s nothing 
wrong out here . ,. . business would 
be all right if some of the people 
in Washington would just shut up.” 

ed * * 
ERE also are those who say 
that car sales run in a cycle, 
with a “good” year followed by a 
“better” year, which in turn is fol- 
lowed by a “best” year, 

Last year, they say, was the 
“best” year in such a cycle (1958 
—4,666,305; 1959—6,041,275; 1960— 
—6,576,650), so a sharp reaction in 
sales can be expected this year. 
Long-range projections, which 

could turn out to be relatively in- 
accurate at this early date, put ulti- 
mate 1961 registrations in the 
neighborhood of five million. 


Rival Eyes Plymouth’s Best 


SAN FRANCISCO. — Com- 
petition among automobile dealers 
for top salesmen is keen, Harry E. 
Chesebrough, Plymouth general 
manager, found here. In San Fran- 
cisco to address 140 winners of the 
Plymouth All-Star Salesmen’s Club 
annual sales achievement award 
trip, he caught a competitive dealer 
taking down names of some of the 
winning salesmen off a roster in the 
lobby of the Fairmont Hotel. 


Class Cyls. Cubic HP Trans. 
I V-8 390 300 3-Spd. 
I V-8 409 360 4-Spd. 
It V-8 389 267 Hydra. 
lil V-38 327 250 3-Spd. 
Il V-8 352 220 3-Spd. 
iil V-8 348 250 4-Spd. 
IV V-8 259 180 3-Spd. 
IV V-8 292 175 3-Spd. 
IV V-8 283 230* 4-Spd. 
Vv 6 225 145 3-Spd. 
Vv 6 235 135 3-Spd. 
Vv 6 223 135 3-Spd. 
Vv 6 225 145 3-Spd. 
VI 6 195.6 125 3-Spd. 
VI 6 145 98 4-Spd. 
VI 6 144 85 3-Spd. 
VI 6 169.6 112 3-Spd. 
VI 4d 194.5 110 3-Spd. 


*—Four-barrel. 











1961 Pure Oil Economy Trials 


SPECIFICATIONS BREAKDOWN 









How Cars Fared 
In Mileage Tests 


Economy Trials 





Give Comparisons 


By William Carroll 
West Coast Editor 

DAYTONA BEACH, F'la.—“Teg 
tube” miles-per-gallon comparisons 
from 1961 Pure Oil Economy Triajs 
figures can easily be made between 
most American cars, 

Rules of the event eliminated 
inequalities of highway traffic 
or road condition, while main- 
taining a facsimile of typical. 
owner use. 

Trial rules had the cars compet. 
ing in alphabetical (manufacturer's 
name) order. No one make had the 
advantage of running early when 
dampness and cool air increase 
mileage. All cars carried the same 
engine lubricant. 


Gasoline was supplied by a gray- 
ity tank leading directly to the fue] 
pump inlet. The car’s regular fue] 
tank was disconnected and the tube 
end sealed. 

Starting order was on the basis 
of alphabetical rotation, such as 
Chevrolet, Ford, Pontiac; then 
Chevrolet, Ford and Pontiac. Dur- 
ing the course of the run, no car 
was allowed to follow another so 
closely as to take advantage of 
lowered wind resistance by “tail- 
gating.” 

No communication was allowed 
between driver and pit crew. Any 
driver could run more than one 
car, though no single car could 
run more than once, unless reen- 
tered following a disqualification, 
Many drivers drove more than 

one car. Les Viland of American 
Motors drove four Ambassadors, 
while Tommy Thomas drove three 
in the Class III event. Doug Roe 
and Bill Horton drove most of the 
Chevrolets, while Ford had teams 
of law enforcement officers driv- 
ing their entries. 

Use of driving teams, or non-¥ 
professionals balanced driving er- 
rors to the point where car-to-car 
comparisons are valid. The sheer 
bulk of entries (eight to 10 Fords, 
Chevrolets or Ramblers) in each 
event tended to balance out varia- 
tions between vehicles. 


Eligibility rules restricted the 
trials to any United States pro- 
duction car. Standard carburetors 
used sea-level jets and no altera- 
tions of any nature. Ignition tim- 
ing could be set up to, but not 
more than, five degrees in advance 
of AMA specifications. 


Differential gearing had to be 
standard for the engine-trans- 
mission combination entered. If 
an overdrive was fitted, cut-in 
and cut-out points had to be 
within two miles an hour of 
manufacturer’s specifications, 
Any make tire could be_ used, 

with size restricted to AMA listing 
for make and model entered. Pres- 
sure was limited to 28 pounds on all 
cars. Thermostats, pressure caps 
and carburetor air cleaners had to 
be production items, Any spark- 
plug could be used. 

Pure Oil supplied either regular } 
or premium fuel, depending on the 
driver’s choice. Fresh engine oil, 
grade 10W-30, was put in each car 
prior to beginning the run. Tacho- 

(Continued on Page 6, Col, 4) 





























o0.D. Make Avg. MPG 
Yes Galaxie 14.152 
No Impala 9.945 
No Catalina 14.762 
Yes Ambassador 17.070 
Yes Fairlane 14.942 
No Chevrolet 12.641 
Yes Lark V-8 19.014 
Yes Fairlane 14.836 
No Biscayne 15.195 
No Lancer 19.897 
Yes Biscayne 18.386 
Yes Fairlane 16.338 
No Dart 17.690 
Yes American Custom 25.489 
No Monza 23.595 
No Falcon 22.696 
Yes Lark 6 21.832 
No Tempest 19.929 















[Jae Ce Gow ee .. _. 











SEE how an aluminum engine, weighing as little as half as much as its cast-iron counter- 


part, still packs plenty of performance and economy—plus more power per pound! 


SEE why leading auto publications say aluminum is here to stay in automobile engines! 
Lightweight aluminum allows faster pickup—quicker stops—less tire and brake wear — 


more miles per gallon! 





Listen to Robert St. John and his analysis 
of the news behind and between the 
headlines. Every evening, Monday through 
Friday, 6:45 p.m., WJR,. Detroit. 






ALCOA ALUMINUA, 


ALUMINUM COMPANY OF AMERICA 
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Executives Talk It Over with Council .. . 





GM Dealers Ask New Parts Plan 


By John K, Teahen Jr. 


Associate Editor 


DETROIT.—Members of the Gen- 
eral Motors President’s Dealer Ad- 
visory Counci] returned home last 
week after what was termed a 
“friendly” and “constructive” series 
of meetings with top GM officials 
on factory-dealer policies. 

Now they’re waiting for results, 
and several council members ex- 
pressed high hopes for favorable 
action on some of their proposals. 

“The factory men don’t talk 
much at these meetings,” a delegate 
remarked. “They listen and ask 
questions. The stenotype machines 
were clicking all the time, so they 


have a complete record to work 
with.” 

Attending the sessions were 36 
dealers from large and medium- 
sized cities in the United States 
and 11 dealers from Canada, 

They requested changes in the 
parts marketing setup, asked that 
demonstrators be included in the 





Names of the GM dealer coun- 


| cil members are on Page 19. 





5 percent carryover rebate and dis- 
cussed the profit situation and the 
auto outlook in their areas. 

The parts program, which GM in- 
stituted last fall, was criticized, 


Truck Victory Over Rails 
Upset by Supreme Court 


WASHINGTON. — The Supreme 
Court has thrown out a $852,074 
judgment against Eastern railroads 
which had been won by a group of 
Pennsylvania truck firms on 


charges that the railroads waged a} 
deceptive public relations campaign | 


against trucking. 

Two lower courts had ruled in 
favor of the truck interests. They 
had held that the railroads in- 
terests had violated the Sherman 
Antitrust Act by conspiring to 
turn public opinion against 
trucks. 

The suit was brought by 41 Penn- 
sylvania truck companies and their 
trade association. After seeking 
$250 million in damages, the 1956 
district-court decision gave nothing 
to the individual companies, The 
trade association was awarded 
$652,074 in damages plus $200,000 
for legal fees. 

Defendants in the suit were 24 
Eastern railroads, their trade as- 
sociation and their public relations 
firm, Carl Byoir & Associates, Inc., 
New York. 

Justice Hugo L. Black wrote the 
Supreme Court opinion which was 
unanimous. 

He said, in effect, that a cam-. 
paign aimed at public or political 

opinion, no matter how nasty or 
how successful, could not be a 
violation of antitrust laws. 

The public-relations campaign in 
question was waged to influence 
the public and Legislature in Penn- 
sylvania. The Byoir agency was 
charged with writing numerous ar- 
ticles about how trucks damaged 
highways and in general were a 
poor form of transportation. 

The truckers charged that the 
campaign had succeeded in poison- 
ing the public mind against trucks. 
They pointed to a veto of a “fair 
truck bill” by John S. Fine, when 
he was governor of Pennsylvania. 
The bill would have allowed trucks 
to carry heavier loads on Pennsyl- 
vania highways. 

When the judgment was awarded 
in District Court in 1956, Judge 
Thomas J. Clary issued a broad in- 
junction against the railroad inter- 


3 Dealerships 
Seek $250,000 
For Traffic Ban 


NEW YORK.—Three New York 
Rambler dealerships have filed 
claims for $250,000 against the city, 
charging that the Feb. 5-9 ban on 
private cars in New York after a 
snowstorm hurt their business, 


The claims were filed with the 
city controller’s office. If they are 
not settled within 30 days, the deal- 
ers are free to take court action. 

The claims were filed by an attor- 
ney for the two Charles Kreisler 
dealerships at 241 Park Ave. and 
1696 Broadway, plus K. & K. Auto 
Sales, 3865 Tenth Ave. 

The dealerships charge that 
Mayor Robert Wagner was “un- 
qualifiedly wrong” when he banned 
private cars from the streets. They 
say they lost money when they 
could not deliver new cars and cus- 
tomers could not bring their cars 
in to trade. 





| the 
| rights to free speech and to peti- 


ests, banning any publicity activi- 
ties aimed at injuring the truckers. 

The railroad interests had filed 
a $125-million suit against the 
truckers, claiming that they, too, 
had conducted a public-relations 
campaign. Clary dismissed the 
railroad suit. 

Clary’s decision was upheld by 
the Court of Appeals for the Third 
Circuit over the strong dissent of 
Chief Judge John Biggs. Biggs 
charged that the injunction against 
railroads was a violation of 


tion the government. 

Justice Black, in his Supreme 
Court opinion, harked back to his 
service as a senator and indicated 
that he felt the railroad-truck bat- 
tle was typical of duels for eco- 
nomic power through passage of 
legislation. 

He wrote, “It is neither unusual 
nor illegal for people to seek ac- 
tion on laws in the hope that they 
may bring about an advantage for 
themselves and a disadvantage for 
their competitors.” 

Black said that both the rail- 
roads and the truckers had used 
deception in their campaigns. 
Such deception, he said, “repre- 
hensible as it is,” is not covered 
by the Sherman Antitrust Act. 

That law simply prohibits ordi- 
nary economic—not public relations 
—conspiracies and contracts in re- 
straint of trade, such as price-fix- 
ing agreements. 





15,000 in 30 Cities See 
Pontiac TV Sales Rally 


DETROIT.—Nearly 15,000 Pon- 
tiac dealers and salesmen attend- 
ed a spring sales rally Friday 
(Feb. 24). The program originat- 
ed in Detroit and was piped to 30 
cities via closed-circuit television. 

The principal speaker was 
Elmer Wheeler, author, humorist 
and lecturer, Factory officials on 
the program were S. E. Knudsen, 
general manager; Frank V. 
Bridge, general sales manager, 
and Robert W. Emerick, public 
relations director. 











with one dealer charging that it is 
“universally disliked.” 

Dealers complained that the new 
setup involves too much paper 
work, but the chief objection, ac- 
cording to one council member, is 
that the “wholesale compensation” 
feature on sales between GM deal- 
ers has been eliminated. 

He said a Ford or Chrysler 
dealer now can buy parts from a 
Chevrolet dealer cheaper than 
another GM dealer can, 

Dealers requested an increase in 
the rebate on carg which they loan 
to schools for driver-training pro- 
grams. The current allowance is 
$125. The National Automobile 
Dealers Assn. has suggested that 
$250 would be more suitable, 

Council members asked that the 
carryover rebate be extended to 
demonstrators, but buildout 
bonuses were not an issue at this 
year’s meeting. In fact, one dealer 
commended the factory on last 
summer’s bonus plan. 

(GM’s ’60-model buildout bonus 
was a no-quota program. Chevrolet, 
Pontiac, Oldsmobile and Buick | 
dealers received a stated amount | 
for each sale after a specified date. | 


Cadillac was not included in the re- | 


bates.) 

In discussing profits (or lack of 
them), council members declared 
that too few dealers are making a 
fair return on their investment. 
They asked factory aid in remedy- 
ing this situation. 

One dealer suggested that the 
holdback be increased to 3 percent 
(it is now one percent). He said 
this might keep dealers from giv- 
ing away all their profit. 

President John F. Gordon 
asked if he would want a 3 per- 
cent holdback if GM were the 
only company doing it. The deal- 
er wasn’t sure. 

Cross-selling was mentioned and 
examples were cited of areas where 
the practice is especially prevalent. 

A dealer remarked, “I was im- 
pressed by the flurry of note-tak- 
ing by the corporation people on 
the cross-selling question.” 

On the subject of selling to dis- 
count houses, factory executives re- 
ferred to Gordon’s letter which 
urged dealers to shun this type of 
Selling because it endangers the 
franchise system. 

The huge selection of models and 
options was brought up, but a 
council member acknowledged that 
trimming the model lineup is a 
difficult job. 

“The model that one dealer con- 
siders superfluous may be another 
guy’s bread and butter,” he said. 


Much of the three-day conclave | 


was devoted to area-by-area discus- 
sions of the general outlook for the 
auto industry, the public’s recep- 
tion of GM’s ’61 models and the 
new and used-car markets. 

One council member said that 
in talking with other dealers he 
got the feeling that the recession 
is not as widespread as he had 
imagined. 

“Some areas are rolling along in 
good shape,” he said, but he admit- 
ted that things could be a lot better 
in his section. 











Toyota's All-Purpose Vehicle— 


The 1961 Toyota Land Cruiser will go anywhere from the grocery store to rugged 
country with all-around comfort, according to Toyota Motor Distributors. This is the 
hardtop model, which is powered by a six-cylinder, 135-horsepower engine. The vehicle 


also is offered in a canvas-top model. 


See Story on Page 42. 


Economy Trials Provide 


Dealer Sells a Car to Museum— 


The Museum of Motor Car History, Turin, Italy, recently opened by the Italian gov- 
ernment, has purchased this 1909 Lancia Speedster from Frankie Watts sr., Waco Inter. 
national Salon, Inc. (Imports), Miami, Fla. The four-cylinder car was displayed at the 
Waco Museum as a part of Watts’ collection of foreign sports cars. Watts declined to 
reveal the purchase price, but indicated that the total was more than 6 percent interest 
on the price sold for when new. 





|meters, vacuum gauges or other 
instruments were not allowed, un- 
less standard factory equipment. 
Within framework of the rules, 
drivers could elect mile-gaining 


| weight engine oil in the transmis- 
sion and differential, low-friction 
lubricant in wheel bearings and 
other rotating parts, tires with low 
rolling resistance or a transmission 
option with the most-economical 
differential gearing. 

The 3.7-mile course had each 
trial car running about a mile 
along a curving sports-car course 
in the infield of the Daytona 
International Speedway. On re- 
turn, the car would proceed to 
| the long backstretch, where a 
“speed zone” was marked with 
pavement lines and flags. In the 
speed zone, each car had to av- 
erage 65 miles an hour, which 
meant driving up to 75 for a 
short distance. 

Following this were two arbitrary 
| full stops, after which the course 
was repeated. That car which trav- 
elled the greatest distance around 
the course on a single gallon of 


than 40 miles an hour, was con- 
sidered winner of its classification. 
All cars were impounded after run- 
ning. The three top ranking cars 
of each class were inspected to 
make sure they matched AMA spe- 
cifications. 

Comparison of all V-8s after 
eliminating the most economical 
(Lark) and least economical (Chev- 
rolet 409) 


mileages ranged between 12.5 and 
15 miles per gallon. 

Overdrive-equipped cars, with 
large engines, showed considerably 
better mileage than those without 
overdrive. 
Ford and Chevrolet showed little 
difference in mileage. However, 
Lark and Ambassador V-8s were 
two to four miles per gallon more 
economical than averages of their 
competitors. 

Average miles per gallon of 
the 390-cubic-inch Ford, with 
three-speed transmission and 
overdrive, was 14.152 miles per 
gallon. Chevrolet’s 409 engine, 
with four-speed transmission was 
able to average 9.945 miles per 
gallon, 

In Class II, the Pontiac 389-cubic- 





transmission travelled 14.762 miles 
per gallon. This is comparable to 
smaller Ford and Chevrolet en- 
gines of Class III and IV which 
were driving through manual trans- 
missions, 

V-8s in Class III ranged from 


Snow Caves In Roof 


MANCHESTER, N. H.—Several 
new and used cars were damaged 
here when a roof and wall section 
of the storage garage of Cavanaugh 
Bros. collapsed under the weight 
of snow, ice and water. 





| techniques. They could use light-| 


gasoline, while averaging not less} 


shows that no matter | 
what the engine or transmission— | 


Small V-8 engines by| 


inch engine with Hydra-Matic | 


| 








$$. 


Gas Mileage Comparisons 


(Continued from Page 4) 


the 327-cubic-inch Ambassador en- 
gine, which averaged 17.070 miles 
per gallon, through the Ford 352 
which averaged 14.942 miles per 
gallon to Chevrolet’s 348 travelling 
12.641 miles per gallon. 

All three used manual transmis- 
sions. Ten Ambassadors, 10 Chev- 
rolets and eight Fords competed in 
Class III. 

Lark V-8s dominated Class IV 
with an average of 19.014 miles 
per gallon from the 259-cubic- 
inch engine. The Chevrolet 283 
averaged 15.195 and the Ford 292 
averaged 14.836 miles per gallon. 
All cars used manual transmis- 
sions, 

Slightly over two miles per gal- 
lon separated averages posted in 
Class V for six-cylinder cars. Im- 
portance of car weight on economy 
was underscored by Dart and Lan- 


|cer entries. A Dart moved 17.690 
|miles from its gallon. The lighter 


Lancer with the same engine trav- 
elled 19.897 miles to win Class V. 

Averages of Chevrolet’s six were 
18.386 miles per gallon, while Ford’s 
six averaged 16.338 miles per gal- 
lon. Manual transmissions were 
used in all cars, with Ford and 
Chevrolet running through an over- 
drive. 

Greatest mileage spread was 
shown in compact-car Class VI. 
American Customs, with manual 
transmission and overdrive, aver- 
aged 25.489 miles per gallon. 
Next highest average was 4 

group of Monzas, with four-speed 

transmissions, averaging 23.595. 

Falcons averaged 22.696, Larks 

21.832 and a group of four Tempest 

Fours travelled an average of 19.929 

miles per gallon, 
* 


* * 


Top Winners— 


Top men of the 1961 Pure Oil Economy 
Trials, Daytona Beach, Fla., were A. A 
Line, Niles, Michigan, left, and Les Viland, 
Livonia, Mich. Niles drove Larks to wif 
first and second place in Class IV, for @ 
trophy and $750 in prize money. Viland, 
driving for American Motors, won the firs! 
three places in Class Ill, and first and third 
spots in Class VI. For this he netted two 
trophies and $1,520 in prize money, plu! 
$500 for the best mileage of the event. 








RAMBLER 
Beats All Other Compact 
| (Cars in Pure Oil 

Economy Trials For 
| Second Straight Year 


4 HERE ARE OFFICIAL RESULTS == 

















on- 
les 


per 
ng 





rm Rambler American Custom with Overdrive is Over-all Winner in 
7 Miles Per Gallon. 

i Tops entire field with 26.859 miles per gallon averaging over 40 
‘ miles per hour while circling the tough 3.7 mile stop-and-go 
. road course at Daytona Speedway, under supervised conditions. 

L Rambler takes first 6 places—sweeps 8 of the first ten places in 
: Class 6... includes Falcon, Corvair, Lark 6, Tempest 4. 

s Ambassador V-8 by Rambler with Overdrive Wins Class 3...takes 
2 9 of the first ten places ... sweeps the first 8 places. 


Rambler Dealers Sell The Proved Economy King... 
And Economy Is Today’s Top Sales Appeal! 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
Dear Sir: Will you please provide me with more complete 


We have the proved product for the 
exploding Compact Car Market... 
there are still a few franchises 

.| available in select markets... 


“| YOU HAVE THE OPPORTUNITY! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampfon, Ontario. 


information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 


een 
ADDRESS 
CITY s a ZONE Baie 
PHONE NO. 
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Fourth Quarter ‘Brutal’... 





Dealer Profit Dives 
To $22 Per New Unit 


(Continued 


joined in the upswing with two ex- 
ceptions. 

Warranty and policy expense was 
0.49 percent of sales in 1960, com- 
pared to 0.53 percent in the pre- 
vious year. Employe bonuses totalled 
0.14 percent of sales in 1960 and 0.18 
percent in the previous year. 

The disastrous fourth quar- 
ter chopped the typical dealer’s 
washout gross profit. This figure 
was $352 per new unit sold for 
all of 1960. Through the first nine 
months of the year, it was $383. 
For all of 1959, it was $410. 

The typical dealer showed a wash- 
out gross profit of 9.05 percent of 
total new and used car sales for all 


Scrappage Soars 
To Record Level 
Of 5,030,000 Units 


DETROIT.—Auto scrappage and 
combined car-truck scrappage 
soared to alltime highs in 1960, ac- 
cording to figures compiled by R. L. 
Polk & Co. 

Polk estimated that 5,032,352 
vehicles were junked last year. 
The total consisted of 4,340,873 
cars and 691,479 trucks. 

The 1960 figure was 60 percent 
above 1959 scrappage, Polk said. In 
1959, American owners consigned 
only 3,141,357 vehicles to the junk 
yard — 2,769,272 cars and 372,085 
trucks. 

Polk noted that despite the rec- 
ord scrappage, the nation’s vehicle 
population reached an alltime high 
of 71,523,148 at the end of 1960 — 
60,268,157 cars and 11,254,991 trucks. 

The 1960 car-truck scrappage 
total was well ahead of the former 
postwar record, Polk said. The 
earlier mark was set in 1957, when 
4,939,461 vehicles failed to rereg- 
ister. 

Passenger-car scrappage of 
4,340,873 was the highest single- 
year total in the 36 years that 
Polk has been keeping such sta- 
tistics. The truck figure of 691,- 
479 was second only to 1954 when 
780,513 units left the road. 

Polk noted that last year’s auto 
scrappage meant that 66 percent of 
the year’s 6,576,650 new-car regis- 
trations represented replacement 
business. Truck scrappage amount- 
ed to 73 percent of the year’s 943,- 
485 new-truck registrations. 

In 1959, Polk said, scrappage was 
46 percent of new-car registrations 
and 40 percent of new-truck regis- 
trations. 

Passenger-car scrappage in 1960 
totalled 7.2 percent of all cars in 
use. For trucks, the figure was 6.14 
percent. 

Polk said that when it began 
compiling scrappage data in 1925, 
there were 15,350,038 cars on the 
road. Since then, 123,287,756 new 
cars have been registered and 78,- 
369,637 have been scrapped, leaving 
60,268,157 in use. 

Average auto scrappage for the 
36-year period was 2,176,934, Polk 
said. 


| 27.0 percent in 1959. 
al * * 


» 


from Page 1) 


of 1960. Through the first nine 
months, this amounted to 9.64 per- 
cent. 
* * * 

HE REPORT on the used-car 

business showed declining prices 
and rising inventories were the 
order of the day. 


The typical dealer sold his aver- 
age used unit for $776 in 1960, 
compared to $843 in the previous 
year. The average used unit in 
stock on last Dec. 31 had cost the 
dealer $702, compared to $768 a 
year earlier. 

The average dealer sold 1.49 used 
units for every new one in 1960 and 
had a 43.1-day supply of used units 
in stock at the end of the year. A 
year earlier, there were 1.62 used 
sales for every one new sale and, 
at year’s end, the average dealer 
had a 37.8-day supply of used units 
on hand. 

* * 

7. REPORT on all parts and 

service operations had few 
bright spots. 

The typical dealer had $404 in 
parts business for every new unit 
sold last year, compared to $407 a 
year earlier. This drop came in the 
face of an increase in the number 
of new units sold and may indicate 
that actual parts sales held steady 
or increased. 

Gross profit on parts sales 
slipped from 30.5 percent in 1959 
to 30.2 percent last year. The parts 
inventory remained unchanged at 
4.6 months’ supply. The typical 
dealer turned over his investment 
in the parts supply 2.6 times last 
year, unchanged from the 1959 
rate. 

Customer labor sales amounted 
to $257 per new unit sold in 1960, 
down from the $265 per unit set in 
1959. Gross profit on labor sales 
showed an increase from 43.1 per- 
cent in 1959 to 44.0 percent last year. 

oK * * 


* 


OTAL service sales last year 

amounted to $844 per new unit 
sold, down from the $872 for 1959. 
The gross profit on all service busi- 
ness last year was 32.9 percent, com- 
pared with 33.6 percent the previous 
year. 

Service absorption also declined 
in 1960. Here, service absorption 
is the percentage of fixed expense 
including officers’ and owners’ Sal- 
aries which is covered by the gross 
profit from parts and_ service 





sales. 

The average absorption rate was 
57.6 percent in 1959 and declined to 
57.2 percent last year. 

* * * 

. NADA report also showed 
that the typical dealer is getting 
more of his total volume from new- 
vehicle and parts and service sales 
but less from sales of used vehicles. 

Sales in the new car and truck 
departments amounted to 57.8 per- 
cent of the average dealership’s vol- 
ume in 1960, up from the 55.9 per- 
cent in 1959. 

Total parts and service sales 
| contributed 17.8 percent of total 
| volume in 1960, compared to 17.1 
percent in the previous year. 

Sales of used cars and trucks, 
| however, made up 24.4 per cent of 
| total sales last year, down from 








* © 


Breakdown of Dealer Expense 


Preparation and delivery 
Warranty and policy 
Salaries, commissions, other 
compensation to salesmen .... 
All other salaries, wages 
(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 
** Advertising, local 
Insurance, other than building 
Interest paid 
All other expense 
TOTAL EXPENSE?* 








1960-1959 

(PERCENTAGE OF TOTAL SALES) 
Group I* Group II 
1960 1959 1960 1959 
42 .37 45 43 
51 49 52 .58 
att -aetO 2.22 2.17 
4.95 4.93 4.91 4.77 
13 13 12 21 
44 44 .39 ot 
Lil 1.6 1.04 1.05 
.69 64 .80 -80 
42 .39 ot .32 
46 .36 
2.96 3.11 
14.24 14.17 


Group Ill 
1960 1959 
45 45 
46 61 
2.19 2.26 
4.86 4.80 
19 oak 
34 33 
98 1.07 
89 .90 
31 .30 
42 .33 
2.92 2.54 
14.01 13.80 


Group IV 
1960 1959 
48 44 
38 45 
2.20 2.30 
4.52 3.95 
16 .30 
ae .23 
.96 91 
.93 -98 
.26 .22 
.40 31 
2.53 2.19 
13.09 12.28 





Inc. Average 
1960 = 1959 
44a 
49 5g 
2.01 2.00 
4.87 4.75 
14 18 
.39 37 
1.05 1.04 
78 Tt 
ol .33 
48 38 
2.98 2.87 
14.00 13.63 


* Groups are based on the volume of 1960 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 
II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units or more. 
** Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
t Includes all owners’ salaries, employes’ bonuses and interest paid. 


Dealers Acclaim 
‘Drive America’ 


Ideal Spur Seen 
For All Business 


EALERS in small cities in the 

East and Midwest last week 
called the “Drive America to Pros- 
perity’ sales promotion an _ ideal 
way to stimulate all businesses in 
their communities. 

Leo C. Heberlein, Corry (Pa.) 
Dodge dealer, said “I think it would 
be a fine program for this spring 
in a city the size of Corry (7,500 
population).” 

The promotion, in which at 
least 15 manufacturers of nation- 
ally advertised products are par- 
ticipating with dealers, was origi- 
nated by Merrick Co., Cleveland, 
supplier of point-of-purchase ma- 
terial, and is scheduled to get 
under way about March 20. 

Under the program, the dealer 
distributes wallets containing “Buy- 
er’s Dividends” to each person who 
visits the showroom for an ap- 
praisal of his car. There is no cost 
to the auto owner. 

The dividends entitle the holder 
to a bonus on the purchase or dem- 
onstration of products specified by 
the participating manufacturer, 
The dealer handles no merchan- 
dise; he simply places the dividends 
in the auto owner’s hands. 

‘’ 2 * 
i CLYDE, O., Al Wright, Wright- 

Callendar, Ine. (Buick-Oldsmo- 
bile-Chevrolet), said he thought 
“this program is well planned to 
benefit outlying dealers such as 
ourselves. 

“It will also benefit our local 
merchants by stimulating sales of 
other merchandise along with much 
needed automobile sales,” he added. 

Warren R. Johnson, Midtown 
Motors (Ford), Warren, Pa., said 
the campaign would be a “good 
business stimulator for our busi- 
ness and other businesses in 
Warren.” He added: 

“The basic thing is to get the old 
dough circulating, and a program 
like this can do it.” 

L. Glen Marshall, Willis J. Hakes 
Ford Sales & Service, Fostoria, O., 
said he is “convinced this is a very 
worthwhile program.” 


How Dealers Fared on Expenses, Profits 


Epiror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 


the Automobile Retailing Indust 


Pct. Total Sales 


TOTAL SALES 

GROSS PROFIT ... 
Selling Expense ...................0. 
Operating Expense 

TOTAL EXPENSE 

OPERATING PROFIT 
Including Finance Reserve.... 


* Groups are based on the volume of 1960 retail deliveries of new cars and trucks ag follows: 


ry.” 


1960-1959 
OPERATING PROFIT BEFORE TAXES 


Group II 
Pet. Total Sales 
1960 1959 
100.0 100.0 
14.7 15.4 
4.0 4.0 
10.2 10.2 
14.2 14.2 


*Group I 
1960 
100.0 
14.6 
4.0 
10.0 
14.0 


1959 
100.0 
14.9 
3.1 
10.5 
13.6 


1960 


4 1.3 5 1.2 6 


Group III 
Pet. Total Sales 
1959 
100.0 
15.3 


13.8 


Industry Average 
Pct. Total Sales 
1960 

100.0 
14.5 
3.7 
10.3 
14.0 


Group IV 
Pct. Total Sales 
1960 1959 
100.0 100.0 
13.5 14.0 
4.0 4.2 
9.1 8.1 
13.1 12.3 


1959 


100.0 


4.0 
9.8 


1.5 4 Lt 


Group I, 


5 
1 to 149 


units; Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 











Group I# 
Group II 
Group III 
Group IV 
Industry Average 


sales. 
¢ Not available. 

























Group IV 





Group IV 
Industry Average. 


Group III 
Group IV 
Industry Average 





1960-1959 


Per New Unit Sold 


1960 
$397 


371 
342 
287 
352 


1959 


$422 


432 
409 
341 
410 


—From NADA Survey 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


1960 


1959 
$304 
263 
255 
170 
265 


How Dealers Are Faring 
On Sales, Profits 


Per New Unit 


Gross in Percent 


(Taken from report by NADA Business Management Committee) 
Washout Gross Profit* 


Gross in Dollars 






Sold 


1960 1959 
9.09 tT 
9.25 T 
9.01 7 
8.52 T 
9.05 Tt 


* Washout gross profit on new and used units combined (less all credits for finance 
income) per new unit sold and as a percentage of combined new and used unit 


# Groups are based on the volume of 1960 retail deliveries of new cars and trucks 
as follows: Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 
to 749 units, and Group IV, 750 units and more. 


Used Vehicles 





Average Cost 
Average No. Days’ Supply Per Used Unit 
Selling Price Ratio Used-Unit in Inventory in Inventory 
Per Unit Sales to New Dec. 3L Dee. 31 Dec. 31 Dee. 31 
960 1959 1960 1959 1960 1959 1960 1959 
Group I ...... $760 $816 1.69 1.88 55.2 47.8 $656 $694 
Group II .... 790 858 1.56 1.64 37.7 33.1 728 811 
Group ITI .. 811 887 1,32 1.42 30.2 25.9 857 909 
Group IV .. 764 858 1.03 1.15 21.4 22.0 854 1,072 
Industry 
Average .. 776 843 1.49 1.62 43.1 37.8 702 768 
Parts 
(Accessories Not Included) 
Average Sales Percentage of | Number Months’ Annual 
Per New Unit Gross Profit Supply in Turnover of 
Sold to Sales Inventory Investment 
Dec. 31 Dec, 31 
1960 1959 1960 1959 1960 1959 1960 1959 
Group 2. ..i.: $461 $478 30.9 30.8 5.2 5.2 2.3 2.3 
Group II .... 400 395 30.3 31.1 4.1 4.3 2.9 2.8 
Group III .. 360 371 30.3 29.7 4.1 3.9 2.9 3.1 
Group IV .. 306 274 27.4 28.2 3.7 3.9 3.2 3.1 
Industry 
Average .. 404 407 30.2 30.5 4.6 4.6 2.6 2.6 


Percentage of Gross 
Profit to Sales 


Total Service Sales 


Average Sales 
Per New Unit 





Retailed 
1960 1959 
...$997 $1,053 
... 830 835 
.. 731 784 
.. 585 538 
... 844 872 


New Cars 
and Trucks 


1959 
52.3 
56.3 
58.5 
63.8 
55.9 


Percent of 
Gross Profit 
to Sales 

1960 1959 
31.4 31.6 
33.8 35.2 
35.8 36.1 
34.6 35.2 
32.9 33.6 


Used Cars 
and Trucks 
1960 1959 
25.4 28.3 
25.5 27.4 
23.6 25.5 
20.0 23.4 
24.4 27.0 


1960 1959 
42.7 39.5 
43.2 45.7 
46.5 46.6 
48.3 47.5 
44.0 43.1 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


*Percentage of 
Service 


Absorption 
1960 1959 
57.6 58.5 
56.5 56.1 
57.8 58.8 
56.5 55.8 
57.2 57.6 


Total Service 
and Parts 

1960 1959 
19.7 19.4 
74 16.3 
16.2 16.0 
14.8 12.8 
17.8 17.14 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ and owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 

















































































_ BRAKE HEADQUARTERS 
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You’re looking at a cardiogram-like chart of the operat- 
ing factors that determine braking success—or failure. 
This chart is the result of rugged, on-the-road brake 


“physicals” that we give constantly in our Bendix 


Mobile Brake Laboratory. And it’s a big reason why 
you can rely on Bendix brakes for safer, more depend- 
able performance under all loads and over all roads. 

Here’s the story. Advanced electronic gear aboard 
our mobile lab picks up and records 25 different ‘‘per- 
formance factors” of the brakes under test. Here, in 
chart form, are complete, scientific measurements in 


SS 





six vital areas: i. air and hydraulic actuating pressure; 


2. deceleration; 3. stop time; 4. lining, drum, and 
hydraulic fluid temperatures; 5. travel of actuating 
cylinder pistons; 6. stopping distance. This charted 
data enables Bendix engineers to determine the exact — 
degree of braking efficiency. , 
These stiff “physicals” are but a part of the over-all 
Bendix brake test program—the most extensive in the 
world. Put this wealth of experience and equipment to 
work on your brake problem. Write, wire, or phone our 
Customer Application Engineers at South Bend. 


Bendix ‘tivisron <= South Bend, IND. Baa te 
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Program your trip. Settle back and listen 


idea lent thrust of exhaust streaming from the req 
of the strongest, lightest cars to come off 


for tomorrow 
--- in steel 


1 Body sheets are zinc-coated thin gage steel sheets for stress-resistant durability, lightness and corrosion resistance. Thin-wall stainless steel tubing is used for maximum 


strength in slender pillars and roof rails. 
2 Flexible, high strength steel cable housed in tubular steel makes a rugged primary drive line. Rigid heavy-wall stainless tubing for the power spine supplies the strength to 


both support and drive the car. High tensile strength of tubular steel increases frame rigidity. Heat-resistant stainless steel is used in engine blades and rotors for maximum 


creep resistance. 





Ch Use modern, dependable steels for modern, dependable automobiles. 





the soft whine of the turbines as the propellants are indexed. You can’t hear the vio- 


eainozzic, but your back feels the smooth, fast acceleration. Relax... you’re on your way in one 
ener’s drawing board. @ Cars like this fanciful sedan will have to be strong and light 
rable, light frame made from weight-reducing alloy and High Strength steels. It will need 


3 Stainless Steel is used for housings and engine blocks. Cost and weight can be reduced because Stainless is so strong and tough. Most important: it has unparalleled 
wear and corrosion resistance. 

4 Interior is paneled with colorful, scuff and wear-resistant plastic coated steels. Seat shells are textured carbon steel coated with plastic. Strong, textured stainless steel 
panels for aesthetic appeal won't show the effects of use and abuse. A never-say-dim stainless steel grid around the inside of the passenger compartment heats and cools 
the car through electrical energy exchange. 


| PR PI i a ee 
These are but a few of the imaginative uses of steel in this car of tomorrow. Today, there are over 160 steels used in automobiles, and thousands 
more available to the designer. There is a steel for practically any combination of properties the designer can dream up... strength for lightness, 
toughness for durability, surface finishes for style. When you want steels that will match your imagination, call United States Steel, Industry Man- 
ager—Automotive, Room 2831, 525 William Penn Place, Pittsburgh 30, Pennsylvania. USS is a registered trademark 


United States Steel 
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AUTOMOTIVE NEWS PLATFORM 


f |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{| 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 


AUTOMOTIVE 





Something We All Go For: 
The Big Fat Value 


_ of the most interesting pieces in the Feb. 20 issue of 
AUTOMOTIVE NEWS was made up of a few thousand well 
chosen words by a former dealer. He made a fortune as an 
auto dealer, and now, with the perspective of one outside 
the daily hustle and bustle of the business, he writes: 


“TI close with bitterness toward anything big that should 
not be too big. I despise big fat cars to gas up; I despise 
big fat females to gas up; I despise big fat 20-room houses 
to gas up. When these items get out of proportion and lose 
their appeal and afford no comfort or price to its owner, 
then I get a new deal to my liking.” 


Writing at 72 years of age, and still eager for life, he has 
a message for all of us: 


Things do not stand still in this business, or in life, for 
that matter. Life always has experimental elements. 


It is true that we can become rich and insulate ourselves 
in some measure from the vicissitudes of life, but in doing 
this we also remove ourselves from the adventure of life. 


If we knew the details of the road ahead, we might be 
able to miss some of the bumps, but, then, too, we might 
not even want to take the ride. 


A few years ago in the auto business the big fat auto 
package was all the thing. Now we are heading in another 
direction. There are many who think we’ll head right back 
to the big fat cars. 


But, as an intelligent observer of the auto scene remarked 
not long ago: One thing that won’t go out of style in the 
auto business is a good value. The public seems to seek out 
the value cars unerringly. 





Editorial Director—Robert M, Finlay. 
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Coming 
Events 


% Eniror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 13-14—Louisiana Automobile Deal- 


ers Assn., Roosevelt Hotel, New Or- 
leans. 
March 19-21 — North Dakota Automobile 


Dealers Assn., Williston, N. D 

March 19-2I—Automobile Dealers Assn. of 
North Dakota, Williston, N. D. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

April 12—Rhode Island Automobile Deal- 
ers' Assn., Sheraton-Biltmore Hotel, Prov- 


idence. 
April 12-13— Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 


% April 20-21 — Illinois Automotive Trade 
Assn., Chase Hotel, St. Louis. 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 


%& May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-1&—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—l daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-16—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

%& June 11-13—New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N. Y. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 16-I8—Michigan Automobile Dealers 
Assn., Detroit. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

%& Oct. 22-24 — New Jersey Automotive 
Trade Assn., Chalfonte Haddon-Hall 
Hotel, Atlantic City. 

%& Oct. 22-24—New York State Automobile 
—. The Concord, Kiamesha Lake, 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 
Auto Shows 


March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 

April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 


* * * 


General 


Mar. 6-9—The American Society of Me- 
chanical Engineers, Washington, 

March 13-16 — Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

March 21-23 — Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


The United States Senate repealed all automotive taxes, including a 
2 percent tax on trucks and a 3 percent tax on cars. ., 


Co. announced price reductions of $95 and $65 on its four and two- 
door models. 








|of equipment. I believe that this 


|}against this practice, perhaps we 
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"Sir, do you happen fo have a joint 
checking account with your wife?" 








Letterbox 
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‘Law Discriminatory —— 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 











as a service to all Chrysler and 
Chrysler products dealers and that 
is to make known in one of your 
articles Dann’s address so that, if 
they so desire, Chrysler dealers may 
write him regarding his side of the 


Sticker Called Unfair 


I would like to express my appre- 
ciation for your informative news- 
paper, which I read regularly with 
great interest. I think that you 
give automobile dealers very valu- 
able information about the car sit- 
uation. I was very surprised to 
read how many dealerships were] State and Griswold Sts., Detroit 
closing for one reason or another}! 26, Mich. 
during the last 10 years. <_< <~ * 

I am convinced that one of the m 
reasons for this poor showing is Seat-Belt Dissent 
that auto dealers must comply with 
the “sticker’ law—that is, posting 
in the window of each automobile 
a price sticker itemizing each piece 


situation.—WESTERN DEALER. 


Epiror’s Note: Sol Dann’s ad- 
dress is 1820 David Stott Bldg., 


I would like to take issue with 
L. L. Colbert, president of Chrysler 
Corporation, recommending that 
Chrysler Corporation dealers offer 
seat belts to customers on a non- 
profit basis. 

Colbert’s idea of encouraging driv- 
ers to use seat belts is an admirable 
one. But why at no profit to the 
dealer? Seat belts and insurance are 
somewhat alike. Neither is worth 
25 cents unless needed. But I 
haven’t heard of any insurance com- 
panies recently that are selling their 
insurance on a nonprofit basis. 


law is discriminatory, and takes 
the strength out of our dealings, 
reducing competition. 

I would like to suggest that you 
take a survey to find out whether 
dealers in general favor affixing 
these price labels to their auto- 
mobiles. If enough dealers are 


could get it done away with. It is 
my feeling that this law is unfair) Jt appears to me that when the 
to dealers; no other major mer- average dealer has reached or is 
chandise item is required to carry|cjose to the nonprofit point in his 
such a label.—ArizoNaA DEALER. business, it’s asking just a little too 

=> much to have him give away more. 

The average dealer is already 
giving away half or more of his 
potential profit on each new car he 
sells. 

If seat belts will accomplish what 
they claim, why not encourage driv- 
ers through an educational] program 
to buy them and use them? 

If a driver thinks he’s gaining 4 
little extra safety he’ll pay a legiti- 
|mate retail price and even let the 
dealer make a buck — CHRYSLER 
DEALER. 


Dann’s Address 


As both a Chrysler products deal- 
er and Chrysler stockholder, I, like 
many dealers have much interest in 
the Chrysler-Newberg-D an n-Mar- 
kewich suits. Much has been said in 
your newspaper about the situation 
but one thing you have not done 
which I feel you definitely should do 


* * * 





Researcher’s Tribute 


May I offer my congratulations on 
Joseph M. Callahan’s excellent re- 
| search story which appeared in the 
| Dec. 26 issue of AUTOMOTIVE NEWS. 
In this kind of a story it is often 


. Ford Motor 


20 Years Ago—I1941 | difficult to capture the excitement 


Full cooperation of federal agencies in the National Automobile 
Dealers Assn.’s mechanics-training program was pledged by govern- 


ment officials in Washington. 


10 Years Ago—1951 


U. S. plants produced 178,196 vehicles last week—equivalent to a 
rate of 10 million cars and trucks a year. 





| and meaning of research, especially 
|in an industrial laboratory. 

I look forward to your subsequent 
articles.—MIcHAEL FERENCE JR., €X" 
ecutive director, scientific labora- 
tory, engineering and research staff, 
Ford Motor Co. 











Report To Ford Dealers 


Another reason why Falcon has won the battle of the compacts: 


ae 
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NOBODY CAN TALK ECONOMY LIKE 
FALCON SALESMEN ! 


Gas? Falcon can go up to 30 miles on a 
gallon. With modern short-stroke design 
on both Falcon engines you get less fric- 
tion, less wear, longer engine life. Oil> 
4,000 miles between changes. That’s be- 
cause Falcon’s standard-equipped Full- 
Flow oil filter cleans all the oil all the time 
. . . provides more complete engine pro- 
tection. Durability? Falcon’s galvanized 
underbody members give fullest protec- 
tion against rust —double-wrapped, fully 


aluminized muffler lasts up to three times 


FORD DIVISION backs you best 


Sord Motor ‘Company, 





as long as ordinary mufflers. Licensing 
and insurance? They cost less in a Falcon. 
But this is not the whole story. You have 
that low Falcon price working for you, 
too! Falcon is America’s lowest-priced 6- 
passenger car.* And not by pennies. You 
beat other compacts by as much as $505!} 
Best of all, you can talk economy . . . and 
quality. Remember—Falcon was the first 
compact to have its dealers offer a one- 


t 


year, 12,000-mile warranty.* Falcon is 


that dependable—that reliable. 






FALCON HAS 
EVERYTHING! 


It all shows up in the sales. Falcon is 
America’s best-selling compact car by far 

. over 550,000 Americans already sold. 
America has gone Falcon because nobody 


can talk economy like Falcon owners! 


*Based on a comparison of manufacturers’ suggested retail 
delivered prices 


+Simitar comparisons of deluxe 4-door sedans with radio, 
heater and automatic transmission 


t Extended Warranty—Each part of '61 Fords, except tires, 

is dealer warranted against defects in materials or work- 
manship for 12 months or 12,000 miles, whichever comes 
first. Owners remain responsible for normal maintenance 
service and routine replacement of maintenance items, such 
as filters and ignition parts. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

sa month a higher court held 
that if a dealer sues an auto- 
mobile manufacturer for fraud, he 
can recover no damages if he fails 
to prove all ele- 

ments of fraud. 
For illustration, 
in A.B.C. Ine, v. 


ration’s statement or certificate of 
origin on all the Chrysler automo- 
biles purchased by Mutual Finance 
on behalf of Popovic. 

Later a man named Kozoil pur- 
chased one of the automobiles from 
Popovic for $3,527.08, $3,325.60 in 
cash and $201.48 by turning in a 
used Chrysler. Mutual Finance 
sued Kozoil to recover posession 









































General a ho, of the automobile because Popovic 
Corp. 275 Fed.|haq not paid the former for the 
Rep. (2d) 63, @! automobile. 


dealer in Buick 
automobiles sued 
GM for heavy 
damages on the 
grounds that the 
latter failed to 
notify or inform 
him of a secret policy to terminate 
the dealer’s distributorship when it 
became more profitable for GM to 
distribute Buick automobiles itself. 

The dealer contended that the 
manufacturer was liable for dam- 
ages allegedly arising from a fraud 
perpetrated on him when the manu- 
facturer terminated the distributor- 
dealer relationship between the 
parties. The testimony showed that 
the dealer was from 1936 to 1953 a 
distributor-dealer in Buick auto- 
mobiles, 

The higher court refused to 
hold GM liable in damages to the 
automobile dealer, explaining that 
whether an automobile manufac- 
turer had a duty to disclose any 
policy as to termination of dis- 
tributorship contracts is for de- 
cision of the jury. 

The jury held that the manufac- 
turer had no such duty and the 
higher court approved its verdict 
saying: 

‘Nine essential elements of a 
cause of action for fraud have been 
established by the Supreme Court. 

Before recovery for fraud there 
must be proved (1) a representa- 
tion of an existing fact; (2) its 
materiality; (3) its falsity; (4) the 
speaker’s knowledge of its falsity 
or his ignorance of its truth; (5) 
his intent it should be acted on 
by the person to whom it is made; 
(6) ignorance of its falsity on the 
part of the person to whom it is 
made; (7) the latter’s reliance on 
_ the truth of the representation; (8) 
his right to rely on it and, (9) his 
consequent damage.” 
* * 


* 

N HOLDING the manufacturer 

not liable to the dealer, the 
higher court said: 

“The burden is on the plaintiff 
(dealer) to prove all essential 
elements, and the absence of any 
of them is fatal to a recovery. 
“We conclude that the question 

as to whether GM had a duty to 
disclose any policy as to the renew- 
als of its yearly contracts to Ander- 
son (dealer) was a question of fact 
for the jury’s determination. 

“This was not an issue of law 
for the court to take from the 
jury, either in the court below or 
on this appeal.” 

cs * 


‘Out of Trust’ 


A FEW weeks ago a higher court 
rendered an unusually impor- 
tant decision to the effect that if 
a finance company loans money on 
automobiles to an automobile deal- 
er when knowing that such dealer 
is in default, the finance company 
automatically implies that the 
dealer can make valid sales of 
stocked automobiles for cash. 

For example, in Mutual Finance 
Co. v. Kozoil, 165 N. E. (2d) 444, 
the testimony showed facts, as fol- 
lows: An automobile dealer, named 
Popovic, acquired six automobiles 
from Chrysler Corp. 

At this time Mutual Finance 


* * * 


URING the trial, testimony was 
given that Popovic became 


Evans Sells to Partner 


CASPER, Wyo.—H. Peter Nagel 
has purchased the interest of Harry 
D. Evans, his partner for 12 years 
in the Evans-Nagel Motors, Inc. 
(Buick). Evans is a director of the 
National Automobile Dealers Assn. 
Both Evans and Nagel have served 
as president of the Wyoming Auto- 
mobile Dealers Assn. 





Leo T. Parker 


* 


paid Chrysler Corp, for the auto- 
mobiles and took a mortgage and 
a note executed by Popovic in the 
sum of something over $20,000 in 
payment for the six automobiles. 
Mutual Finance held the corpo- 












DON'T REPLACE 
WINDSHIELDS 
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financially distressed and that he 
had become “out of trust” on a 
number of sales by his failure to 
remit to Mutual Finance the pur- 
chase price received by him on 
automobiles sold for cash. 

By “out of trust” is meant the 
failure of the dealer to remit 
money paid on cash purchases to 
the financia] institution holding 
the wholesale or floor plan mort- 
gage on the automobile sold. 

This is usually made possible by 
the fact that on new cars purchased 
the manufacturer’s statement of 
origin covering the automobiles de- 
livered to the dealer so that he is 
enabled to procure a certificate of 
title under the certificate of title 
law of a state for delivery of a title 
to a purchaser when a sale is made. 

If the dealer then sells an auto- 
mobile covered by the wholesale 
mortgage and delivers the certi- 
ficate of title to the purchaser, 
the wholesale mortgagee or finance 
company is without security and 
the dealer is “out of trust.” 

* * * 


i VIEW of these facts, the high- 


AUTOMOTIVE NEWS, FEBRUARY 27, 1961 








CARS 


¢ 
Y 


“Man you've got status.” 
—_$—$—$—$—$—— LL ar 
mobile to Mutual Finance. This 
higher court said: 


“Where a lending agency (Mu- 
tual Finance Co.) has full knowl- 


er court held that Kozoil need| edge of the continued defaults of 


not give up possession of the auto- 


an automobile dealer with which 





a 
it is associated . .. the len 

agency cannot shut its cyes to 
reality and attempt to avoid re. 


sponsibility by claiming rights or 


immunity under the title law. 

“That the responsible officers of 
Mutual Finance Co. were fully ip. 
formed that Popovic was ‘out of 
trust’ for a considerable period of 
time as to a considerable number 
of sales prior to the sale of the 
Chrysler automobile to Kozoi] is 
evidenced by an examination of 
the balances due on floor-plan 
mortgages as shown by the control 
account card, 

“The plaintiff (Mutual Finance) 
was guilty of conduct showing its 
disregard of the rights of persons 
dealing ostensibly with Popovic jn 
the purchase of automobiles fyr. 
nished by Mutual Finance Co, ang 
delivered to Popovic for that pur- 
pose.” * * & 


Georgia to Increase Tax 


On Dealers’ Private Cars 


SAVANNAH, Ga,—Under a State 
Revenue Department ruling, service 
trucks and automobiles belonging 
to dealers and used for private pur. 
poses will be assessed at the reg- 
ular rate for personal property 
taxes. 

Dealers are assessed at about 
half-rate for cars held in inventory, 
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Studna’s status under the commerce 
act, the agency let it be known 
that it placed great importance on 
the outcome, which it believes will 





Danish Ford to Import 
Cars Built in Britain 


> provide a “rule of thumb” for the LONDON.—Ford Motor Co. in 

ot J xemption ree ICC’s treatment of similar dealers. yey tom Fae cee 

. . nglia, Consul and Zephyr models 

nO Ey Sete buys cars from’ | trom British-built parts, will 

0 ; Ss itch entirely to imports of fully 

h resells them to West Coast deal- | 5“! y rl ae 

a For Car W olesalers ers. To get the cars to the buyer’s yg ——- from Britain over 
° lot, he hires individuals to act aac anasinn or 

: eins as drivers—usually young men or e creation of the European 

is By William Ullman wenn Soule fer & ieee O00 Free Trade Assn. is behind this 

7 Washington Bureau Chief West. Most at te drivers a decision. The Danish tariff on 

, i“ . tad os : ‘ finished cars is 12 percent, while 

ol F AN examiner at the Interstate Commerce Commission) required to put up $25 in bond, parts for assembly enter duty- 




















gets his way, car wholesalers who employ private citizens 
to drive cars long-distance for other dealers will be perma- 
> va 
nently exempted from most not be considered as “engaged in 
ICC regulations. the transportation of property by 
The examiner, William N. Cul-| motor vehicle for compensation .. . 
pertson, told the ICC last week | in violation of Part II of the Inter- 
that in general, a| state Commerce Act.” 
dealer who en- Culbertson warned, however, that 
gages in business| “safety rules and regulations pre- 
“primarily as a| scribed by the Commission to the 
wholesale dealer/| extent that they apply to private 
in automobiles,”’| carriers should be observed” by 
and _ secondarily | such dealers. 
“in preparing au- The examiner’s recommendations 
tomobiles for| grew out of an investigation into 
shipment and ar-| the activities of Morris Studna, a 
ranging for trans-| Kansas City dealer doing business 
portation thereof} under the name Jett Motors. When 
on behalf of other | the case was assigned to Culbertson 
dealers.” should! last year for a determination of 











William Uliman 





which is returned to them at the 
buyer’s end along with gas and 
other expenses. 


Studna also holds out and adver- 
tises a service to out-of-town deal- 
ers buying cars at Midwest auctions 
but having no way to transport 
them West. For a $25 fee, he pre- 
pares the cars for shipment and 
obtains drivers in a manner similar 
to that used for his own autos. The 
owner-dealer pays the expenses. 
Studna at no time owns the car, 
but merely performs the service for 
the set fee. It was this latter opera- 
tion that prompted the ICC to in- 
quire further. 

In his report, Culbertson said that 
as far as Studna’s transportation 
of his own cars was concerned, the 
operation should be ruled outside 





free. But under EFTA rules the 
tariff on finished Anglias, Con- 
suls and Zephyrs produced by 
British Ford will be gradually re- 
duced over the next 10 years, 
while finished Fords from West 
Germany must continue to pay 
12 percent. 





ICC control on grounds that it wa 


purely a nonprofit activity per- 


formed in the furtherance of Stud 
na’s wholesaling activities. 
* * * 


No ‘Full Compensation’ 


ON THE touchier question o 
whether the dealer’s transpor 
operations for other dealers wa 


“transportation for profit,” Culbert- 
son pointed out that Studna per- 
forms these services for a mere $25, 
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AMERICAN AIRLINES OPENS JET AGE: STAGE I, 


introducing the world’s most advanced, most dependable jet- 
liner in daily transcontinental passenger service. = American’s 
fleet of Astrojets will bring you a new standard in jet perform- 
ance by the airline that’s first choice of experienced travelers. = 
The 707 Astrojet easily outperforms all other airliners. Its more 
powerful Jet-Fan engines represent the most significant advance 
in commercial aviation since the 

development of the original 
jet engine. = Powered by these 
new Jet-Fan engines, American’s 707 
Astrojet has the thrust for quicker take-off, 
using far less runway than the best of standard jets. 
You'll enjoy a wonderful sense of confidence as you experience 
the Astrojet’s exceptional rate of climb—as you relax on the 
jet that cruises smoothly, easily, within the transonic range, at 
speeds unsurpassed by any other jetliner in the world. * In keep- 
ing with a twenty-five-year tradition of leadership, American 
Airlines is proud to be first in bringing you this totally new di- 
mension in jet travel, this historic new era in air transportation. 


AMERICAN AIRLINES 


America’s Leading Airline 


*Service mark of American Airlines, Inc. 
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which certainly does not constitute 
“full compensation” for the work 
involved. 

Chances are that the ICC will 
accept his recommendations, thus 
relieving both itself and many used- 
auto wholesalers from an unneeded 
and unwanted regulatory threat. 

* *K OK 

Gas-Tax Hike Hinted 
| possibility of a higher fed- 

eral tax on gasoline loomed last 
week with the prompting of Secre- 
tary of Commerce Luther Hodges. 

He told a press conference that 
if the people want to see the In- 
terstate Highway System com- 
pleted by 1972, they will have to 
hand over more money. While he 
refused to be pinned down about 
the source, Hodges said it “could 
be” from a 4%-cent-per-gallon 
gasoline tax. 


= The tax boost, originally proposed 


S|by former President Eisenhower, 
would add a half cent to the cur- 
rent four-cent rate, or if applied 
after July 1, 1% cents. The present 
rate will drop to three cents on that 
date with the removal of the one- 
cent temporary boost now in effect. 

Highway user interests have let 
it be known that they would strong- 
ly oppose any such proposal, on the 
basis of a conviction that any addi- 
tional funds for the system should 
come out of general levy sources. 

* * * 


SBA Tips on Business 


A= you bothered by “partner- 
phobia” or its companion ail- 
ment, “businessassociate-osis?” If 
so, modern research has come up 
with a cure, or a way to prevent 
it before it starts. 

The “medicine” comes in a four- 
page package labelled “Expulsion 
or Oppression of Business Associ- 
ates: ‘Squeeze-Outs’ in Small En- 
terprises.” It’s put out by the 
Small Business Administration, 
which advises a complete reading 
before going into any business 
undertaking, with frequent scan- 
nings thereafter. 

Copies of the summary are avail- 
able at all SBA offices. For those 
who want the whole study, copies 
are on sale at the Duke University 
Press, Durham, N. C. 


CCC Splits Stock, 
Hikes Dividend 
As Profit Rises 


BALTIMORE. — Commercial 
Credit Co.’s consolidated net income 
for 1960 amounted to $28,871,346, 
compared with $27,860,866 for 1959. 

Dividends paid on the common 
stock in 1960 and 1959 amounted to 
$2.80 per share (70 cents per quar- 
ter). The directors have increased 
the dividend for the quarter ending 
in March to 80 cents per share. In 
addition, the directors have voted 
a share for share distribution, sub- 
ject to approval by the stockholders. 

The company disclosed that earn- 
ings of the company’s finance sub- 
sidiaries for 1960 amounted to $16,- 
704,890, compared with $14,670,375. 
Earnings of the company’s insur- 
ance subsidiaries for 1960 amounted 
to $9,788,774, compared with $9,763,- 
635 for 1959. Earnings of the com- 
pany’s manufacturing subsidiaries 
for 1960 were $2,377,682, compared 
with $3,426,856 for 1959. 

Receivables outstanding at Dec. 
31 amounted to $1,907,060,283, an in- 
crease of 10.8 percent over the 
previous year-end. Motor retail vol- 
ume for 1960 was down 12.7 per- 
cent as compared with 1959, but 
retail farm equipment financing, 
personal loans, factoring, business 
loans, fleet leasing and industrial 
equipment financing and leasing 
more than offset this decline with 
the result that the total volume 
of receivables acquired in 1960 
amounted to $4,287,919,187, compar- 
ed with $4,181,273,489 in 1959. 

Retail receivables outstanding on 
Dec. 31 amounted to $1,254,945,835, 
an increase of 5.7 percent over the 
previous year-end. Losses, partic- 
ularly retail automobile losses, in- 
creased in 1960 over 1959 due large- 
ly to lower prices received on the 
resale of repossessions. 
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Engineering - Production - 
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A Monthly Section Describing and Interpreting Technical Decelopments 


Engineer’s 
Showcase 


@A highly respected auto sus- 
pension engineer notes a new 
philosophy is developing in re- 
gard to United States-built 
suspensions. Because of the 
coming softer suspensions, 
many engineers are becoming 
convinced that it will be best 
to let the car’s wheels float 


relatively free of the body. Up 
until the present, it has always 
been mandatory that the 
wheels be closely controlled by 
the body. 

* 


* * 


e@Ford’s Scientific Laboratory 
will stage 16 scientific forums 
with university educators 
around the country for the ex- 
change of information between 
Ford’s scientists and the pro- 
fessors. Objective: To show the 
extent of Ford’s research ac- 
tivity, to attract additional sci- 
entists for the Science Lab and 
to help Ford in recruiting en- 
gineers. 

* *x * 

e@ The engineering vice-president 
of a company which is spend- 
ing millions to develop a gas 
turbine recently predicted that 
the “turbine will never replace 
the reciprocating engine in the 
auto industry.” 





TURNINGS ... 


Progress Report Given 


SAE on Wankel Engine 


By Joseph M. Callahan 
Engineering Editor 
N A VARIATION of the “carrying coals to Newcastle” 
theme, Dr. Walter G. Froede, of Germany’s NSU Motoren- 
werke, came to Detroit a few weeks ago to tell members of 


© 


the Society of Automotive’ 


Engineers about the progress 
being made on the Wankel rotating 
combustion engine, which he feels 
may one day re- 
place the long-es- 
tablished recipro- 
cating engine, 
Many American 
engineers came 
away visibly im- 
pressed with 
Froede and his 
engine. However, 
he indicated that 
a good deal of de- 
velopment work 
has yet to be done. 





J. M. Callahan 


“Although the engine comprises 
only a small number of major com- 


Propeller Shaft 
Often the Seat of 


Noise Problems 


AGINAW, Mich.—One of the 

most troublesome components 
on a modern car is the propeller 
shaft because of its tendency to 
produce or transmit noise or vibra- 
tion while accomplishing its job of 
linking the engine with the rear 
axle. 

Recently this problem has be- 
come more serious because the 
car company managements are 
demanding quieter and smoother 
cars and because of the greater 
use of unitized bodies which some- 
times accentuate the noise and 
vibration. 

Another factor affecting this situ- 
ation on General Motors cars is 
their quite general switchover from 
rear leaf springs to coil springs. The 
coil springs require rear trailing 

(Continued on Page 20, Col. 1) 





(Continued from Page 1) 


generally been avoided by the 
steel companies because this 
places them in competition with 
their customers, but the steel 
firms know that if they don’t take 
the job, some other companies 
will. 

That Chevrolet would return to 
a leaf spring of any kind is a 
source of surprise to many suspen- 
sion engineers in the industry. In 
recent years Chevrolet and all 
other GM divisions have swung 
over 100 percent to rear coil springs. 
Particularly perturbed about this 
single-leaf development are some 
auto makers who have decided to 
follow the GM lead and switch to 
rear coil springs on certain future 
models. 

However, the GM divisions, es- 
pecially Chevrolet, are apparently 
wearying of the cost penalty for 
rear coil springs, arising from their 
need for trailing arms and/or 
track bars. In contrast, the leaf 
springs can use the traditional 
Hotchkiss-drive, wherein the power 





© _ 


| throttle. * * * 


from the engine to the wheels and 








ponents, it permits use of a multi- 
tude of variations and combina- 
tions, which require a very careful 
and thorough research program,” 
Froede said. “The basis of experi- 
ence is far too narrow to obtain 
any optimal solution.” 

He said the few experimental en- 
gines built and tested thus far have 
shown that they can attain per- 
formance and endurance “not too 
far” from those of the highly de- 
veloped modern reciprocating en- 
gine. 

Also, he continued, “It is evi- 
dent that this rotating combus- 
tion engine is free of vibrations, 
requires a fraction (about one 
third) of overall volume, permits 
extremely light weight per horse- 
power and contains a minimum 
number of components.” 

Froede added that none of the 
engine parts requires exotic ma- 
terial or high machining precision, 
leaving no question but that pro- 
duction costs could be cut to a frac- 
tion of reciprocating engines of the 
same output. 

He strongly emphasized that 
there is no sign yet of any barrier 
that can’t be overcome, and that it 
appears to be only a problem of re- 
search effort to say when this en- 
gine will be ready for production. 

Apparently one of the larger re- 
maining problems is the single 
spark plug, which now has a life- 
time of only 50-70 hours at full 


May Require Special Plug 


“T‘OR the future,” Froede said, “it 


may be necessary to develop 
(Continued on Page 20, Col. 4) 


Engineering New Products 
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Breakthrough Car: Chesvates — 


Single-Leaf Spring Bows This Fall 





back to the body is taken through| has a slight up-and-down roller- 


the springs. 


* * * 


HEVROLET’S engineers and 


many others now are convinced | 


that the single-leaf spring can pro- 
vide the soft ride of the coil spring 
at 
multi-leaf spring’s cost. This 
spring has other advantages and 
some disadvantages that will be 
discussed below. 

What is a single-leaf spring? 
As the term implies, it is a sin- 
gle piece of rolled steel which, like 
the multi-leaf spring, has some- 
what the shape on its sides of an 
inverted pyramid. Both of these 
springs are stiffer near their cen- 
ters (where the loads or stresses 
are usually greater) and less stiff 
at their ends (where the stresses 
are less). Actually, the points of 
greatest stress on a multi-leaf 
spring are the points above where 
one of the leaves end. 

Some single-leaf springs are 
also like the multi-leaf springs in 
that they have more steel at the 
middle than at the ends. How- 
ever, the Chevrolet spring has 
the same amount of metal 
throughout its length. The extra 
stiffness is achieved at certain 
points by rolling the steel at these 
points thicker but narrower, while 
the more flexible areas are thin- 
ner but wider. 


The taper on both ends of the 
multi-leaf spring must be fairly 
regular for manufacturing reasons. 
However, the stresses do not ex- 
actly follow this taper and there 
is a good deal of wasted metal on 
the multi-leaf spring which many 
engineers consider to be the most 
antiquated throwback on the mod- 
ern car. 

In contrast, the single-leaf spring 
can be engineered and produced so 
that the thickness of the leaf con- 
forms precisely to the stresses that 
will be placed on it. In other words, 
this spring, while its thickness still 
tapers generally from the center 
or “seat” section to each end, also 


a cost that is even below the} 





coaster effect. 
* k * 


Production Problem 


| erage lies the problem—how 
to mass produce a spring with 
this socalled parabola-shaped taper. 
If this spring were to be cast in 
a die, there would be no problem, 
except that a casting wouldn’t have 
the resiliency demanded of a spring 
and would break at the first bump. 

That the single-leaf spring could 
do a better and cheaper job than 
the multi-leaf spring was recog- 
nized by some engineers 35 to 40 
years ago, but there has been no 
economical way of mass producing 
them, until recently. As a conse- 
quence, with one exception, no pro- 
duction car has ever had a longi- 
tudinal single-leaf rear spring, 
although transverse sing]e-leaf 


springs have been used. 

The exception is the recently- 
introduced Tiara model of the 
Japanese Toyopet which has can- 
tilevered single-leaf rear springs. 
Unlike the coming U. S. single- 

* * * 














leaf springs, these are supple- 
mented by coil springs. Some U, §, 
makers have considered this set- 
up. 

An important characteristic of 
the single leaf spring is that it’s 
capable of considerably more work 
per pound of steel than is the multj- 
leaf spring. Expressed another way, 
a single leaf that is one inch thick 
will do 30 percent to 40 percent 
more work than two leaves that are 
a half-inch thick each. 

This characteristic will permit 
the coming single-leaf spring to 
have a maximum thickness of about 
5, of an inch in the middle and a 
minimum thickness of '% inch at 
the ends, compared to the present 
leaf springs which have a maximum 
thickness of two inches to 2% 
inches and a minimum thickness of 
about % inch. 

* ok * 
_ of the single-leaf spring 
will be two inches to 2% inches 
—a little wider than current springs, 
Length of a single-leaf spring for 
(Continued on Page 38, Col. 4) 
* ok * 





Here's New Single-Leaf Spring— 

A single-leaf spring, foreground, is shown alongside a typical four-leaf spring which 
it will replace on one '62 car series. Principal advantages are cost and weight savings. 
This spring has variable thickness and constant width. However, the spring coming 
out this fall will have variable thickness and variable width. 


Radar Brakes Held Impractical 


soe. one of the more spectac- 
ular developments of the last 
25 years, is not likely to be used in 
auto brakes of the foreseeable fu- 
ture, regardless of 
its attractiveness 
to the nation’s 
safety experts. 

This conclusion 
is based on a re- 
cent report by 
George J. Hueb- 
ner jr., executive 
research engineer 
for Chrysler Corp., 
whose people have 
made a study of 
radar brakes. 

“The arguments in favor of radar 
braking were very convincing,” 
Huebner said. “Its proponents 
claimed everything—from abolition 
of rear-end and head-on collisions 
between automobiles to elimination 
of pedestrian fatalities by allowing 
the brakes to be applied automatic- 
ally without the interval of reaction 
time necessary to the human 
driver.” 

But, he continued, the radar 
brake had to exercise a certain 
amount of judgment which it was 
unable to do. Although the brakes 
had to operate automatically when 
approaching the rear end of an- 





G. 3, Huebner 





other car, they could not operate 
when the driver was attempting to 
pass this car, 
* * ok 

7 THE driver suddenly realized 

that he would not have room to 
pass and returned to his original 
lane, the radar brake had to resume 
its readiness to operate, but only 
to the degree necessary to match 
the speed of the two cars and to 
hold a safe distance between them. 

Furthermore, the actions of the 
drivers in the cars behind had to 





N. C. Inventor Patents 
Free-Piston Engine 

ASHEVILLE, N. C.—A free- 
piston internal combustion engine 
has been invented by an Ashe- 
villean. James J. Waldrop has just 
received a patent on the engine. 

According to the papers with 
the patent, there are only two 
major moving parts to the engine. 
It is said to be the second break- 
through in developments of this 
type of engine since its original 
invention. 

Waldrop says he is in the proc- 
ess of forming a company to 
manufacture the engine in Ashe- 
ville. 








be integrated in the judgment of 
the overall situation. 

“Situations like this are what 
makes driving difficult, but the 
trained human driver is easily 
capable of resolving this problem 
and making the correct judg- 
ment,” said Huebner. “No elec- 
tronic brain today, however, is 
capable of arriving at the correct 
judgment involved in this deci- 
sion, at least no electronic brain 
which you could carry in an auto- 
mobile. 

“Nevertheless, we at Chrysler de- 
cided to evaluate radar braking in 
order to discover its assets and 
limitations.” 

Part of this evaluation consisted 
of tests with a “human computer’— 
an engineer seated alongside the 
driver, This engineer was equipped 
with an extra brake pedal and was 
given instructions that limited his 
actions to about what could be ex- 
pected from a virtually perfected 
radar braking system. 

* * * 

HESE instructions included an 

order that, when approaching 4 
vehicle, the brakes must be applied 
at the correct point or points to 
allow safe stopping or slowing be- 
fore contact occurred. 


Thus, the human computer had 
(Continued on Page 20, Col. 5) 
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Can . 
A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Ltd., Windsor, Ontario. 


You’re a sales manager or general manager 
of a going dealership. You’ve got it made. 
Up to a point. But now you want to be 

your own boss. And you’ve been in line a 
tediously long time, waiting for a 

good sales agreement. Consider this. 


In 1960, with a market coverage of 73%, 
Dodge dealer-sales increased a healthy 
98.4%. It was done with the new Dodge 
Dart, the biggest low-price surprise to 

hit the market place since 1928. Check your 
NADA bulletins for another surprise. 

The Darts these dealers sold last year 

are now bringing in more trade-in dollars 
than either Ford or Chevrolet. 


In 1961, these same dealers have a 93% 
market coverage, boosted 20% by the new 
compact Dodge Lancer. They continue 

to have almost blanket coverage of the 
important truck market with the Dart 
Pickup and the full Dodge truck line. 


The Dodge Market-Programmed Sales 
Agreement Plan keeps a close control on 
the number of Dodge dealers. New 
Agreements are issued sparingly, so that 
each of our dealers has a higher unit 
sales and profit opportunity to work with. 
To make every Dodge Agreement a 
profitable one. 


We now have a limited number of desirable 
locations open. They are available in 

cities and towns of various sizes. And we 
are prepared to assist qualified dealer 
candidates with up to 75% of the 

capital needed to get started. 


If you feel you have what it takes to be a 
Dodge dealer, and are ready to step out of 
line and into your own business, do this. 
Write to John B. Naughton, General 

Sales Manager, Dodge Division, 

7900 Joseph Campau, Detroit 11, Michigan. 
Tell him about yourself, and where 

you'd like to locate. He’ll get in 

touch with you soon. 


adian inquiries should be addressed to 
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Technical PERSONNEL CHANGES 





Irwin A. Binder has been ap- 
pointed vice-president of main 


plant operations for the automotive 
divisions of Thompson Ramo 


Wooldridge, Inc. 


He had been manufacturing vice- 
president for the company’s Ramo- 
Wooldridge Division in Los Angeles 


and Denver. 
* * * 


Goodrich Names Bauman 


Manager of Tire Research 


Dr. Richard G. Bauman has been 
named manager of tire research 
in the products research and devel- 
opment department of B. F. Good- 
rich Co.’s Research Center, Brecks- 
ville, O. 

He was formerly a senior scien- 
tist in the new products depart- 
ment at the Research Center, He 
began his career at the BFG Re- 
search Center in 1950 as a physical 
chemist in the polymerization re- 
search department. 

* * ok 


Chief APO Engineer 
Named by Chrysler 


Appointment of Lovell Lawrence 
jr., as executive engineer of Ad- 
vanced Projects Organization, 
Chrysler Corp., Detroit, has been 
announced today 
by J. C. Smith jr., 
APO director. 

Lawrence joined 
Chrysler in 1953 
as power plant de- 
sign manager and 
was named tech- 
nical director of 
the Redstone pro- 
gram three years 
later. In 1959 he 
moved to the com- 

Lovell Lawrence pany’s Advanced 
Projects Organization. 

* * ok 
Buick Promotes Miller 


Harold H. Miller has been ap- 
pointed to the newly created post of 
general superintendent in charge of 
Buick engine plant and foundry op- 
erations. 





* * * 


Dow Appoints Parsons 


Curtis P. Parsons has been ap- 
pointed project leader in the Auto- 
motive Chemicals Laboratory of 
Dow Chemical Co. Parsons will be 
responsible for engine dynamom- 
eter operations and engine testing 


Engineering New Products 








Carburetor Float Features 
Cellular Elastomer Material 


An automotive carburetor float, molded 
from a hard cellular elastomer compound 
and said to eliminate problems of im- 
proper fuel level caused by leaky or dam- 
aged floats, has been announced by Holley 
Carburetor Co., 11955 E. Nine Mile Rd., 
Warren, Mich. 

The chemical material is said to be a 
solid, closed cell, molded compound which 
makes the float leakproof even when a 
hole is drilled through it. The float mate- 
rial, called Nitrophyl, is crushproof, chem- 
ically resistant to all fuels and additives 
and is not affected in any way by cor- 
rosion. 





Protective Tin Coating 
Offered by New Process 


A new chemical process for depositing 
a protective tin coating on metal surfaces 
has been developed by Shipley Co., Inc., 
Walnut St., Wellesley 81, Mass. 

Called Cuposit if-26, the chemical pro- 
duces a stable solution and coating is 
instantly accomplished by quick dipping, 
its maker claims. Tests have shown that 
Cuposit LT-26 can be used to eliminate 


of automotive chemicals at Dow’s 


dynamometer laboratory. 
* a * 


Lenz Elected President 
Of SAE in Buffalo 


Robert E. Lenz is the new chair- 
man of the Buffalo section, Society 
is 
chief process engineer in the Gen- 
eral Manufacturing Division, Fed- 


of Automotive Engineers. He 


ders Corp. 


Other officers are: Vice-chair- 
man, Sidney E. Leese; secretary, 


J. F. Murphy, and treasurer, Wil- 


liam Close. 
e @ @ 


Eaton Unit Names Lesko 
Engineering Manager 

The appointment of John T. 
Lesko as engineering manager of 
the Valve Division of Eaton Mfg. 
Co. has been announced. 

Prior to joining Eaton, Lesko 
was manager of manufacturing en- 
gineering at Ohio Injector Co, He 
also held supervisory engineering 
positions at Curtiss-Wright and 


Ford Motor Co. 
ok Ba + 


Vansteenkiste Joins Budd 


As Research Engineer 

Rene H. Vansteenkiste has joined 
the Automotive 
Division of Budd 
Co. as research 





engineer. 

Vansteenkiste 
formerly was with 
the advanced 
product study of- 
fice of Ford Mo- 
tor, where he was 
responsible for 
the design of 
brakes, wheels, 
tires and related components. 

* ae * 


Pressed Metal Institute 
Elects New Officers 


At the annual meeting of the 
Pressed Metal Institute, at Shaw- 
nee-on-the-Delaware, Pa., the fol- 
lowing officers were elected for the 
coming year: 

M. A. Sherwood, Grand Haven 
Stamped Products Co. Grand 
Haven, Mich., president; W. J. 
Primrose jr., Dickey-Grabler Co., 
Cleveland, and C. W. Cederberg, 
Larson Tool & Stamping Co., Attle- 





R. Vansteenkiste 


most soldering problems on printed cir- 
cuits, eyelets, connectors and plugs, com- 
ponent leads and other electronic hard- 
ware, it is said. 

: » 


Colonial Alloys Develops 


Dye for Anodized Aluminum 


Blak Black, a dye for anodized alumi- 
num, has been developed by the Technical 
Processes Division of Colonial Alloys Co., 
Phiadelphia 29, Pa. 

The company claims the product “‘at- 
tains a deep, hard, clean jet black, free 
of a smutted surface, in as little as 15 
minutes of anodozing (180 ampere min- 
utes).”” 





Pratt Mufflers Feature 
Special Alloy-Coating 


Due to the critical exhaust condensate 
corrosion problem existing in behind-the- 
axle applications, all Pratt mufflers manu- 
factured to fit these applications are now 
alloy-coated, inside and out. 

This alloy-coating of aluminum, cadmi- 
um, lead and zinc noticeably reduces the 
corrosive action of today’s high octane 
exhaust condensates, it is said. Pratt Muf- 
fler Division, 168 N. Michigan Ave., Chi- 
cago 1], Ill. 


boro, Mass., vice-presidents; W. 
Bryant Gemmill, American Stamp- 
ing Co., Cleveland, secretary-treas- 
urer, and Melvin Lorentz, HPL 
Mfg. Co., Cleveland, honorary sec- 







[== | 


and development| ; 


retary-treasurer. 
* a3 * 


Hopkins Joins U. S. Testing 






















sulting engineering firm. 
* * * 


Perfect Circle Picks Vance 


Donald R. Vance has been ap- 
pointed supervisor of Perfect Cir- 
cle Corp.’s engine testing. 

* ok * 


1955 as assistant 
car body engineer, 
was promoted to 

4 managing engi- 
Charles W. Kelley neer-quality and 
service in 1957 and to resident engi- 
Neer in 1958. For 10 months in 1958 
and 1959 he was on a special as- 
signment studying small cars for 
Chrysler. 





* * * 
Fram Corp. Promotes 


Vander Pyl, Fairchild 

Chester A. Vander Pyl has been 
appointed engineering vic e-presi- 
dent for Fram Corp., Providence, 
R. I. He has been with the firm 
since 1952. 

Fram also announced the appoint- 





e 


C. A. Vander Pyl Daniel Fairchild 


ment of Daniel Fairchild as chief 
engineer, succeeding Vander Pyl. 
Fairchild joined the company in 
1949 as a laboratory supervisor. 


Richard L. Hopkins has been 
named manager of the U. S. Test- 
ing Co.’s Development Engineering 
Department. Prior to joining U.S. 
Testing, he headed his own con- 


















































Delco Radio in checking for transis- 
tor leaks. 

In this new method, all transistors 
are immersed at high pressure in a 
container filled with helium, If a 
transistor is not hermetically sealed, 
some of the helium will leak into 


the transistor. After removal from 
the high pressure helium chamber, 
the transistors are washed with 
air and each is placed in an evacua- 
tion chamber. ‘. 

* * 


Silicone Booklet Issued 

NEW YORK.—A comprehensive 
booklet on silicones containing the 
most recent and advanced informa- 
tion on these man-made chemicals 
has been issued by the Silicones 
Division of Union Carbide Corp. as 
an aid to engineers and technical 
personnel. 

Illustrated with photographs, 


Chrysler Terms 


Army’s XM-410 
Tops in Its Field 


CUSHING, Okla.—The superior 
cross-country mobility of the 
Army’s XM-410, 244-ton cargo truck 






GM Retirees Form Club in San Diego— 








Rochester Products Adopts 


Value Engineering 


ROCHESTER, N. Y.—Establish- 
ment of a value engineering depart- 
ment at the Rochester Products 
Division of General Motors was an- 
nounced by Russell F. Sanders, di- 
rector of engineering and sales. 


Value engineering, Sanders ex- 
plained, is a planned, scientific ap- 
proach to produce more reliable 
products at less cost through fune- 
tional evaluation. The purpose of 
the department will be to coordinate 
and develop programs through 
which all current and new products 
and components wil be evaluated for 
more efficient and economical pro- 
duction. Under these programs, San- 
ders said, designs will be studied 
and revised to make the best use 
of new materials and processes and 


Plant in Adrian, Mich. 


DETROIT,— Bohn Aluminum & 
Brass Corp. announced plans to ex- 
pand facilities at its Adrian (Mich- 
igan) plant for the production of 
brass rod and shapes and aluminum 
and brass forgings. 

The Adrian facility will continue 
to produce its present line of alu- 















Ryan Joins Hadley Thirty-two members of the General Motors Executive (Retired) Club of San Diego to 
Fay T. Ryan has been appointed | attended the group's first meeting in La Jolla, Calif. To be a member, a person must a. 
general manager of Hadley Mfg.|be a retired GM dealer or executive. Those attending the meeting formerly worked 
Co., Toledo, in charge of produc-|for GM in California, Michigan, Ohio, Illinois, Arizona, New York, lowa and Missouri, Ct 
tion of air horns, compressors, |Among those at the meeting were, from left, Harry Frazee, auto editor, San Diego he 
solenoid switches and other auto-| Union-Tribune; Vern Trevylin (Buick); Walter Fuelscher (Buick); James D. Deane (General ve 
motive and marine parts. Ryan| Motors Acceptance Corp.); Ray Fox (GMAC); Ed Lowery (Buick); Ray Anderson (Chey. 80 
formerly was associated with Elec-| rolet), who organized the club; William Dean (Chevrolet); Elmer Hedberg (GMAC); pr 

tric Autolite Co. Robert Goodwillie, Cadillac comptroller; William Winslow (Pontiac); C. Stube (Pontiac); ; 
* * ¢ Frank O’Rilley (Chevrolet); Joseph Cuddihy (GMAC); Herb Wilson, auto editor, Chicago 

: Tribune; Jim Treyellyn (Oldsmobile-Buick); Ernie Chritton (Yellow Manufacturing Accept- 

Dodge Appoints Kelley ance Corp.); Ear! Severin (Pontiac); William H. Lee (Buick-Chevrolet), and Bud Counts to 
Product Engineering Chief (GMAC). Chritton was elected president of the club. sti 
Charles W. Kelley has been te 
named product engineer manager . ‘ 
for Dodge. He formerly was man- e e in 
aging engineer for E n g ineeri ng B ri efs - 
body, paint and 
trim. ca 
Kelley joined sel 
the Chrysler Corp.| KOKOMO, Ind.—Higher reliabil-| gests ways in which they can be pe 
engineering staff] ity of Delco Radio transistors has| adapted to a host of new applica- Se 
in 1952 as a proj-| heen achieved through development] tions by the design engineer or ins 
ect engineer. He| of a “helium bomb test” which has} product development manager. 
come to Dodge in| now supplanted all other methods at * * & - 





charts and graphs, the booklet goes parts will be examined for function Se 
into detail about what silicones are,| 2" eliminated or combined when- } 
describes their uses for consumer | ©V€T posttle. iy role 
and industrial products, and sug- 4 shir 
Oo uminum to Expa ber, 

Bohn Al to Expand 
end 


ee over comparable military multipur- ae anil cetementuen an of 

J & L Promotes Marriott -_ piper se plage Pg a ee architectural and product applica- bill, 
George F. Marriott has been 7 aceite take Pg y che foe tions, refrigeration tubing, alumi- a 
named superintendent of the In-| (’,;j D t Chrysl Corp, | 24™ evaporators and cold plates for e 
dianapolis plant of Jones & Laugh- ae sak taane " re P- en and freezers and other ; 
a“ ; : : " ; : ¢ 
i Stel Corp Stainieas and trp] "cing tre the Society of| minum fabricated parts : 
. : 2 ae utomotive ngineer’s midconti- me 
> ge of rolling and pickling at) nent meeting, Arthur H. Freis, spe- Mack’s Crockett a 
a ianapolis plant. cial assistant to the executive engi- ist 

: * .? neer for the company’s Defense To Manage Sales no 

Dana’s Woodcock Heads Operations Division, said the stand- " 
apg ard military %-ton and 2%-ton ve-| PLAINFIELD, N. J.— The ap- obt: 

Fort Wayne Division hicles could not follow the eight-by- | Pointment of Albert G. Crockett as per: 
R. E. Woodcock has been named| eight prototype trucks through| general sales manager for Mack ow 
manager of Dana Corp’s Fort|much of the rough flatland, over} T®ucks, Inc. was announced by law 
Wayne Division. He had been man-|the 20 and 30 percent sand dune C. A. Johnson, said 
ager of the Marion (Ind.) Division.| slopes and into the mountainous chairman. wr 
From 1941 to 1944 Woodcock|@reas where the altitude exceeded Crockett for- pro 
was employed by several Detroit] 8,000 feet. — E merly was direc- “Mc 
engineering firms as a tool and die| “Test engineers finally installed tor of sales devel- pay 
designer and engineering super- special equipment on the standard opment for Mack. tim, 
visor. After service in the armed| Army trucks, including higher-pow- Assisting Crockett wou 
forces, he joined Firestone Steel| ¢Ted engines, transmissions and in his new post autc 
Products Co. as assistant plant| 0Versized tires in an effort to create will be Walley aa 
manager. Additional work for De-| better test comparisons,” Freis said, Hallam, who wi paic 
troit engineering firms preceded| “However, with its independent move from Atlaw @ 
his joining Dana in 1953. Suspension system, torsion bar tic Division man- 5 
Ses springs and low pressure 14x18 : ager in Philadel- s 

‘ size tires, the XM-410 continued to| 4: & Crockett phia to the newly PI 

Ford Reassigns Pickles run away from the rest of the ve-| created post of manager of field |  gegj 
Donald Pickles has been ap-|hicles.” operations. a thei 
pointed manufacturing and produc-| These floatable, air droppable E. H. Dillow, former Detroit dis- mec 
tion engineering manager for Ford| XM-410 vehicles, designed and de-| trict manager, will team with Hal- Chil 
Motor Company’s Metal Stamping] veloped by Chrysler Corp. for the| lam as assistant manager of field pair 
Division. He had been manager of| Ordnance Tank Automotive Com-| operations. Crocket succeeds The | teg¢ 
the material forming and assembly| mand have been undergoing suita-|H. Jones, who has been assigned |  geh, 
department of the manufacturing] bility tests at various military sites| to the company’s Atlanta office 45] ati, 
staff since 1951. for nearly 18 months. Southern Division manager. and 
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For San Antonio Dealer... 





~ Service Club Idea Pays Off 


By C. Thomas 
Staff Correspondent 

SAN ANTONIO. — With 10,000 
service ‘ub members enrolled, how 
could any service manager have an 
absorption worry in the world? 

The ‘Mike Persia 24 Hour Club 
is the |atest innovation of George 
Schaefer who has had many suc- 
cessful years as service manager 
for top San Antonio dealerships. 

What led into this 24 Hour Club 
was the conviction of Tom Benson 
and Schaefer that shop service 
should be available to their cus- 
tomers 24 hours a day, seven days 
a week. : 

Benson, president of Mike Persia 
Chevrolet, is of the opinion that if 
he looks after the welfare and con- 
yenience of his customers he has 
solved 90 percent of his dealership’s 
problems. : s 

“Motorists with some minor serv- 
ice problem tonight are not going 
to be happy waiting until tomorrow 
to have it taken care of,” Benson 
stated. 

Schaefer added that many mo- 
torists who needed service work 
couldn't do without their car dur- 
ing the day, needing it for busi- 
ness. 

It was decided that an advertising 
campaign plugging the 24-hour 
service wouldn’t put it across, “I’ve 
seen too many try this,” said 
Schaefer, “and fold it up after los- 
ing a lot of money.” 

Forming a club and getting 
enough people interested, seeming- 

os * * 





Selling the Club— 


A service salesman at Mike Persia Chev- 
rolet, San Antonio, discusses the dealer- 
ship's service club with a prospective mem- 
ber. The drive for club members never 
ends. 





ly, was the successful way to put 
this idea over and keep it going. 

Before any one subscribes to 
something like this, they want to 
know the benefits to them, There 
must be certain privileges made 
available to them that nonmembers 
can’t enjoy. 

As one inducement, members of 
the Persia club get free wrecker 
service, day or night, anywhere in 
the county. 

“We charge off $30 a week for 
wrecker service to our club mem- 
bers,” said Schaefer. 

Every month, each member is 
mailed a folder listing the month’s 
specials for members only, The 
member, to be eligible for these spe- 
cials, must have a club decal on his 
rear window and present a mem- 
bership card. 

There must be some rules or the 
members will not value their mem- 
bership. 

The monthly mailing piece al- 
ways includes some information 
that will interest the average 
home owner, For example, the 
January piece had illustrated do- 
it-yourself instructions on house- 
hold plumbing repair. 

The cost of printing—including 
the bulk mailing—and working the 
membership list to keep it purified, 
costs about six cents a name, 

Although new memberships keep 
the subscribers near 10,000, some 
2,500 names are dropped each 
month. 

That number either move out of 
town or move without leaving a 
forwarding address. 

The night shift, consisting of 
three line mechanics—one of them 
a working foreman — one parts 
man, and one wrecker driver, 
shows the shop a net profit. 

“That’s a direct profit from cus- 
tomer labor and parts,’ Schaefer 
clarified. “During the night, they 
always take in enough work for the 
following day so that the day crew 
wastes no time in the morning 
waiting for jobs to come in and be 
assigned.” 

This also eliminates a portion of 
the early morning pressure on the 
service salesmen and eases up the 
bottleneck at the service entrance. 

It has become quite common for 
members to drive in and instruct 
a service salesman to give them the 
wanted specials. Sometimes they 
have those they want marked off. 

“These are usually jobs that 
just would be overlooked,” 
Schaefer went on. “Our specials 
are set up to keep our customers 
coming in so We have a chance 





Indiana Assn. Opposes 
New Tax Legislation 


INDIANAPOLIS. — Both houses 
of the Legislature have received 
bills calling for payment of ad val- 
orem taxes when motorists obtain 
their registrations. 

The Automobile Dealers Assn. 
of Indiana, in voicing its objec- 
tions to the legislation, said the 
Measures are designed to plug 
loopholes by which some motor- 
ists never pay personal property 
taxes on their vehicles. 

“Registration plates could not be 

obtained without the payment of 
Personal property taxes, if one or 
several of these bills should become 
law,” an association spokesman 
Said. 

“There are Many dangers in the 
Proposed legislation,” he added. 
“Most of the bills would require the 
payment of ad valorem taxes at the 
time of registration, but people who 
Would trade such cars in for new 
automobiles (on which additional 
ad valorem taxes would have to be 
Paid on a prorated monthly basis) 





Service Manual Published 


PHILADELPHIA.—A publication 
designed for those who want to do 
their own repairs or for beginning 
Mechanics has been announced by 
Chilton Co. It is Glenn’s Auto Re- 
pair, written by Harold T. Glynn, 
teacher in the Long Beach (Calif.) 
School system, and contains specifi- 
cations on all ’49-’61 American cars 
and popular imported makes. 





would get no credit for any part of 
the taxes paid on their tradein.” 

The bills also would require that 
license plates follow the vehicle and 
not the owner, such as at present, 
he said. 

“We have been given to under- 
stand by the Indiana State Tax 
and Financing Policy Commission 
that the bill it is introducing will 
provide for a prorata rebate of 
taxes paid on a tradein which 
may be applied against the pro- 
rated excise tax (instead of ad 
valorem tax) due on the new pur- 
chase,” the spokesman said. 

Other bills introduced in the Leg- 
islature call for: 

1. Compulsory motor-vehicle in- 
spection by licensed agencies rather 
than state-operated depots. 

2. Seat belts on all new cars sold 
on and after Jan. 1, 1962. 

3. Mounting of bumpers on all 
vehicles at a height of no less than 
15 inches. 

4. Doubling of all gross income- 
tax rates to bring about a nominal 
reduction in personal property tax 
assessments. 





to go over their car regularly and 
find out what else they need. 
“However, we do no work that’s 
not authorized.” 
Every month a number is drawn 
at random and the club member 


with that membership number gets ~ 


that month’s specials without 
charge. Last month’s winner is an- 
nounced in this month’s mailing 
piece. 

Each applicant fills out an index 
card giving his name and address, 
the year, make and model of the 
car he’s driving . , . and the date 
it was bought. He also gives his 
birthdate, so he can be sent a 
birthday card, 

New and used-car salesmen 
along with the service salesmen 
are always inviting nonmembers 
to join. This isn’t one of those 
deals that can be set in motion 
and forgotten. 

“But we take it in stride, along 
with the 100 job tickets we write 
daily, and keep abreast if not ahead 
of this endless absorption march,” 
Schaefer concluded. 








Mailing Piece— 
Tom Benson, seated, president of Mike 
Persia Chevrolet, San Antonio, looks over 


the current mailing piece for members 
of the dealership's service club. George 
Schaefer, service manager, helps. The mail- 
ings offer club members service at reduced 
prices. 
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Importers of Cars 
From Europe 


\'Unite in Canada 


| MONTREAL.—Representatives of 
|major European auto importers 
have formed the Automobile Im- 
porters Assn, of Canada. 

A committee has been named to 
prepare a constitution and make 
application for federal charter. The 
committee members are: 

H. G. Reinstein, general manager, 
Mercedes-Benz of Canada, Ltd.; D. 
W. Samuel, general manager, Auto 
Imports (Swedish), Ltd.; J. E. Cam- 
peau, sales Manager, European Im- 
port Division, Chrysler Corp.; R. A. 
H. Wilson, general manager, Peu- 
geot Distribution, Ltd. 

Represented at the initial meet- 
ing were Citroen, Fiat, Mercedes- 
Benz, N.S. U. Prinz, Panhard, Peu- 
geot, Renault, Simca, Skoda and 
Volvo. British makes and Volks- 
wagen were not represented. 

Several other major companies 
already have expressed their intent 
to join the association, said Wilson. 

The need for such an association 
resulted from the present trend to 
restrict auto imports, it was said. 





GM’s Dealer Council Convenes 


DETROIT.—General Motors deal- 
ers representing 45 cities in the 
United States and Canada concluded 
a three-day meeting with top GM 
executives in the winter session of 
the GM. President’s Dealer Advisory 
Council. 

Sixteen GM _ executives con- 
ferred with the dealers in an ex- 
change and development of ideas 
on how better to serve retail 
customers. Factory-dealer policies 
and other matters of mutual in- 
terest also were reviewed. 

Thirty-six dealers representing 
both large and medium-sized U. S. 
cities and 11 from Canadian cities 
participated in the meetings. For- 
merly known as the GM. Dealer 
Council, the program was instituted 
by GM in 1934 in the interest of 
more effective and equitable fac- 
tory-dealer relationships. 

GM executives at the meeting in- 
cluded: Frederic G. Donner, chair- 
man; John F. Gordon, president; 
Louis C. Goad, Cyrus R. Osborn, 
George Russell and Sherrod E. Skin- 
ner, executive vice-presidents; 
James E. Goodman, vice-president, 
Body and Assembly Group; Edwin 
H. Walker, general manager of GM 
of Canada, Ltd.; Charles A. Chayne, 
vice-president engineering. 

Elis S. Hoglund, vice-president, 
Canadian and Overseas Operations; 
James M. Roche, distribution vice- 
president; Edwin C. Klotzburger, 
Fisher Body general manager; Ken- 
neth N. Scott, general manager, 
Buick-Oldsmobile-Pontiac Division; 
Howard E. Crawford, sales section 
director; Myrle E. St. Aubin, service 
section director, and Patrick J. 
Crowley, dealer relations director. 

Members of the President’s Dealer 
Advisory Council present were: 

Large city group: Richard A. 


Bauer, Bauer Buick Co., Harvey 
(Chicago) ; 


Walter M. Boomer- 


5. Prohibition of bank and loan-|-*2 


company employes and officials 
from owning an interest in an in- 
surance agency. 

6. Repeal of the righ t-to-work 
law. 

7. Certification by police that a 
vehicle more than four years old is 
in A-1 shape before it can be traded 
for a new car. 








shine, Boomershine Pontiac, Inc., 
Atlanta; Willet H. Brown. Hill- 
crest Motor Co., Beverly Hills, 
Calif.; David C. Corbin, City Chev- 
rolet, Inc., Akron; Charles Dalg- 
leish, Charlie’s Oldsmobile-Cadil- 
lac, Inc., Detroit; Warren S. Day, 
Day Bros., Inc., Worcester, Mass.; 
Eugene C. Fiedler, Gene Fiedler 
Chevrolet Co., Seattle. 

Alfred S. Hooper, Van Ness Olds- 
mobile, San Francisco; Clarence H. 
House, Steel City Oldsmobile Co., 
Inec., Birmingham, Ala.; George H. 
Lyon, Central Cadillac Co., Cleve- 
land; Eugene B. Mohr, Mohr Chev- 
rolet Co., Dallas; William G. Nugent, 
A. E. Nugent Chevrolet, Los An- 


geles; Robert P. Regester, Regester’s Valley Field, Que.; 
Bushong Pontiac, Inc., Upper Darby | Drinkwater, 


(Philadelphia); Paul Seifert, Seifert 
Pontiac-Cadillac Inc., Denver. C. 
Donald Seymour, Don Allen Mid- 
town Chevrolet, Inc., New York; 
John E. Sheehan, Sheehan Buick, 
Ine., Miami; Chester A. Slimp jr., 
Motor Truck Sales Co., San Antonio; 
Jerome A. Smith, Jerry Smith 


Buick, Inc., Kansas City, and 
George Weber jr., Weber Chev- 
rolet Co., St. Louis. 

Medium-city group: Robert O. 


Barton, Barton Oldsmobile, Inc., 
Lockport, N. Y.; Clarence W. Coul- 
ter, Coulter Cadillac, Inc., Phoenix; 
Richard D. Daniels, Daniels Cadil- 
lac-Oldsmobile, Inc., Hartford; Wil- 
liam Alonzo Dickinson, Dickinson 
Buick Co., Fayetteville, N. C.; Van 
E. Gates, L. O. Gates Chevrolet 
Corp., South Bend; George M. Green 
jr., General Truck Sales, Inc., Nash- 
ville. 

Roy Helgeson, Roy Helgeson, 
Riverside, Calif.; George B. Israel, 
Lew Chevrolet Co., Billings, Mont. ; 
Victor E. Lygrisse, Sauder-Ly- 
grisse GMC, Inc., Wichita; George 
G. MacRobert, Service Chevrolet 
Co., Ada, Okla.; Ben Mizell, Ben 


Camper Body for Corvair Pickup— 

With maneuverability, traction and short overall length well suited to backwoods 
terrain, the Corvair 95 Rampside is also proving made-to-order for a camper body such 
as that pictured here. The side entry of the Rampside is utilized for a door leading 


to the drop-center area of the truck floor. 


With nearly six feet from floor to ceiling, 


the area is utilized for full kitchen and washroom facilities and is illuminated by the 


windshield shown. 


Mizell Pontiac, Texarkana, Tex.; 

Cliff H. Overvold sr., Overvold 

Motors, Inc., Fargo, N. D.; James 

K. Patrick jr.. W. H. Bumstead, 

Inc., Troy, N. Y.; Dale Sharp, Dale 

Sharp, Inc., Topeka; Harold J. 

Staal, Staal Buick, Inc., Grand 
Rapids, Mich.; Herman J. Theroff, 
Herman Theroff Pontiac, Ince., 
Fresno, Calif., and Bernhardt E. 
Weiler, Weiler Chevrolet, Oregon 
City, Ore. 

Members of the President’s Dealer 
Advisory Council Canadian group 
present were: 

Hubert Badanai jr.. Kam Motors, 
Ltd., Fort William, Ont.; L. G. Per- 
ron, Z. Perron Automobiles Limitee, 
William W. 
Drinkwater Motors, 
Ltd., St. Catherines, Ont.; Walter 
T. Elliott, Elliott Motors (Belleville), 
Ltd., Belleville, Ont.; Leonard C. 
Harland, Harland Automobile Lim- 
itee, Dorval, Lachine, Que. 

Harry T. Hoy, Parkway Pontiac, 
Ltd., Montreal; David H. Lawson, 
Empress Motors, Ltd., Victoria, B. 
C.; James A. Orr, Orr Automobiles, 
Ltd., Kitchener, Ont.; John W. Pink, 
Pink Buick-Vauxhall Ltd., Toronto. 

Albert E. Stedelbauer, Central 
Chevrolet Oldsmobile (London), 
Ltd., London, Ont., and Merrill E. 
Wolfe, Edmonton Motors, Ltd., Ed- 
monton, Alta. 


2 Firms Design 
Camper Bodies 


For Corvair 95 


DEROIT.—Camper bodies which 
utilize the advantage of the Corvair 
95 drop-center floor have been de- 
veloped by two manufacturers of 
camping equipment for pickup 
trucks. 

In addition to the low floor well 
which makes possible almost six 
feet from floor to ceiling for camp- 
er use, the Corvair Loadside and 
Rampside pickups have ability to 
go over backwoods terrain because 
of good traction, maneuverability 
and short overall length. 

One unit, produced by Traville 
Corp., 1014 Ford Bldg., Detroit 26, 
Mich., utilizes another feature of the 
Corvair 95 Rampside—the side en- 
try—to provide a side door opening 
into a standup area of the camper. 

Similar in interior to a house 
trailer, this unit features a kitchen, 
including sink, stove, refrigerator 
and cabinets. Washroom facilities 
and septic tank are also located in 
the recessed area with sleeping ac- 
commodations for two adults and 
two children at the rear. The adults’ 
bed also forms a davenport facing 
forward by utilizing the raised rear 
floor of the Corvair 95 pickup box. 

A second camper body by High- 
way Cruisers, Inc., 8117 E. Slauson, 
Montebello, Calif. may be used 
either on the Corvair 95 Loadside or 
Rampside since entry is from the 
rear. The floor well is utilized for 
storage and a stand-up area with 
the raised rear floor providing a 
natural cook or work area. 








AUTOMOTIVE NEWS, FEBRUARY 27, 1961 





Can Be Noisy ... 





arms which more positively link the 
rear axle with the frame. This 
makes a more stable rear end, but 
also one that transmits more noise 
and vibration, unless counter-meas- 
ures are taken. 

The counter-measure that was 
chosen to reduce this noise and vi- 
bration on a great many of the 1961 
GM cars is the rubber-cored prop 
shaft, according to Don Marquis, 
assistant chief engineer at GM’s 
Saginaw Steering Gear Division, a 
major producer for GM prop shafts. 
Chevrolet and Dana Corp. also pro- 
duce these shafts. 

* * # 
HE rubber-cored shaft, intro- 
duced on the ’'57 Cadillac 
Brougham, contains several rubber 
doughnuts which act as isolation 
units for elimination of the noise 
and vibration. 

These rubber units are stiff 
enough to carry much of the torque 
load along with the steel shaft and 
the universal joints. Dana Corp. 
originally developed these _ shafts 
but they were first made for pro- 
duction cars by Saginaw. 

Whenever the car divisions ac- 
quire a noise or vibration in their 
cars that can’t be explained, they 
frequently toss the problem into 
the laps of their suppliers by 
claiming it is a prop shaft prob- 
lem. 

In their quest to improve their 
cars constantly (and as a conse- 
quence of developing a new car 
every year), the GM car divisions 
maintain what is known as a “hit 
parade” which is a list of the prin- 
cipal “bugs” in their cars. 

* * * 


Near Emergency 
LTHOUGH the Hit Parade is 
jocularly titled, it is no joking 
matter and when a supplier has a 
component that is No. One, Two or 
Three on the Hit Parade, the engi- 
neers at that supplier have to go 
almost on an emergency basis until 
the bug is eliminated. 
Marquis said that when his de- 
partment encounters one of these 


Propeller Shaft a Problem 


(Continued from Page 16) 











situations, as they do about once a 
year or so, they immediately over- 
inflate the tires on one of the 
offending cars. If the noise level 
of the vibration doesn’t change, it’s 
generally safe to assume that the 
noise is in the drive line. 

However, if the noise level rises, 
chances are that the tires are to 
blame. Sometimes, a generator will 
produce a noise that seems to ema- 
nate from the drive line, also. 

Commenting further, he said, “The 
prop shaft is a large, revolving 
element and it’s potentially a con- 
tinual source of noise and vibration. 
It can be affected by any number 
of things, including the motor 
mounts, the rigidity of the trans- 
mission and many other things that 
throw the drive line off center. Of 
course, the biggest source of noise is 
the contact between the pinion and 
ring gear in the rear end.” 

* * * 
MONG the various noises coming 
from the prop shaft are those 

described by the engineers as 


* * * 





Shaft Balancer— 


Donald P. Marquis, background, assistant 
chief engineer of Saginaw Steering Gear 
Division, watches an operator balance a 
Cadillac propeller shaft on a machine 
built by Saginaw Steering and General 
Motors Tech Center engineers. 








“boom,” “hum,” 
“clunk” and “clink.” 

The Saginaw Steering engineers 
work along with the GM. car divi- 
sion engineers in the development of 
prop shafts. They cooperated with 
Buick engineers in their 1961 four- 
joint propeller shaft and with the 
Pontiac engineers in the program 
for the flexible shaft for the Tem- 
pest. 

Rubber-cored prop shafts are used 
on all ’61 GM cars except the Chev- 
rolet, Corvair, Tempest and Buick. 
Chevrolet, Buick, Oldsmobile 85 and 
Cadillac are using two-piece shafts 
this year, while the other GM cars 
employ the one-piece shaft. Of 
course, the rear-engine Corvair has 
none. 

While the general trend in the 
auto industry is to greater inter- 
changeability of parts, there is a 
reverse trend at GM, probably to 
the distaste of top management. 

ca * * 


Many Changes 
A FEW years ago, every car had 
one propeller shaft with a uni- 

versal joint on each end. Now, only 
Pontiac and Oldsmobile have such 
an arrangement, while Chevrolet 
and Cadillac have a_ two-piece, 
three-joint shaft, and Buick, Special 
and F-85 have a two-piece, four- 
joint shaft. Then there’s the revo- 
lutionary Tempest flexible shaft. 

Saginaw engineers feel that the 
modified constant-velocity univer- 
sal joints used on the Buick, Spe- 
cial and F-85 is a significant step 
forward in prop shaft develop- 
ment. Some industry engineers 
say that even further reductions 
in the tunnel hump are possible. 

Marquis said that this constant- 
velocity joint is really a double 
Carden joint because the velocity 
of the joint is only constant at 
certain slight angles. 

* ES * 


F COURSE, the mainstay of 
Saginaw Steering Gear’s busi- 





Radios Checked on Line 


DETROIT. — Push-button radios 
installed in Plymouth and Valiants 
have their own testing equipment 
along the assembly line. The radio 
check point is used to insure high 
standard radio performance. 


SELL DATSUN 





and you 


SELL AMERICAN ! 





DATSUN HALF-TON PICKUP TRUCK 


Profit maker! Retails far 
below dealer wholesale 
cost of any domestic- 
built truck of same cap- 
acity and equipment. 


only $1545 p.o.e. 


Even the Datsun nuts and bolts are unmistakably American type— 
in fact, there’s an American look to all the Datsun specifications. 
That’s a red hot tip-off to you that it’s good business to get a 
Datsun dealership, because you can “‘sell American”’ confidently 
and successfully when you sell the Datsun line—at hundreds of 
dollars less than domestic and imported ‘‘compacts.’’ Your Datsun 
customers get a full measure of American roominess, riding comfort, 


operating conveniences, structural safety 


American power, pick-up 





and performance—with a special Datsun “‘ plus” in gas-saving of up 
to 38 m.p.g. And remember this—the financially-strong Nissan 
Motor Company, Ltd. is here in the United States to stay —backed 
with a world-wide warranty of satisfaction. 


i 
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New East Coast Factory Headquarters 


New West Coast Factory Headquarters 


For further details, write Dealer Franchise Dep't. of any of the following: WEST: Nissan Motor Cor- 

poration U.S.A., 137 E. Alondra Bivd., Los Angeles, Cal. CENTRAL & EAST: Nissan Motor Corporation 

U.S.A., 221-35 Frelinghuysen Ave., Newark, N.J. MID-SOUTH: Southern Datsun Dist. Co., 

1501 Clay St., Houston, Tex. HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3 
NISSAN MOTOR COMPANY, LTD. + TOKYO, JAPAN + SINCE 1926 





Datsun Bluebird Sedan (above) 
$1616 p.o.e. 


Half-ton Datsun Pickup Truck 
$1545 p.o.e. 


Datsun 4-Door Station Wagon 
$1916 p.o.e. 


FairLady Sports Convertible 


“Fun for a Foursome" $1996 p.o.e. 


GOOD DEALER LOCATIONS OPEN! 
Wire or write for the profit-paying proposi- 
tion. Datsun dealer areas are fully pro- 
tected. Four major parts depots through- 
out the U.S. 


“eroax,’ “roar,” 








ness is still steering gears. This 
division, GM’s oldest supplier divi- 
sion, is considered the world’s lead- 
ing manufacturer of steering gears. 

Research at this division produced 

a Greased-for-Life linkage which 
was introduced last fall on GM 
cars. 

Saginaw Steering owns and 
operates an amazing amount of 
equipment for testing the dura- 
bility and reliability of steering 
gears, propeller shafts and other 
components, It’s felt that one lost 
lawsuit would pay for a lot of 
testing and huge, wealthy Gen- 
eral Motors is considered a “sit- 
ting duck” for damage suits. 
Research is also conducted on 

new front and rear suspensions, 

independent rear suspension, trans- 

axles and central hydraulics. 
—JosePpH M. CALLAHAN 





Froede Honored— 


Dr. Walter Froede, left, NSU's chief 
research engineer, accepts a Society of 
Automotive Engineers author's scroll from 
Peter Altman, vice-president of Continental 
Motors. 


Turnings eeee». By Joe Callahan 





(Continued from Page 16) 


special spark plugs which are ex- 
tremely cold, or to change over to 
a different ignition system, such as 
condensor-discharge or low-voltage 
ignition.” 

A distinct possibility is that die- 
sel combustion would be superior 
for the Wankel plant. However, 
this would mean increasing the 
compression ratios considerably 
above the 8:1 or 10:1 ratios that 
have been used thus far to get 
self-ignition. 

He emphasized that, contrary to 
the opinion of many engineers, get- 
ting a good seal between the rotor 
and the engine housing has been 
pretty well solved, 

Pointing out that sealing is ac- 
complished by a rubbing contact be- 
tween the housing on a movable 
sealing element on each rotor’s 
point, he said that wear on this ele- 
ment was only 12/1,000 after 400 
hours. He admitted that this is a 
little more than a piston ring would 
wear, but noted that the sealing 
element expands so that the gap in 
a Wankel engine doesn’t increase. 

* * ok 


Engine in 7 Test Vehicles 


ig! RESPONSE to questions, 
Froede made the following 
points: 

1. NSU has now equipped seven 
test vehicles with the Wankel en- 
gine, compiling about 100,000 test 
miles. 

2. Contrary to a widely held be- 
lief, the efficiency of this engine 
does not vary with its size, Ex- 
pressed in another way, an en- 
gine that is twice as large will 
deliver twice the horsepower. 
However, he said that production 
cars, Whenever they’re made, 
would probably have two rather 
small units, with three-inch rotors 
and 11-inch housings. 

3. The revolutions per minute 
could range from 1,000 to 10,000 al- 
though about 5,000 have been most- 
ly used so far. 

4. Two cooling systems are re- 
quired. The rotor is cooled by cir- 
culating oil which must be routed 
through an oil cooler, The housing 
has used a water-cooling system 
thus far, although air-cooling might 
be feasible. 

5. The efficiency obtainable from 
the fuel is about the same as that 
delivered by a reciprocating engine 
—25 to 30 percent. 

6. Gas mileage of 50 miles to the 
gallon has been obtained in an NSU 
car at 20 miles an hour. This is 
about the same as this car would 
get from its regular engine, 

7. Lubrication of the engine has 
been achieved by using fuel which 
contains 2 percent oil, although this 
has recently been cut down, 

ok cd * 


Low-Octane Fuel Used 


Bee: Very low octane fuel—as 
low as 30—has been successfully 
used. However, some knocking has 
been experienced because of hot ex- 
haust. 

9. Very satisfactory acceleration 
has been obtained. 

10. Most of the breakdowns that 
NSU has had with this engine 
has involved the housing. 

11. An outstanding feature of the 
engine is its easy repairability. 
Even large Wankel engines have 
been taken apart and reassembled 
in 40 minutes. 

12. The sealing problem is pretty 





well solved, although there is stij] 
room for improvement, 

Again comparing the Wankel en- 
gine’s sealing element with the con- 
ventional piston ring, he said that 
almost every critic points out that 
the Wankel engine has only one 
sealing line of contact, while the 
conventional engine has several pis- 
ton rings. Therefore, the Wankel 
engine never will have the same 
tightness in the combustion cham- 


ber. 
* * & 


Piston Ring Needs Gap 


” OWEVER,” Froede then ag- 

serted, “it must be considered 
that each piston ring requires a 
gap, which is necessary because of 
the different temperature expansion 
of piston and cylinder. The sealing 
system of the rotating combustion 
engine has no gap, except the re- 
quired clearance within the fit of 
all components.” 

Summing up, he said that one of 
the biggest problems has been to 
overcome the prejudice against all 
types of rotating combustion en- 
gines that so many engineers have. 

“But,” he said, “we're going to 
continue our job of getting this en- 
gine completely ‘debugged.’ ” 


Radar Bakes 
Held Unlikely 


Deficiencies Cited 
By Chrysler Aide 


(Continued from Page 16) 


to figure out the closing speed of 
the two vehicles and apply the cor- 
rect deceleration, taking into con- 
sideration the comfort of the pas- 
sengers, the condition of the 
pavement, the weather and innum- 
erable other things that must be 
considered in the simple action of 
braking. 

To test the worth of this radar 
brake, Huebner went for a drive 
with the human computer. On ap- 
proaching the first obstacle, 
Huebner forgot about the radar 
brake and automatically applied 
his brakes, rolling to a safe stop. 

At the next two or three inter- 
sections he remembered about his 
radar brake and began to enjoy 
having the car stop without any 
effort on his part, gradually visual- 
izing what a wonderful device the 
radar brake could be. 

“Inevitably,” Huebner continued, 
“I came to an intersection where 
the traffic light was against me, but 
where there were no cars in the 
intersection, and the delay this 
caused in reacting to the red light 
was sufficient to require a one ‘ 
stop. 

* * * 

# F TER I had recovered from 

this fright and become ac- 
customed to radar brakes again, I 
found myself in another predica- 
ment, While approaching an intef- 
section where the radar brake slow- 
ed the car for a red light, the cat 
ahead of me suddenly made a left 
turn—the radar brake went off — 
and again I found myself in a crash 
stop trying to recover the lost stop- 
ping distance.” 

He said that, in effect, a com 
pletely developed unit was tested. 








Your selling story 
hits him where 
he lives 


Just as you read Automotive News with a 
more intense and moving interest than other 
publications, so does this big farm customer 
read his Home State Farm Paper. 

This is his occupational “trade paper.” More 
than that, it’s like a visit by a friendly neighbor... 
bringing him local news of people and events he knows... 
significant stories of the latest in crops and livestock 
produced under his special conditions. 

From his Home State Farm Paper, this big farm 
customer makes his key planning and buying decisions. No 
other farm publication can match this “right where he lives” 
kind of motivation! 

Our INDIANA FARMER, OHIO FARMER, MICHIGAN FARMER, 
PENNSYLVANIA FARMER, KANSAS FARMER, and MissourRI RURALIST 
are Top-Third Farm Markets. KENTUCKY FARMER and TENNESSEE 
FarMEr serve the rich Top-of-the-South market. All are printed 
in high-quality color gravure and offset. 


What a customer he is! 


THIS BIG 8-STATE CUSTOMER OWNS AND USES: 


Automobiles 1,046,577 
Trucks 700,604 
Field tractors 1,273,384 
Gallons fuel (est.) 1,728,170,400 
Expenditures for petroleum products 342,865,903 


Total spendable farm income in these 8 states. . $11,177,093,000 


There’s a whole NEW LOOK in 
Farm Paper Advertising —write 


You have new advertising opportunities in the Home State Farm Papers 
never before available in this field. ROP full color at surprisingly low 
cost — no expensive plates needed. Full bleed, no charge. Different copy 
in each state, no premium. Combination rate savings — earned on 4 
papers up to 8 (as much as $1,382.40 on a b&w page). STRAIGHT-LINE 
ADVERTISING services to help localize; focus and sharpen your selling. 
Send for brochure. 


Home State ! 
Farm Paper Unit ae =) 


1010 ROCKWELL AVENUE, ca 
CLEVELAND 14, OHIO “rant 


fanmet 
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ved HOMEMAKER 


TOP-THIRD FARM STATES...TOP-OF-THE SOUTH STATES 
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April 


"59 + °60 
March 


"59 60 
Feb. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* 
WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday. Prices are for sale of Feb. 
16. Retail spotty—some dealers say used- 
car sales good—some say ‘‘poor.’’ Most say 
new-car sales in all lines are slow. Sold 
104 cars from 158 consignments. 
BUICK—’59 Invicta 4-dr. 

655* (ps); LeSabre conv., $1,435* 
(ps); 4-dr. hardtop, $1,410* (ps). 

’57 Special 4-dr. Riviera, $660* (ps); 
2-dr. Riviera, $660* (ps); conv., $625* 
(ps); Super 2-dr., $640* (ps); Century 
conv., $600* (ps). 

’56 Century 2-dr, Riviera, $435*, 

’55 Century 2-dr. Riviera, $390*; Special 
4-dr., $340* 


* a 


hardtop, $1,- 
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ee lesa 
’56 (62) Coupe de Ville, $8 (ps), 
e ’54 (62) 2-dr. hardtop, $595* (ps), 
s CHEVROLET—’60 Impala (8) +-dr., gy. 
verage rrice O se ars 5O a uction 910". 
’59 Impala (8) conv., $1,340° (ps); Im. 
; ;, pala (6) 2-dr., $1,150; Bel Air (¢ ‘ 
(Compiled by Automotive News from Auction Reports.) Or. $1,200° (pa), $1,160, 000 gs 
Air (6) 4-dr., $1,150*, $1,050; Qeqp 
$1,050, $835*. 7 
’58 Bel Air (8) sport seda $1,080*, 
Biscayne (8) 4-dr., $820; Yeoman (} 
4-dr., $710. PA 
’57 Bel Air (8) 4-dr., $911 $750* PI 
$725*; Bel Air (6) 4-dr., $680; Two. ‘ 
ten (8) station wagon 4-dcr., $919 
(ps); Two-ten (6) 2-dr., 75, $725: 
4-dr., $775; One-fifty (6) ition wag. ‘ 
on 2-dr., $690. i 
’56 Two-ten (6) 4-dr., S700"; 2-dp, 
$340; station wagon 2-dr., $555*; Two. ; 
ten (8) 4-dr., $560*; station wagon 4. 
dr., $390; Nomad (6) 4-dr., $675": By § Pe 
Air (8) sport sedan, S590*; 4dr 
$400*; station wagon 4-dr., $380* (pg)' 
’55 Two-ten (6) 4-dr., $38 Bel Air 
(8) 4-dr., $300. 
’54 Bel Air 4-dr., $220*. 
DeSOTO—’'58 Firesweep 4-dr., $820* (pg), 
’55 Fireflite 4-dr., $325* (ps) 
’37 2-dr., $140. 
EDSEL—’58 Corsair 4-dr. hardtop, $539 RI 
(ps). 1 
FORD—’60 Falcon (6) 4-dr., $1,389: 
Fairlane (6) 4-dr., $1,300. 2 
’59 Country Sedan (8) 4-dr., $1,300*, st 
$985; Custom (6) 2-dr., $900*; Cus. Ml 
tom (8) 4-dr., $810*; Custom 300 (8) 

’ ’ ’ , , ’ ’ ’ ’ , 59° "59° 4-dr., $800; Fairlane (8) 2-dr., $820°, 

a i “hes ~, “a "her. ‘,” "58 Custom (8) 4-dr., $775; Custom 309 
7 7 (8) 2-dr., $750*; 4-dr., $600*; Fair. 

lane 500 (8) 4-dr., $550* (ps). 
Prices of '61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. '57 Fairlane 500 (8) 4-dr., $740*; 4-qr, ! 
Figures alongside bars represent dollars. @ 1961, by Automotive News Victoria, $685* (ps); Country Sedan Th 
(8) 4-dr., $680*, $630* (ps), $610* So 
(ps), $500*; Ranch Wagon (6) 2-dr, 

’55 Bel Air (8) 4-dr., $500* (ps); 2-dr., $540*, $480*; Custom (6) 2-dr., $375* 759 American (6) station wagon 2-dr., $570, $530; Ranch Wagon (8), $550*: BI 
$500* (ps); Two-ten (6) 2-dr., $485, $285. $1,080, $990, $860; Deluxe (6) 4-dr., Fairlane (8) 2-dr., $470* (ps); Custom ' 
$345*; One-fifty (6) 2-dr., $265. ’55 Custom (8) 2-dr., $330. $870. ; ; 300 (8) 4-dr., $410*; Custom (6) 2-dr,, 

ny ro , os f ’58 Ambassador (8) 4-dr., $875*. $320. 
DOSGE—"SS Corenst (5) &-dr., SATU. ee oe eee ones, ee Nee °56 Super 4-dr., $405; Cross Country 4- ’56 Country Sedan (8) 4-dr., $570; Cus. 
FORD—’60 Galaxie (8) 2-dr. Victoria, $1,- | MERCURY—’58 Monterey 2-dr. hardtop, dr., $390 tom (6) 4-dr., $410; Custom (8) 2. 
680*; starliner, $1,605*; Country Se- $840* (ps); 4-dr., $725*; 2-dr., $685*. 55 Super 4-dr., $275* dr., $400*, $320; Fairlane (8) 2-dr 
dan (8) 4-dr., $1,655*; Ranch Wagon ’56 Monterey 4-dr., $480*, $450* (ps). MISCELLANEOUS—’57 F 1 Wet ick $200*. s 
(6) 2-dr., $1,255, ’55 Monterey 4-dr., $280*. - .. ord 2-ton PiCK-| 455 Fairlane (8) conv., $375*, 

’59 Galaxie (8) 2-dr, Victoria, $1,215* | OLDSMOBILE — ’60 (88) 4-dr. Holiday, 55 ‘Chevrolet %-ton, $445; carryall, ’53 Custom (8) 4-dr., $180. 

(ps), $1,190*; Galaxie (6) 2-dr, Vic- $2,055* (ps). $235; Dodge %-ton $275 " MERCURY—’58 Monterey conv., $1,025* 
toria, $1,195*; Fairlane <8) 2-dr., $1,- 758 (98) 2-dr. Holiday, $1,370* (ps); : ; c F (ps); Custom 2-dr., $590 
020*; Custom (8) 2-dr., $920, $895. (88) 2-dr. Holiday, $1,240* (ps). ALBANY ’57 Monterey 2-dr. hardtop, £525*; 2-dr., 

'58 Thunderbird (8) 2-dr. hardtop, $1,-| /57 (98) 2-dr. Holiday, $800* (ps). 3470". ‘ , 
600* (ps); Country Sedan (8) 4-dr., 56 (88) 4-dr. Holiday, $595*; 4-dr., Tim Anspach, Inc., Dealers Auto Auc- 5,08 Monterey 4-dr., $185 aN , 
$800; Ranch Wagon (8) 2-dr., $740, $485* (ps); (98) 4-dr., $460° (ps). tion. Sale every Monday. Prices are for 55 Monterey 2-dr., $350* (ps); 4-dr,, 
$700; Fairlane (8) 2-dr. Victoria, $700* | PLYMOUTH—’61 Savoy (8) 4-dr., $2,200*.| sale of Feb. 13. Car prices showed some $260 ; Cer acore hardtop, $280. 

(ps); 2-dr., $640*. ’57 Savoy (6) 4-dr., $405*; Savoy (8)| gain with heavier trading on all grades OLDSMOBILE —’59 (88) 4-dr. Holiday, ’ 

’57 Country Sedan (8) 4-dr., $740* (ps), 4-dr., $405*, $380*; Plaza (8) 2-dr.,| except on unannounced fix-overs and older eth : Wits site g 
$655*; Fairlane 500 (8) 2-dr Victoria, $275*. rough units. Sold 131 cars from 164 con- 58 (88) 4-dr., $1,070* (ps); 2-dr, Holi- OA 
$620*: Fairlane (8) 4-dr., $580* (ps); | PONTIAC—’60 Catalina 4-dr. Vista, $1,- | signments. nla, $1,030" (ps). ie : 
2-dr., $420; Custom (8) 2-dr., $540*, 905* (ps). BUICK—'56 Super 4-dr. Riviera, $520*| '57 (88) Fiesta 4-dr., $975* (ps); (98) 
$445*; 4-dr., $475*; Custom (6) 2-dr., ’58 Chieftain 4-dr., $800*, (ps); Century 4-dr. Riviera, $330*, ve arar., $650 (ps). ‘3 : 
$440, $370* '56 Chieftain 4-dr., $590*; 4-dr. Catalina,} '55 Special 4-dr., $150*, '56 (88) 2-dr., $550; (98) 2-dr., $490°. , 

56 Fairlane (8) 4-dr., $555*, $485* $520*. CADILLAC—’60 (62) 4-dr., $3,620* (ps),| 755 (88) 4-dr. Holiday, $425*; 2-dr. Holi- 

(ps), $460*; conv., $500* (ps), $490*; | RAMBLER—’60 Rebel (8) station wagon $3,550* (ps); 2-dr., $3,540* (ps). day, $335°*. 
2-dr., $420*; Country Sedan (8) 4-dr., 4-dr., $1,680; 4-dr., $1,440*, ’57 (62) conv., $1,400* (ps), (Continued on Page 23, Col. 1) 


CADILLAC—’56 (62) 4-dr. hardtop, $1,- 
000* (ps); 4-dr., $515* (ps); Eldorado 
conv., $925*, $795*. 


"55 (60) Special 4-dr., $750* (ps). 
CHEVROLET—’59 Impala (8) 4-dr., $1,- 
350; Bel Air (8) 4-dr., $1,130* (ps), 


$1,125*; Brookwood (6) 4-dr., $1,125*. 

"58 Impala (8) conv., $1,000*; Bel Air 
(8) 4-dr, hardtop, $940* (ps); Bis- 
cayne (6) 4-dr., $850*; Delray (8) 4- 
dr., $600*, 

'57 Two-ten (6) 4-dr, hardtop, $700*; 
Delray, $575* (ps); One-fifty (6) 2-dr., 
$350. 

’56 Bel Air (8) 4-dr. hardtop, $670*; 4- 
dr., $505* (ps). 


OHRYSLER—’56 NY 4-dr., $345* (ps). 

’52 Windsor 4-dr., $150. 

FORD—’60 Fairlane 500 (8) conv., §$1,- 
735* (ps). 

’59 Fairlane 500 (8) 4-dr., $1,035*, $1,- 
025*; 2-dr. Victoria, $590*; Custom 
300 (8) 4-dr., $760*; Custom 300 (6) 
2-dr., $625. 

’58 Fairlane (8) 2-dr. Victoria, $875* 
(ps), $710*; Custom 300 (8) 2-dr., 
$640; Ranch Wagon (8) 2-dr., $400*. 

’57 Fairlane 500 (8) 4-dr. Victoria, 
$690* (ps); Country Sedan (8) 4-dr., 
$575*; Custom 300 (6) 2-dr., $510*, 
$445*; Custom 300 (6) 2-dr., $410*; 
Ranch Wagon (8) 2-dr., $415*. 

"56 Country Sedan (8) 4-dr., $400*, 
$365* (ps); Custom (6) 2-dr., $285. 

55 Fairlane (8) 2-dr. Victoria, $365*, 
$180*. 

LINCOLN — ’57 Premiere 2-dr., $1,150* 
(ps). 
’56 Premiere conv., $360* (ps). 
MERCURY—’57 Montclair 4-dr. hardtop, 
$670* (ps). 

"56 Custom 4-dr. hardtop, $350*; Mon- 
terey 2-dr., $300. 

"55 Monterey 4-dr., $295* (ps). 

OLDSMOBILE — ’56 (88) 4-dr. Holiday, 
$475* (ps); 4-dr., $255*; 2-dr., $260* 
(ps). 

55 (88) 4-dr., $250*; 4-dr. Holiday, 
$230* (ps). ° 

’54 (88) 2-dr. Holiday, $345* (ps), 

PLYMOUTH — '59 Belvedere (8) 4-dr., 
$780* (ps); 2-dr., $710*. 

’58 Savoy (6) 4-dr., $535*. 

’57 Belvedere (8) conv., $595* (ps); 
Savoy (8) 2-dr., $420*. 

’56 Suburban (8) 4-dr., $310*. 

PONTIAC—’55 Chieftain 2-dr. Catalina, 


$325". 
’54 Chieftain 4-dr., $165*. 
STU DEBAKER—’53 Champion 2-dr., $175. 
MISCELLANEOUS—’58 Chevrolet (8) %- 
ton pickup, $650, $440, $400, 
’57 Chevrolet, $275. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of Feb. 16. Prices 
going higher due to shortages of sharp 
used cars in dealer’s hands. Sold 167 cars 
from 281 consignments. 
BUICK—’59 Electra 4-dr., 

’58 Special 4-dr. Riviera, 
Super 4-dr., $995*, 

"57 RM 4-dr., $895* (ps); Super 4-dr. 
Riviera, $820* (ps); Special 2-dr. Rivi- 
era, $660*, $605*. 

CADILLAC—’'59 de 
(ps). 

"58 (62) 4-dr., $1,810* (ps). 

"55 (62) 4-dr., $860* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 

$1,905*, $1,900* (ps); Biscayne (6) 2- 
dr., $1,340*; Biscayne (8) 2-dr., §$1,- 
300*. 

’59 Brookwood (8) 4-dr., $1,095*, 

’58 Bel Air (8) 4-dr., $975*; Biscayne 
(8) 4-dr., $975*; 2-dr., $890*; Bis- 
cayne (6) 4-dr., $825, $800*. 

’57 Bel Air (8) 4-dr., $830*; 
(8) sport sedan, $765*; 4-dr., 
$700* (ps); sport coupe, $740*. 

’°56 Two-ten (8) 2-dr., $595*, $550*; 4- 
dr., $550*, $505*; sport coupe, $525* 
(ps); Two-ten (6) 2-dr., $455; Bel Air 
(8) sport sedan, $590*; 2-dr., $535; 
One-fifty (6) 4-dr., $570. 


$1,680*. 


$1,050* (ps); 


Ville 2-dr., $3,910* 


Two-ten 
$750*, 












ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our /I4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





MICHIGAN 


Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


N-A-D-E 
Tea) a 
OVER 


YN te 


EVERY WEEK LANES 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N. J. Turnpike » AXminster 8-3400 








Overstocked? Inventory Unbalanced? 


Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 














LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
play (minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 
Dept., Automotive News, Detroit 7, Michigan. 


NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insur By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 








NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
0 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 












OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. ) 








PENNSYLVANIA 








THESE 2 Free Boox.ets 


CAN MAKE 


$$ FOR YOU 


“A QUICK TRIP THROUGH | 
THE WORLD'S BIGGEST | ‘ 
AUTO AUCTION” shows how ~~ ! 
you can make money by attending the larg: 
est 3-lane auction in the world. 
“MARKET REPORT” makes $$$$ for you 
by listing the current prices being paid for 
each of the 700 cars handled by the Man- 
heim Auto Auction on an average sales day: 
For a limited time only—copies of these 
booklets can be yours absolutely FREE! "§ 
Simply send your name, address, and 
dealer registration number to Manheim 
Auto Auction. P. S. Please tell us whether 
you handle new or used cars. 


MANHEIM AUTO 
AUCTION, INC. 


On Route 72, Manheim, Pa., Mohawk 5-240! 5 





t as | IME 
LIN 
- 
North-East-South-West 

Automotive News’ ui 
“Leading Used-Car Auction Direc- - 
tory" gives the sale day and time 5 

of top Auto Auctions EVERY 
WEEK. 5s 
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pACKAR?!? ’56 Clipper 4-dr., $260*. 
pLYMOt TH—’59 Suburban (8) Custom 4- 
dr., £1,060*. 


57 Belvedere (8) 4-dr., $750* (ps); 2-dr. 
hardtop, $650*; 4-dr. hardtop, $550* 
(ps); Savoy (8) 4-dr., $330*. 

156 Plaza (6) 2-dr., $275. 

155 Belvedere (8) 4-dr., $380*; Savoy (8) 
4-dr., $235*. 

154 Belvedere (8) 2-dr., $200. 

PONTIAC -’59 Bonneville 2-dr., $1,600* 
(ps); Star Chief 4-dr. Vista, $1,560* 
(ps); Catalina 2-dr., $1,266*. 

58 Chieftain 2-dr. Catalina, $825*. 

57 Chieftain 4-dr., $770* (ps); Safari 
4-dr., $670*; Star Chief 4-dr., $600*. 

56 Chieftain station wagon 4-dr., $600* 
(ps); 4-dr., $190*; Star Chief 4-dr. 
Catalina, $514* (ps). 

RAMBLER—’60 American (6) 2-dr., $1,- 





050. 

*59 Super (6) 4-dr., $1,100. 

58 Deluxe (6) 4-dr., $610. 

*57 Super (6) Cross Country 4-dr., $700. 
DEBAKER—’60 Lark (6) 4-dr., $800*. 

MISCELLANEOUS—’58 International %- 

ton pickup, $950. 

"55 Ford 1%-ton, $560. 


GREATER CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 16. 
gold 382 cars from 586 consignments. 
BUICK—’60 LeSabre 2-dr. hardtop, $2,- 

170* (ps). 

59 Electra 225 4-dr., $1,785* (ps); Elec- 
tra conv., $1,680* (ps); 4-dr. hardtop, 
$1,645* (ps); Invicta 4-dr. hardtop, 
$1,620* (ps); LeSabre 2-dr. hardtop, 
$1,490* (ps), $1,390* (ps); 4-dr. hard- 
top, $1,425* (ps), $1,410* (ps). 

58 Super 2-dr. Riviera, $1,230* (ps), 
$1,160* (ps); 4-dr. Riviera, $1,135* 
(ps), $1,090* (ps); Century 4-dr. Rivi- 
era, $1,185* (ps); Special 4-dr. Rivi- 
era, $915; 2-dr. Riviera, $900*; 2-dr., 
$756. 

57 RM 4-dr. Riviera, $860* (ps), $700* 
(ps), $670* (ps); Super 4-dr. Riviera, 
$750* (ps), $700* (ps); Century 4-dr. 
Riviera, $650*, $550* (ps). 

"56 Super 2-dr. Riviera, $535* 
conv., $410* (ps). 

CADILLAC—’61 (62) conv., $5,150* (ps). 

"60 de Ville 4-dr. hardtop, $3,925* (ps); 
(62) 2-dr. hardtop, $3,825* (ps); 4- 
dr., $3,795* (ps). 

"59 (62) conv., $3,210* (ps), $3,000* 
(ps); 2-dr. hardtop, $2,900* (ps); 4- 
dr., $2,790* (ps); de Ville 4-dr. hard- 
top, $2,975* (ps), $2,955* (ps), $2,934* 


(ps). 

58 (62) Sedan de Ville, $1,980* (ps). 

"57 (62) 4-dr., $1,240* (ps). 

’56 Eldorado conv., $1,175* 
Coupe de Ville, $700* (ps). 

CHEVROLET—’61 Bel Air (8) 4-dr., $2,- 
525* (ps). 

"60 Corvette (8) conv., $2,645* (ps); 
Impala (8) sport coupe, $2,225* (ps), 
$2,150, 2 at $2,100* (ps), $2,025*, $1,- 
945* (ps), $1,880*; conv., $2,085*; 
sport sedan, $2,025* (ps), $2,025*, 
$1,810* (ps); Brookwood (6) 4-dr., 
$1,615*; Bel Air (8) 4-dr., $1,610; Bis- 
cayne (6) 2-dr., $1,560*, $1,560*, $1,- 
380, $1,100; Corvair (6) 4-dr., $1,290, 
$1,190*. 

‘59 Impala (8) conv., $1,490, $1,450* 
(ps); sport sedan, $1,360* (ps); sport 
coupe, $1,345* (ps), $1,310*; 4-dr., 
$1,265*; Brookwood (8) 4-dr., $1,485* 
(ps), $1,340*; Parkwood (8) 4-dr., 
$1,295*; Bel Air (8) sport sedan, $1,- 
290*, $1,250*, $1,230* (ps); 4-dr., $1,- 
100* (ps); Bel Air (6) 4-dr., $1,240*, 
$1,100; 2-dr., $1,190*; Kingswood (6) 
4-dr., $1,265; Biscayne (6) 2-dr., $1,- 
100, $930*, $895*. 

58 Bel Air (8) sport sedan, 
$990*; Brookwood (8) 4-dr., 
Brookwood (6) 4-dr., $845; 
(6) 2-dr., $890; Delray (8) 
$745*; Delray (6) 2-dr., $655*; 
cayne (8) 2-dr., $705*. 

57 Bel Air (8) station wagon, $895*; 
sport sedan, $875*; 4-dr., $860*, $775* 
(ps); sport coupe, $745*; Bel Air (6) 
conv., $750*; Two-ten (8) station wag- 
on, $750, $660*; 4-dr., $650*. 

"56 Bel Air (8) sport coupe, $600*; 4- 
dr., $525; Two-ten (8) sport coupe, 
$530; 4-dr., $425*. 

CHRYSLER—’57 Saratoga 2-dr. 
$795* (ps). 
COMET—’61 Comet 4-dr., $1,885*. 


(ps) ; 


(ps); (62) 


$1,075*, 
$910*; 
Yeoman 
2-dr., 
Bis- 


hardtop, 


DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 
425* (ps). 

DODGE—’61 Polara (8) 2-dr. hardtop, $1,- 
975* (ps). 


*60 Dart (8) Pioneer station wagon, $1,- 
610* (ps); Seneca 4-dr., $1,345. 

"57 Royal (8) 4-dr. hardtop, $645* (ps); 
Coronet (8) 2-dr. hardtop, $640*, 

EDSEL—’58 Citation 4-dr. hardtop, $705*. 
FORD—’61 Fairlane (6) 2-dr., $1,630. 

*60 Thunderbird (8) 2-dr. hardtop, $2,- 
780* (ps); Galaxie (8) starliner, $1,- 
595* (ps); Fairlane (8) 4-dr., $1,425; 
2-dr., $1,355*; Falcon (6) 2-dr., $1,- 
350*; 4-dr., $1,300. 

’*59 Thunderbird (8) 2-dr. hardtop, $2,- 
300* (ps); Galaxie (8) skyliner, $1,- 
510* (ps); 2-dr. Victoria, $1,250* (ps), 
$1,250*, $1,230*; Fairlane 500 (8) 4- 
dr., $1,155* (ps); Custom 300 (8) 4- 
dr., $1,030*, $945*, $880*; Custom 300 
(6) 2-dr., $955*; Ranch Wagon (6) 
2-dr., $750*. 

58 Thunderbird (8) 2-dr. hardtop, $1,- 


815* (ps); Fairlane 500 (8) 2-dr., 
$700* (ps); 2-dr. Victoria, 2 at $700* 
a: Fairlane 500 (6) 2-dr. Victoria, 
90 
*S7 Fairlane 500 (8) 4-dr. Victoria, $745* 
(ps), $665*; skyliner, $690*; 2-dr. Vic- 
toria, $580*, $530*; 2-dr., $425*; Cus- 
tom 300 (8) 4-dr., $585*; Custom 300 
(6) 4-dr., $375*; Country Sedan (8) 
4-dr., $525*; Custom (8) 2-dr., $360. 
56 Fairlane (8) 2-dr. Victoria, $260*. 
IMPERIAL — ’57 Imperial 2-dr. hardtop, 


$1,185* (ps), $1,010* (ps). 
LINCOLN—’58 Continental Mark III conv., 
$1,625* (ps). 

"57 Premiere 2-dr. hardtop, $1,125* (ps); 
conv., $1,065* (ps), $625* (ps); 4-dr. 
hardtop, $500* (ps). 

’56 Premiere 2-dr. hardtop, $910* 

pERCURY—'60 Commuter 4-:r., 
Ps). 

*59 Montclair 4-dr., $1,450*; Monterey 4- 
= $1,355*, $1,200*, $935*; 2-dr., $1,- 
D85*, 

*58 Monterey 4-dr. hardtop, $850* (ps); 
2-dr. hardtop, $740*. 


(ps). 
$2,035 


’57 Montclair 4-dr., $400*. 


’56 Montclair 4-dr. hardtoo, $500* (ps), 
$495* (ps). 
OLDSMOBILE —’60 (98) 4-dr. Holiday, 


$2,635* (ps); (88) conv., $2,460* (ps); 
4-dr. Holiday, $2,245* (ps); 4-dr., $2,- 
050* (ps). 

*59 (88) 4-dr. Holiday, $1,755* (ps), $1,- 
640* (ps); 2-dr. Scenic, $1,735* (ps); 
4-dr., $1,540* (ps); (88) Super conv., 
$1,650* (ps). 

*58 (88) Super Fiesta 4-dr., $1,330* (ps); 
4-dr., $1,285* (ps); 2-dr. Holiday, 2 at 
$1,095* (ps); (98) 4-dr. Holiday, $1,- 
190* (ps); (88) 2-dr. Holiday, $1,- 
115* (ps); 4-dr., $1,050* (ps), $1,- 
040* (ps), $920* (ps). 

Oanee. Fiesta, $705* (ps); 4-dr., $675*, 

> 

"56 (88) Super 4-dr. Holiday, $645*; (88) 
4-dr. Holiday, $610* (ps); 4-dr., $545*, 
$485*; 2-dr. Holiday, $460* (ps); (98) 
4-dr., $550* (ps). 

PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 
400°. 

"59 Fury (8) 4-dr., $1,115* (ps); 4-dr., 
$1,100* (ps); 2-dr. hardtop, $1,065* 
(ps), $1,050*; Savoy (6) 4-dr., $820. 

°58 Belvedere (8) conv., $880*; 4-dr. 
hardtop, $760*; Belvedere (6) 2-dr. 
hardtop, $535*, $385*; Suburban (8) 
4-dr., $750* (ps). 

"57 Belvedere (6) 4-dr. hardtop, 
Savoy (8) 4-dr., $470*, $435; 
4-dr., $350. 

PONTIAC — ’60 Catalina Safari, 


$525*; 
Savoy 


$1,665* 





(ps); 4-dr. Vista, $1,520* (ps); sport 
coupe, $1,405*; 4-dr., $1,370* (ps), 
$1,200*; Star Chief 4-dr., $1,540* (ps). 

’58 Bonneville conv., $1,250* (ps); Chief- 
tain 2-dr., $665*. 

’57 Star Chief 2-dr. Catalina, $650*; 
Chieftain 4-dr., $625*; 2-dr. Catalina, 
$610*; 4-dr., $580*. 

’56 Star Chief 4-dr. Catalina, $325*, 

RAMBLER—’60 Ambassador (8) station 
wagon, $1,825* (ps). 

’59 Ambassador (8) Cross Country, $1,- 
380* (ps); Custom (8) Cross Country, 
$1,275*; Super (8) Cross Country, $1,- 


200*; American (6) station wagon, 
$685. 
’58 Super (6) Cross Country, $850; 4- 
dr., $725*; Custom (6) 4-dr., $775*. 
’56 Super Cross Country, $400* (ps). 
STUDEBAKER—’59 Lark (8) 4-dr., $1,- 
030*, $725. 
°56 Golden Hawk (8) 2-dr. hardtop, 
$550* (ps). 
MISCELLANEOUS—’56 Chevrolet %-ton 
pickup, $525. 
NEWINGTON, CONN. 
Newington Auto Auction. Sale every 


Thursday. Prices are for sale of Feb. 16. 
Plenty of action. Big demand for decent, 
clean automobiles, Sold 51 cars from 71 


consignments. 
BUICK—’57 Special 2-dr. Riviera, $680* 
(ps). 
°56 Super 4-dr., $470. 
’55 Super 2-dr. Riviera, $150* (ps). 
CADILLAC—’57 (62) 2-dr., $1,350* (ps). 


’56 (62) Coupe de Ville, $890* 

’54 (62) 4-dr., $365* (ps). 

’53 (62) conv., $160* (ps). 

CHEVROLET—’60 Impala (6) sport coupe, 
$1,910* (ps). 

"59 Parkwood (6) 4-dr., $1,300* 
$1,150* (ps); Bel Air (6) 2-dr., 
100*; 4-dr., $1,125*, $1,100*. 

’58 Bel Air (8) sport sedan, $905* 


(ps). 


(ps), 
$1,- 


(ps). 











Model Breakdown 
Of Auction Averages 
Feb., Jan., Dec., | 
Model 1961 1961 1960 | 
en $2,533 $2,812 $2,815 | 
re 1,932 1,935 1,961 
 vecvercines 1,370 1,340 1,423 | 
ne 920 785 983 
ME sisicaneeens 632 655 676 
a 439 429 464 | 
ee 320 324 349 
BE divesidtves 219 209 242 
Overall OO 
Average $1,046 $1,075 $1,114 
’57 Bel Air (8) conv., $850* (ps). 
’56 Bel Air (8) 4-dr., $480*. 
’55 Bel Air (8) sport coupe, $235* (ps). 
FORD—’59 Galaxie (8) 4-dr. Victoria, 


$1,150* (ps). 

’58 Ranch Wagon (8) 2-dr., $795*; Cus- 
tom 300 (8) 2-dr., $615*. 

’57 Fairlane 500 (8) 2-dr. 
$530*. 

’56 Custom (8) 4-dr., $360; Fairlane (8) 
conv., $420*. 

"55 Country Sedan (8) 4-dr., $335*. 

"54 Custom (6) 4-dr., $195; Crest 
2-dr. Victoria, $190, $110*. 

LINCOLN—’56 Capri 2-dr. hardtop, $610* 

(ps). 

’55 Capri 4-dr., $225* (ps). 


Victoria, 


(8) 





MEROURY —’58 Monterey 4-dr., 
(ps). 
’57 Monterey 2-dr. hardtop, $550. 
’56 Monterey conv., $500. 
OLDSMOBILE—’57 (88) 4-dr., $500. 
56 (98) 4-dr. Holiday, $375* (ps). 
"55 (88) Super 2-dr. Holiday, $290*. 


$750* 
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’54 (88) 4-dr., $150* (ps). 


PACKARD — ’'55 Clipper 2-dr, hardtop, 
$250* (ps). 
PLYMOUTH—’58 Savoy (6) 2-dr., $600* 
’57 Plaza (8) 4-dr., $350; Belvedere (8) 
2-dr. hardtop, $500* (ps), 
56 Savoy (8) 4-dr., $225*. 
PONTIAC—’56 Star Chief conv., $430* 
(ps). 
"55 Star Chief 4-dr., $290* (ps); 2-dr. 


Catalina, $300* (ps). 
RAMBLER—’56 Custom (6) 4-dr. hardtop, 


$420 
54 Custom (6) station wagon 2-dr., 
$110*. 
MISCELLANEOUS — '51 Chevrolet %-ton 
pickup, $100. 
DETROIT 
Aptco Auto Auction. Sale every Wed- 


nesday. Prices are for sale of Feb. 15. 
BUICK—’59 Electra 4-dr. hardtop, $1,590* 
(ps). 

’57 Special 4-dr. Riviera, $670*, $510*; 
2-dr., $555*; Century 2-dr. Riviera, 
$450* (ps); RM 4-dr. Riviera, $610* 
(ps); 2-dr. Riviera, $600* (ps). 

*56 Special 4-dr., $375*; 4-dr. Riviera, 
$370* (ps). 

’53 Special 2-dr, Riviera, $300*. 
CADILLAC—’60 (62) conv... $3,810* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 

050* (ps), $1,975* (ps); sport sedan, 
$1,975* (ps), $1,950* (ps); Bel Air 
(8) 4-dr., $1,555; Biscayne (6) 4-dr., 
$1,505; Biscayne (8) 2-dr., $1,500; 
Corvair (6) 700 4-dr., 2 at $1,340*, 
$1,290*, $1,275. 

*59 Impala (8) sport coupe, $1,555* 
(ps); Bel Air (8) 4-dr., $1,275*; 
Brookwood (6) 4-dr., $1,100*; Bis- 
cayne (6) 4-dr., $825, $795. 

’58 Bel Air (8) 4-dr., $865*; Biscayne 
(6) 2-dr., $805*, 

57 Bel Air (8) station wagon 4-dr., 


(Continued on Page 28, Col. 1) 














Some tires don’t need to be nylon—yours do! 


Yow’re looking at a place where any kind of tire is good enough. But on the highway— 
where safety is the prime consideration—only the best will do. And nylon cord tires de- 
liver the maximum in durability, safety and blow-out protection. Why? Because nylon’s 
superior resistance to major causes of tire damage—flex breaks, heat, moisture — 
means tires better conditioned to withstand the grueling effects of repeated road impacts. 
For safer, longer-wearing tires the answer is Allied Chemical’s Golden Caprolan® nylon. 





Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y, 


GOLDEN 


caprolan 


NYLON FOR THE 60's 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 227 OF A SERIES 


NATIONS 


TOP FARMERS 


HONORED 


Second annual Ford Farm Efficiency Awards 
go to thirteen outstanding farmers 


Again, demonstrating their traditional interest in the American Farm, Ford 
Motor Company recently honored thirteen farmers at the second annual 
Farm Efficiency Awards program held in Dearborn, Michigan. These men— 
representative of all sections of the country—received the 1961 Ford Farm 


Efficiency Awards. 


The award winners were selected by a panel of agricultural authorities, and 
their successful farming accomplishments were published in the Ford Almanac. 
State college and farm management specialists aided in establishing the goals 
on cost, income, production per man and production per acre for the awards— 
goals which are “‘within reach of the man who uses all the scientific tools 


of modern farming, plus good management.”’ 


Ford Motor Company pays tribute to the American farmer in the belief that 
a sound, healthy agriculture is the basis for a sound national economy .. . 
and that efficient production of food and fiber by the American farm family 
can be a major factor in helping other nations win the battle against hunger 


and want. 


The annual Ford Farm Efficiency Awards are one more example of our con- 
tinuing effort to serve the national interest, and in so doing to contribute to 
the individual stature of each of our dealers in his own community. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 

Ford e Faicon e Thunderbird e Comet e Mercury « Lincoln Continental e 
English Ford Line e Ford Trucks e Industrial Engines e 

Farm and Industrial Tractors and Equipment e 

Aeronutronic— Products for the Space Age e Ford Motor Credit Company e¢ 
The American Road Insurance Company e 


Sird 








The American Road, Dearborn, Michigan 


Aerial view of Albert Gehlbach farm, 
Lincoln, Illinois, shows typical, effi- 
cient layout of modern farm today. 


MOTOR COMPANY 





1961 Ford Farm Efficiency Awards 


RAYMOND ANCHORODOGUY MARION E. DILLON ALBERT E. GEHLBACH HENRY C. PRANGE 
Red Bluff, California Keota, Iowa Lincoln, Illinois Plymouth, Wisconsin 
(Sheep) (Soybeans) (Hogs) (Forage) 
CARL BOYD BRUCE EAKER JIM HARROLD J. HERBERT ROADRUCK 
Pullman, Washington Woodsdale, N. C. Montreal, Missouri Brookston, Indiana 
(Wheat) (Broilers) (Eggs) (Corn) 
ALVIN CROXTON C.-L, EZELL B. L. HINDENACH FRANK SPARKS 
Pleasureville, Kentucky El Paso, Texas Easton, Pennsylvania Plevna, Montana 
(Tobacco) (Cotton) (Dairy) (Beef) 

JOSEPH L. TREPANIER 

Iron Mountain, Michigan 

(Potatoes) 
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Finer Than Dinah? .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Chevrolet and its advertising 
agency, Campbell-Ewald Co., De- 
troit, have admitted they are nego- 
tiating for sponsorship of the “Bo- 
nanza” television show. 

The show would replace the 
Dinah Shore show, which Chev- 
rolet is cancelling June 25 after 
a 10-year honeymoon with the 
singer that made Chevrolet a 
household word. Surveys have in- 
dicated that Miss Shore’s pro- 
gram had the greatest sponsor 
identification of all programs on 
television in the last 10 years. 

The severance of the longest as- 
sociation of its kind in television 
history had been hinted at in in- 
dustry sources for the last few 
months, but the official announce- 
ment from Chevrolet still jolted 
many people in and out of the 
medium, 

Trade sources insisted the break- 
up came because of the tremendous 
cost of the show in comparison 
with its ratings. 

Chevrolet said only that “we feel 
that our ’62 model year marketing 
plans, as well as opportunities to 
attract new and large audiences, 
make it desirable to introduce a 
different type of television pro- 
graming in place of the variety 
format. 

“Our plans had included con- 
tinued sponsorship of a number 
of Dinah Shore shows, but Miss 
Shore did not want to limit her 
appearances and preferred to 
withdraw from her association 
with us and probably will seek 
other sponsorship.” 

Asked what was in the planning 
stage for next season, Thomas B. 
Adams, president of Campbell- 
Ewald, said “we probably will be 
back with ‘My Three Sons’ and 
‘Route 66,’ but there’s nothing defi- 
nite in regards to a replacement for 
Dinah.” 

Both C-E and Chevrolet, how- 
ever, admit “Bonanza” is being 
considered for sponsorship next 
season. 

* + * 


More Data on Television 


Plans for the most comprehen- 
sive marketing reference on- 
American commercial television 
ever published have been an- 
nounced by Triangle Publications, 
Inc. 

Merrill Panitt, editorial director 
of Television Factbook, said the 
1961 spring-summer issue of the 
publication will have more than 
1,000 pages of information and in- 
clude complete data from the 
American Research Bureau’s 1960 
station coverage report of all 
U. 8. commercial outlets. It will 
be the first time a reference pub- 
lication has incorporated the ARB 
study results with basic data on 
individual stations, their cover- 
age, facilities, personnel and his- 
tory. 

The Factbook will also publish 
for the first time exact scale re- 
productions of all station contour 
maps as filed with FCC. 

co 


* *” 


Autolite Ad Campaign 


Electric Autolite Co. has an- 
nounced that its 1961 automotive 
advertising features a national tele- 
vision series, heavy schedules in 
fleet and trade magazines, and size- 
able expenditures in selected gen- 
eral interest and consumer automo- 
tive periodicals. 

The company will co-sponsor “The 
Racer,” a regular weekly half-hour 
TV adventure series with a racing 
theme and performance mesage, be- 
ginning in the fall. 

Its spark plugs will be promoted 
through single- page, black - and - 
white consumer ads in True, Sports 
Illustrated, Sports Car Illustrated, 
Hot Rod, Motor Life, Motor Trend, 
Popular Science, Popular Mechan- 


ics, Farm Journal, Progressive |} 


Farmer and Successful Farming. 
Fleet and trade publications on 
the plug schedule include Commer- 
cial Car Journal, Fleet Owner, Na- 
tional Petroleum News, Service Sta- 
tion Management, Super Service 
Station, Auto Retailer, Tire and 
TBA Review, Jobber Topics, Motor, 
Motor Age, Motor Service, Southern 


Automotive Journal, Gasoline Re- 
tailer &é Implement and Tractor. 


Battery advertising is planned in 
Commercial Car Journal, Fleet 
Owner, Transport Topics, Imple- 
ment & Tractor, Farm Journal, Pro- 
gressive Farmer, Successful Farm- 
ing, and a wide variety of other 
automotive trade publications. 


Service parts advertising stresses 
Autolite’s simplified parts program 
in approximately the same fleet and 
trade magazines as for plugs. 


AvuTomoTiveE News, SAE Journal 
and Automotive Industries are on 
the electrical products group sched- 
ule. 


Wire and cable insertions are 
planned for Commercial Car Jour- 
nal, Jobber Topics, Motor Age, and 


Gasoline Retailer. 
* of * 


New GM Agency in France 


Publicis, France’s largest adver- 
tising agency, has emerged as the 
principal General Motors promo- 
tional representative in France. 

The agency will handle adver- 
tising for Frigidaire refrigerators, 
AC Delco spark plugs and acces- 
sories, GM Diesel engines and 
Allison converters. 

The business, estimated at $600,- 
000, moved to Publicis from PEMA, 
which still is the agency for other 
GM products. It is expected the 
account will grow to $1,000,000, mak- 
ing it one of the largest accounts 


in French advertising. 
of * ca 


Redbook Ups Circulation 


Redbook magazine will increase 
its average net paid circulation to 
3,450,000, effective with the July, 
1961, issue. This is an increase of 
100,000 over the current rate base. 

Basic one or two issue rates for 
four-color pages will be raised from 
$16,565 to $17,600. The black and 
white rate is increased from $12,375 
to $13,300. 

K * * 
Playboy Linage Up 19.8% 

A 19.8 percent gain in advertising 
linage over the same issue of last 
year has been scored by the March 
Playboy. The current Playboy car- 
ries 28.47 pages of advertising, com- 
pared with 23.77 pages in March, 
1960, officials said. 

Net billings are up 46.2 percent, 
from $122,816 in March 1960, to $179,- 
568 in March, 1961. The linage in 
the March Playboy, 11,958 lines, 
compares with 9,983 in March, 1960. 

* * * 


Thompson Account to FSR 


Thompson Ramo Wooldridge, Inc., 
has named Fuller & Smith & Ross 
Inc., as agency for most of its cor- 
porate, subsidiary and division mar- 
keting and advertising. 

FSR will be responsible for ad- 
vertising billings of over one million 
dollars annually on behalf of such 
company operating units as the 
electronics group, the automotive 
group, the Tapco group and the 


corporation. 
* a 


Personnel Changes 


H. George Harris, associated with 
the group since 1954, to advertising 
and sales promotion consultant to 
Tyrex, Inc., a non-profit association 
of five major makers of Tyrex rayon 


New Home for Jerry Green— 





cord for tires... Three changes at 
TV Guide: Herbert Zucker from 
manager of the Florida editions to 
merchandising manager with the 
national advertisement department 
at Radnor, Pa.; Lawrence Esmonde 
from Indianapolis to Florida edi- 
tions manager, and George Bajurin, 
from Cincinnati advertising staff to 
manager of the Indianapolis edition. 

Joseph P. King from account 
executive at Smith-Greenland Co., 
New York advertising agency, to 
new post of advertising manager at 
Lee Filter Corp., Edison (N. J.) 
manufacturer of oil, air and gaso- 
line engine filters. 

John L. Mayer from manager of 
Closed-Circuit Television and Video- 
Tape operations to vice-president of 
Giantview Division of General Tele- 
vision Network ... Harold W. John- 
son from account supervisor of 
syndicated markets for Ziv-United 
Artists to general sales manager of 
General Television Network. 

Robert S. Hoffman from Chicago 
sales staff to Chicago advertising 
manager of TV Guide, succeeding 
John Higgins, who is transferring 
to the magazine’s New York adver- 
tising sales staff . . . Thomas L. 
Robinson, former owner and pub- 
lisher of the Charlotte (N. C.) News 
to general manager of the New York 
Herald Tribune, succeeding Richard 
C. Steele, who will resign April 1 to 
become publisher of the Worcester 
(Mass.) Telegram and Gazette. 





H. W. Johnson 


J. L. Mayer 


Mercedes-Benz Dealers Meet— 


Sales officials and zone sales personnel of Mercedes-Benz Sales, Inc., met in Chicago 
with M-B dealers of the South Bend sales zone. Standing in rear, from left, are L. W, 
Wheeler, South Bend zone manager; J. Bruce McWilliams, sales vice-president, Mer. 
cedes-Benz Sales, Inc.; Heinz Waizenegger, sales manager, and A. C. Smith, distri¢ 









sales manager. McWilliams discussed plans for a stepped-up nationwide sales cam. 


paign and advertising and promotion plans for the year. 


* * * 





* * * 


Price Cut Helps Renault .. . 


Import-Car 


ENAULT dealers in the New 

York area have reported a 
surge in sales since the price was 
reduced. The snow has helped, too, 
they say, because of Renault’s abil- 
ity to “climb over stuff that some 
of our bigger cars just can’t nego- 
tiate.” 

However, one critic has cau- 
tioned: “They can do a fine sales 
job on the Renault in the next three 
months, but if they don’t do some- 
thing about their servicing in the 
same period, the whole thing will 
be for nothing. That’s their biggest 
problem, and it needs to be solved 
immediately if they’re going to sur- 
vive.” 

Dealer attitude toward the car 


Erie Police Step Up Use 
Of Compacts; Others Balk 


= in Burlington, Vt., and 
Titusville, Pa., want no part of 
compact cars, but those in Erie, 
Pa., will increase use of them under 
the city’s program of giving the 
economy vehicles a “fair trial.” 

In announcing that four more 
compacts will be ordered, Gus 
Halupczynski, Erie purchasing 


Motor Wheel Adds 


Four Divisions 


LANSING. — Motor Wheel Corp. 
has announced the creation of four 
new divisions within its Larch St. 
plant. 

Executive Vice-President R. J. 
Wilcox said the changes will pro- 
vide a more efficient arrangement 
of manufacturing facilities and give 
customers better service in the 
automotive parts field. 


Appointed division general man- 
agers were: John H. Golata, pas- 
senger-car hub and drum manufac- 
turing; John D. Kaiser, truck hub 
and drum manufacturing; Milton H. 
Grams, passenger-car wheel manu- 
facturing, and Herbert H. 
McKeague, agricultural and indus- 
trial and special products. 





Jerry Green's Union Chevrolet has moved into this million-dollar facility in Kansas 
City. Each service stall is accessible through individual overhead doors, and the roof 
parking will accommodate 175 cars. The firm has been owned by the same family 
since 1928. Its president now is 29-year-old Jerry Green. 





agent, said “complaints here 
have been at a minimum, and I 
think police will agree they are 
satisfactory once they get used 
to them.” 

Six compacts were purchased for 
police use late last year. Previously 
the city had limited the use of the 
smaller cars to the safety depart- 
ment. 

ok * ok 
Bee Naron police vetoed the 
compacts because their passen- 
gers usually aren’t so compact. 

“A cruiser driver works a full 
day in the car, and we often are 
called up to take sick and injured 
persons to the hospital in our cruis- 
ers,” said Police Chief Donald P. 
Russell. 

‘It is difficult enough to get a 
sick or injured person into a stand- 
ard-sized auto. It would be much 
more difficult to get him into a 
smaller car.” 

ot * * 
hd ITS arguments against the 
compacts, the Titusville police 
department emphasized that the 
smaller vehicles are not equipped 
to pursue fugitives fleeing in heav- 
ier cars. 

Baltimore is another city sold on 
the compact for general use. 

City officials said they are satis- 
fied with the performance of the 
55 small cars purchased for the 
first time a year ago, and an- 
nounced they are in the market 
for 49 more, 

Within the next half dozen years, 
they predicted, the city’s entire 
fleet, with only a few exceptions, 
will be made up of compacts. There 
are about 400 cars in the city’s 
fleet, with about 70 replaced each 
year. 

The city also is planning to buy 
three standard four-door sedans 
and one large official car, 10 stand- 
ard station wagons and one four- 
wheel drive vehicle equipped with 
a snow plow. 

In Jackson, Miss., the city order- 
ed 16 autos and three panel trucks 
for police from Dumas Milner Chev- 
rolet Co. An auto for the engi- 
neering department was purchased 
from Lloyd Ford Co. 

—JoHN E. WALSH 





News Notes 


and the franchise reportedly has 

shown a marked improvement with 

the increase in sales. 
ok * * 


Daimler-Benz 


7. HITZINGER has been 
appointed chairman of the 
board of executive directors of 
Daimler-Benz AG, 
Stuttgart, Ger- 
many. 

Hitzinger is 53. 
For the last nine 
years, he has heen 
chairman of Ver- 
einigte Osterrei- 
chische Eisen-und 
StahIlwerke 
(VOEST), a large 
k steel plant in 

Ss Linz, Austria. Un- 

Walter Hitzinger der his direction, 
VOEST steel production has in- 
creased from 20,000 to 1.8 million 
tons per year. 
* 





* * 


BMC 
SHIPMENT of 250 British 
Motor Corp. cars, largest cargo 

of imported cars on one barge in 
the history of the Port of St. Louis, 
has been received by Continental 
Cars, Ltd. 

In a move to cut shipping costs 
and permit a lower selling price, a 
spokesman for the company said, 
the Morris, Austin and MG autos 
were purchased in New Orleans 
and placed aboard a Mississippi 
River barge. . 

* of 


Volvo 


OLVO has released details of its 
overseas delivery plan for new 
ears. Here is how it works: 

1. The order is placed with the 
buyer’s local dealer. The model de- 
livered in Europe is the same as 
those exported to the United States. 


2. Delivery is made free at 
Gothenburg, Stockholm, Laus- 
anne, Vienna, Antwerp, Brussels, 
Copenhagen, London, Paris, Oslo, 
Helsinki, Amsterdam, Rotterdam, 
The Hague, Bremen, Bremer- 
haven, Munich, Frankfurt or 
Hamburg. 

3. The car is fully serviced and 
registered on delivery. 

4, If the buyer wishes, the car will 
be shipped back to the U. S., or the 
buyer may make his own arrange- 
ments. 

Volvo said that the price of the 
car is about $300 less when it is 
delivered overseas. 

* * * 


Rover 


OVER CO., LTD., Solihull, Eng- 

land, has developed two com- 
pact gas turbine engines for small 
aircraft. 

The TP60 and TP90 are byprod- 
ucts of Rover’s two industrial gas 
turbine engines, developing 60 and 
90 cruising brake horsepower. 

The new turbo-prop aircraft en- 
gines are said to afford vibration- 
free operation, little maintenance 
and easy accessibility for service. 
They can be installed as conversion 
power units for light aircraft with- 
out any major airframe modifica- 
tions. 

Fuel for the engines can be either 
kerosene or diesel fuel offering in- 
creased safety together with eco- 
nomic operation, it is said. 














Motorola was dedicated to the 
advancement of car radio back when 
trunks were dapper dans 


poachers from tuning in while you were away. 


Remember? The car with a trunk was all fit 

out in its best bib and tucker. A real dude. 
Nifty too, the Motorola Car Radio. So new it 

Came with lock and key to keep parking lot 


MOTOROLA AUTOMOTIVE PRODUCTS INC., A SUBSIDIARY OF MOTOROLA INC., 9401 W. GRAND AVE., FRANKLIN PARK, ILLINOIS 


Today we’re still coming up with the new 
and different. That’s the only way to create 


better radios for cars to come. 


OMOTOROLA 
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Used-Car Auction Prices 





(Continued from Page 23) 


$825* (ps); 4-dr., $800*; Two-ten 
(6) station wagon 4-dr., $690; 2-dr., 
$540*. 
’56 Bel Air (8) station wagon 4-dr., 
$720*; conv., $475*; sport sedan, 
$390*; 2-dr., $325; Two-ten (6) sta- 


tion wagon 4-dr., $580*. 
’55 Bel Air (8) sport coupe, $450*; 4-dr., 
$300*. 
DeSOTO—’58 Fireflite 2-dr. hardtop, $775* 


(ps); Firesweep 2-dr. hardtop, $690* 
(ps). 

'57 Firedome 4-dr., $450*. 

56 Firedome 2-dr, hardtop, $260* (ps). 


’55 Firedome 4-dr., $300*. 

DODGE—’60 Dart (8) 4-dr., $1,130. 

"57 Custom Royal (8) 4-dr., $660* (ps); 
Coronet (8) 2-dr. hardtoo, $525*; 4-dr. 
hardtop, $520* (ps). 

EDSEL—’58 Corsair 2-dr. 
(ps). 

FORD—’60 Thunderbird (8) 2-dr. hard- 
top, $2,600* (ps); Galaxie (8) Star- 
liner, $1,680* (ps), $1,665* (ps); 4-dr. 
Victoria, $1,580*; Fairlane (8) 2-dr., 
$1,485; 4-dr., $1,450*%; Falcon (6) 2- 
dr., $1,375. 

59 Thunderbird (8) 2-dr. 
100* (ps), $2,090*; Fairlane 
2-dr. Victoria, $1,375* (ps), $1,365* 
(ps), $1,230*; Galaxie (8) 2-dr. Vic- 
toria, $1,275* (ps); Fairlane (8) 4-dr., 
$1,225*, $1,070*; Custom 300 (8) 
2-dr.. $1,025*, $940, $875; Custom 300 
(6) 2-dr., $910, $890, $860; 4-dr., $890, 
$865". 

’58 Fairlane (6) 4-dr., $660. 


hardtop, $650* 


hardtop, $2,- 
500 (8) 


$1,015* 
"58 Commuter 4-dr., 
4-dr. hardtop, $800*; 
$670*; Standard 4-dr., $565*. 
’57 Commuter 4-dr., $655*. 
’56 Monterey 2-dr. hardtop, 
OLDSMOBILE—’ 61 


$350"; 


$240*. 





600* (ps). ’58 Impala (8) sport coupe, $1,175*. 
’568 (98) 2-dr. Holiday, $1,120* (ps); ’57 Bel Air (8) sport sedan, $925*, $850* 
(88) 2-dr., $950* (ps), $835*; 4-dr., (ps); sport coupe, $800* (ps); Nomad 
; $925*. (8) 2-dr., $900*. 
57 Country Squire (8) 4-dr., $775* (ps); "57 (98) 4-dr., $700* (ps). ’56 One-fifty (8) station wagon, $465; 
Fairlane 500 (8) 4-dr., $610* (ps); "56 (88) 4-dr., $465*. One-fifty (6) 2-dr., $310. 
2-dr. Victoria, $610* (ps); 4-dr. Vic- | PLYMOUTH—’ 60 Fury (8) 4-dr., $1,430* "55 Bel Air (8) 4-dr., $325*. 
toria, $545* (ps); 2-dr., $540*; Ranch (ps). ’51 Deluxe 4-dr., $185. 
, Wagon (8) 2-dr., $550*, $540*. ’59 Belvedere (8) 2-dr. hardtop, $925*;| CHRYSLER — ’56 Windsor 2-dr., $575* 
56 Ranch Wagon (8) 2-dr., $550*, $330*, Savoy (6) 2-dr., $770. (ps); 2-dr. hardtop, $400*; NY 4-dr., 
,, 3280"; Fairlane (8) 2-dr., $385* (ps). ’57 Suburban (8) Custom 4-dr., $475*; $550* (ps). 
54 Custom (8) 2-dr., $210. Belvedere (8) 4-dr., $425*. "55 NY 4-dr., $380*. 
IMPERIAL—’'58 Imperial 4-dr., $1,450*. ’55 Belvedere (8) 4-dr., $265*. COMET—’60 Comet station wagon, $1,- 
LINCOLN — '61 Premiere 4-dr. hardtop, | PONTIAC—’58 Benneville sport coupe, $1,- 675*. 
: $5,150* (ps). 175* (ps); Chieftain 4-dr., $900* (ps). | DeSOTO—’57 Fireflite 4-dr., $645* (ps), 
57 Premiere 4-dr. hardtop, $815* (ps). ’57 Chieftain 2-dr., $850* (ps); Star $640* (ps). 
MERCURY—’60 Colony Park 4-dr., $1,- Chief 2-dr. Catalina, $560* (ps). EDSEL—’59 Ranger 4-dr., $830*. 
] 990* (ps); Monterey 2-dr., $1,575*. ’56 Chieftain 4-dr, Catalina, $210*. FORD—’61 Fairlane (8) 4-dr., $2,240*. 
59 Montclair 2-dr. hardtop, $1,345*; ’55 Chieftain 2-dr., $275*. ’60 Thunderbird (8) 2-dr. hardtop, §$2,- 
Park Lane 2-dr. hardtop, $1,225* (ps); | RAMBLER — ’59 American (6) station 850* (ps), $2,675* (ps); Galaxie (8) 
__Monterey 2-dr. hardtop, $1,105*; 2-dr., wagon 2-dr., $960, $875. 4-dr., $1,675* (ps), $1,660* (ps); Fal- 
58 American (6) station wagon 2-dr., con (6) 4-dr., $1,335*. 
. ° . $800. ’59 Countr Sedan (8 4-dr., 1,460* 
Skyline Auction Resuming ’57 Super (6) Cross Country 4-dr., $500; (ps); Galesis (8) de. Vietoris, ‘1, 
Deluxe (6) 4-dr., $465. 400* (ps); 4-dr., $1,415* (ps); Fair- 


MISCELLANEOUS — '59 Chevrolet 
pickup, 2 at $900. 
’56 Dodge %-ton, $325. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb. 14. 
BUICK—’59 Electra 4-dr. hardtop, $1,515* 


Tuesday Sale March 7 %-ton 

CALDWELL TOWNSHIP, N. J.— 
Skyline Auto Auction, an affiliate 
of Spielman Chevrolet, is returning 
to Tuesday as sale day effective 
March 7, according to David B. 
Spielman, president. 


He said the final Thursday sale} +57 "Stitury 4-ar., $790" (ps). 
will be held this week. The change| ’56 RM 4-dr., $500* (ps). 


’54 Special 2-dr., $210. 
CHEVROLET—’61 Nomad (8) 4-dr., 
525* (ps); Bel Air 

$2,010. 


to Tuesday was due to “popular de- 
mand of our dealer customers,” he 
added. 


$2,- 
(8) sport coupe, 


Ghe Seattle Gimes 
ANNOUNCES 


NEW GENERAL ADVERTISING 


FREQUENCY—VOLUME 


AND 


BULK DISCOUNT PLANS 


retroactive to January 1, 1961 
By using either plan you will enjoy more space per advertising dollar! 


FREQUENCY—VOLUME DISCOUNTS 


The prime advantage of The Times’ new Frequency—Volume Discount plan is its flexi- 
bility. It offers savings up to 17% and contracts from 13 to 52 weeks, enabling you to 
coordinate your advertising and sales efforts to provide impact when you need it most. 
You can vary size of ad and frequency to meet your advertising and sales needs. 


BULK DISCOUNTS 


The Bulk Discount plan makes possible substantial reductions from base rates. Adver- 
tisers can save from 2% to 10% depending on linage and the total term of contract. 


In addition to discounts in ROP, discounts are also available in the Sunday TV Tabloid 
and Letterpress Magazine sections. 


Multiple products of the same advertiser may be combined for discount purposes and 
placed through multiple agencies. 


Line rate—66¢ per line daily; 68¢ per line Sunday 


(as listed in rate card #43, issued March 27, 1959) 


For information write: National Advertising Manager, The Seattle Times, or call any 
O’Mara & Ormsbee office in New York, Chicago, Detroit, San Francisco or Los Angeles. 


Che Seattle Gimes 





the best thing about The Seattle Times...is the people who read it 





Montclair 
Monterey 2-dr., 


(88) 2-dr. Scenic, $2,- 
















Air (8) 2-dr., $1,250; 4-dr., $1,165*. 


lane (8) 4-dr., $1,230*, $1,050*; 4-dr., 
$965*; Fairlane (6) 2-dr., $850; Ranch 
Wagon (8) 2-dr., $975. 

’5S Fairlane (8) 2-dr., $800* (ps); 4-dr., 


$720. 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$715* (ps). 

’56 Ranch Wagon (8) 2-dr., $480*. 

IMPERIAL—’61 Imperial 4-dr. hardtop, 
$4,050* (ps). 

MERCURY—’59 Montclair 4-dr. hardtop, 
$1,410* (ps); 2-dr. hardtop, $1,310* 
(ps); Parklane 4-dr, hardtop, $1,335* 
(ps). 

OLDSMOBILE—’59 (88) Super 2-dr. Sce- 
nic, $1,790* (ps); (88) 4-dr. Holiday, 
$1,615* (ps). 


"55 (98) 2-dr. Holiday, $420*. 
PACKARD—’55 (400) 2-dr. hardtop, $465* 
(ps). 
PLYMOUTH—’61 Fury 
(ps). 
’60 Belvedere (8) 2-dr., $1,570* (ps). 
’55 Belvedere (8) 4-dr., $325. 
PONTIAC—’61 Catalina sport coupe, 
390* (ps). 

’60 Bonneville Safari, $2,590* 
460* (ps); 4-dr., $2,000* 
lina 2-dr., $2,050* (ps). 

’57 Chieftain Safari, $550*. 

’54 Star Chief 4-dr., $240*, $275*. 

RAMBLER — ’61 Ambassador (8) 4-dr., 
$1,900. 

760 Custom (6) station wagon, $1,685*; 
Super (8) Cross Country, $1,670 (ps); 
4-dr., $1,500*; Deluxe (6) station wag- 


(8) 4-dr., $2,125* 


$2,- 


(ps), $2,- 
(ps); Cata- 


on, $1,390; American (6) 4-dr., 2 at 
$1,115*, $1,015. 
*59 Custom (6) Cross Country, $1,405 
(ps). 
MISCELLANEOUS—’58 Ford pickup, $750. 





CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Feb. 16. Market 
showing renewed strength with advent of 
nicer weather. Bidding brisk and prices 
firming. Sold 150 cars from 191 consign- 
ments. 

BUICK—’59 Invicta 4-dr. hardtop, $1,360* 
(ps); LeSabre 4-dr, hardtop, $1,350* 
(ps), $1,310*. 

’58 RM 4-dr. Riviera, $1,130* (ps); Spe- 

cial 4-dr., $970* (ps). 

’57 RM 2-dr. Riviera, $790* 
tury 4-dr., $650* (ps). 
’56 Century 2-dr, Riviera, $530* 

Special 2-dr., $275*. 

’54 Super 2-dr. Riviera, $125* (ps). 
CADILLAC—’60 (62) 4-dr., $3,600* (ps). 

’59 de Ville 4-dr. hardtop, £2,850* (ps). 

’58 (62) Coupe de Ville, $1,970* (ps); 

Sedan de Ville, $1,775* (ps). 

’56 (60) Special 4-dr., $1,035* 

(62) Coupe de Ville, $800* 
OHEVROLET—’60 Brookwood 


$1,690". 

’59 Parkwood (8) 4-dr., $1,446* (ps), 
$1,410*, $1,230*; Parkwood (6) 4-dr., 
$1,195*, $1,105*, $1,100*; Bel Air (8) 
4-dr., $1,175*, $1,170*, $1,145*, $1,- 
115*, $1,110*, $1,065*, $1,025* (ps); 
2-dr., $1,000*; Bel Air (6) 4-dr., $1,- 
150*, $1,125*, $1,120*, $1,115*, $1,105*, 
$1,090*, $1,045*, $1,030*; 2-dr., $1,04$, 
$1,000; Impala (8) 4-dr. hardtop, $1,- 
025* (ps); Brookwood (8) 4-dr., $800. 

’58 Brookwood (6) 4-dr., $905; Biscayne 
(8) 2-dr., $785*; Delray (6) 2-dr., 
$420. 

’57T Two-ten (8) 2-dr., $715, $660*; sta- 
tion wagon 4-dr., $285; One-fifty (8) 
4-dr., $660*; One-fifty (6) 2-dr., $555. 

’56 Bel Air (8) 4-dr., $635; 2-dr., $525*. 

"55 Two-ten (8) station wagon 4-dr., 
$350*; One-fifty (6) 2-dr., $200. 

°54 Bel Air 2-dr., $225*; 4-dr., $225*. 

CHRYSLER—’58 Saratoga 2-dr. hardtop, 
$1,130* (ps); NY 4-dr, hardtop, $910* 
(ps). 

’57 NY 2-dr. hardtop, $8790* (ps). 

’56 NY 4-dr., $595* (ps). 

’54 Windsor 4-dr., $160*. 

DODGE—’60 Dart (8) 


(ps); Cen- 


(ps) ; 


(ps); 
(ps). 
(8) 4-dr., 


Pioneer station 


wagon, $1,375* (ps); 4-dr., $1,225* 
(ps). 
’59 Coronet (8) 4-dr., $1,000*. 
’58 Coronet (8) 2-dr, hardtop, $810* 
(ps). 
57 Coronet (8) 4-dr., $560* (ps). 


’56 Coronet (8) 4-dr., $440*, $340* (ps); 


2-dr. hardtop, $170*. 
FORD—’60 Thunderbird (8) 2-dr. hard- 
top, $2,600* (ps). 

’59 Galaxie (8) 2-dr, Victoria, $1,400* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,105*; Fairlane (8) 4-dr., $855*, 
$790*; 2-dr., $855*, $830*; Custom 300 
(8) 4-dr., $1,000*, $890*, $820. 


’58 Fairlane 500 (8) 2-dr. Victoria, $895* 


(ps); 4-dr., $700*; Fairlane (8) 2-dr., 
$460; Custom 300 (8) 2-dr., $600*. 
’57 Fairlane (8) 2-dr., $485*; Custom 

(8) 4-dr., $270*, $170. 
°56 Fairlane (8) 4-dr., $385*; Custom 
(8) 4-dr., $275*. 
755 Country Sedan (8) 4-dr., $250*; Cus- 
tom (8) 2-dr., $100. 
’53 Country Sedan (8) 4-ir., $195; Main 
(8) 2-dr., $110. 
LINCOLN ’59 Premiere 4-dr. hardtop, 
$2,230* (ps). 
’*58 Premiere 4-dr, hardtop, $1,450* (ps); 
Capri 4-dr. hardtop, $1,340* (ps). 
"57 Capri 4-dr., $935* (ps). 
MERCURY—’59 Montclair 4-dr., $1,340*. 
’58 Monterey 4-dr., $730*, $730* (ps); 
Commuter 4-dr., $885* (ps). 
’57 Montclair 2-dr. hardtop, $770* (ps); 


Turnpike Cruiser 4-dr,. hardtop, $600* 
(ps). 
’55 Monterey 2-dr. 
’54 Monterey 2-dr., $150* (ps). 
OLDSMOBILE — ’59 (98) conv., $1,590* 
(Continued on Page 29, Col. 1) 


hardtop, $130*. 


"60 Impala (8) sport sedan, $2,025* (ps); 


4-dr., $1,800* (ps), $1,755* (ps); Im- 
pala (6) sport coupe, $1,965* (ps); 
Corvair 500 (6) 4-dr., 2 at $1,350*, 
$1,300*, $1,070. 


’59 Impala (8) sport sedan, $1,365*; Bel 






Used Imported 
Cars 


ALBANY 
Fiat—'57 1100 4-dr., $160. 


BORDENTOWN, N. J. 


Alfa-Romeo—’59 2-dr., $1,425. 
Austin-Healey—’60 conv., $985. 
Fiat—'58 1100 4-dr., $330; 2-dr., 
Hillman—’54 station wagon 2-dr., $130, 
MG—’59 MGA 2-dr., $1,150, 

’55 2-dr., $625. 











Mercedes-Benz—’'57 4-dr., $1,000, 
Peugeot—’60 4-dr., $960. 
Renault—’61 4-dr., $950. 

’58 4-dr., $325. 
Simea—’58 4-dr., $355. 
Volkswagen—’61 2-dr., $1,550. 


"59 2-dr., $940. 


CALDWELL, N. J. 


Jaguar—’57 Mark VIII 4-dr., $850, 
Simca—’59 Aronde 4-dr., $400. 


CHICAGO 


Austin—’59 4-dr., $550. 
Metropolitan—’59 2-dr., $650. 
Opel—’60 station wagon, $940. 

’59 4-dr., $760. 
Renault—’60 Dauphine, $650. 
Volkswagen—’59 Karmann-Ghia 2-dr., $1. 

485. 
’58 2-dr., $780. 


COLUMBUS, O. 


Ford (English)—’59 Prefect 4-dr., $275, 
’57 Anglia 2-dr., $380. 
Jaguar—’57 4-dr., $1,150*. 
’52 4-dr., $340, 
Prinz—’61 2-dr., $575, $560. 
Volkswagen—’59 Microbus, $930. 


DAYTONA BEACH, FLA, 


Austin-Healey—’58 Sprite 2-dr., $760, 
Ford (English)—’60 2-dr., $685. 
Simca—’60 4-dr., $660; station wagon 2. 
dr., $500. 

’59 4-dr., $405. 
Triumph—’60 TR-3 conv., $1,190. 
Volkswagen—’60 2-dr., $1,160. 

’59 2-dr., $940. 


DETROIT 


Fiat—’59 4-dr., $575. 

Ford (English)—’59 Anglia 
Opel—’60 2-dr., $925. 
Renault—’59 Dauphine 4-dr., $490. 
Triumph—’59 roadster, $1,310. 


2-dr., 


$630, 


DYER, IND. 


Fiat—’59 2-dr., $420. 
Triumph—’59 2-dr., $405. 


FLINT 


Metropolitan—’59 2-dr. hardtop, 

Opel—’ 59 2-dr., $800, $655. 

Vauxhall—’59 Victor 4-dr., $725. 

Volkswagen—’60 Kombi 4-dr., $1,350; 113 
2-dr., $1,220, 


FONTANA, WIS. 
Triumph—’58 station wagon 4-dr., 


HUNTSVILLE, ALA, 
Volkswagen—’'60 2-dr., $1,245. 


LOS ANGELES 


Austin-Healey—’60 Sprite roadster, $1,195. 
’59 roadster, $1,725; Sprite, $910. 
’58 roadster, $1,205. 
DKW—’57 sport coupe sunroof, $330. 
dJaguar—’56 roadster, $1,085. 
MG—’57 MGA roadster, $750. 


$800. 


$260. 


Renault—’58 Dauphine 4-dr., $375; sun- 
roof 4-dr., $345. 
Volkswagen— 61 2-dr., 2 at $1,625. 
’*59 Karmann-Ghia 2-dr., $1,335. 
’58 Karmann-Ghia 2-dr., $1,185; 2-dr,, 


2 at $950. 
’55 sunroof 2-dr., $435, 
Volvo—’57 2-dr., $625. 


MANHEIM, PA. 


Austin-Healey—’60 Deluxe, $1,910. 
Ford (English)—’60 Anglia 2-dr., $740. 


759 station wagon, $560; 4-dr., $550; 
Anglia 2-dr., $530. 
’57 2-dr., $380. 
Goliath —’'60 sunroof 2-dr., $910; 2-dt, 


$660. 
Jaguar—’59 XK150 2-dr. hardtop, $1,900. 
Lloyd—’60 station wagon, $630. 
Mercedes-Benz—’60 190 4-dr., $2,260. 
Metropolitan—’60 2-dr. hardtop, $920. 

’58 Custom 2-dr. hardtop, $690, $645. 
Morris—’56 Oxford 4-dr., $275. 
Simca—’60 4-dr., $730. 

’59 station wagon, $410. 

’5S 4-dr., $295. 

Skoda—’59 2-dr., $220. 

Vauxhall—’61 station wagon, $1,450. 

Volkswagen—’61 2-dr., $1,625, 2 at $1,550, 
$1,535, $1,520, 

’60 4-dr., $1,325; 2-dr., $1,210, 

’59 2-dr., $1,025. 
Wartburg—’58 2-dr., 


NEWINGTON, CONN. 
Isetta—’57, $100. 
Metropolitan—’58 2-dr. 

WAREHOUSE POINT, CONN. 


MG—’58 conv., $1,065. 
’57 MGA roadster, $645. 


$200. 


hardtop, $350. 


Renault—’58 Dauphine 4-dr., $440. 

Simea—’58 4-dr., $250. 

Volkswagen—’59 Deluxe 2-dr., $910. 
’55 Deluxe 2-dr., $450. 


WEST PALM BEACH, FLA. 


Ford (English)—’60 Anglia 2-cr., $800. 
’59 Prefect 4-dr., $510. 

Fiat—’60 2-dr., $350. 

Hillman—'58 station wagon 4-dr., $490; 4 
dr., $455. 

Metrooplitan—’60 2-dr. hardtop, $590. 

Morris—'59 Minor 2-dr., $500. 

Renault—'58 4-dr., $380; Dauphine 4-df 
$285. 

Sunbeam—’54 Talbot, $180. 

Taunus—’59 4-dr., $700. 

Volkswagen—’59 conv., $1,025. 


’58 conv., $790. 
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(Continued from Page 28) 





(ps) 88) 4-dr., $1,430*, $1,410* 
(ps) ir, Holiday, $1,425* (ps). 
158 (88) Super 4-dr., $1,125* (ps); (98) 
‘4-dr liday, $1,055* (ps), $1,010* 
157 (88 per 2-dr. Holiday, $855* (ps); 
(88) 4 $720* (ps). 
156 (88 ir., $360*; (98) 4-dr. Holiday, 
5* 8S). 
00, Be (88) dr., _— — si: diet 
4 iT ’°59 Suburban ( us - 
_ Cee 60° Savoy (8) 4-dr., $935* 
(pe): Belvedere (8) 4-dr., $840*, $810*. 
158 Plaza (5) 2-dr., $525*. ; 
157 Belvedere (8) 4-dr., $605, $280*; Su- 
purban (8) Custom 4-dr., $155*. 
56 Plaza (8) 4-dr., 250. 
155 Belvecere (8) 4-dr., $200*; Suburban 
(6) 2-dr., $190. 
154 Belvedere 4-dr., $175. y 
PONTIAC— 59 Star Chief 4-dr., $1,440 
" (ps); Catalina 4-dr., $1,195*. 
158 Chieftain 2-dr., $795* (ps). 
57 Chieftain 2-dr., $515*. St 
56 Chieftain 2-dr. Catalina, $300*. 
RAMBLER '59 Super (6) 4-dr., $975. 
58 Custom (6) Cross Country 4-dr., 
$900. 
155 Custom 2-dr., $105*. 
VALIANT—'60 V-200 (6) station wagon 
4-dr., $1,470. 
$1, LOS ANGELES 
Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are for 
eb. 14. 
oe x60 Electra 2-dr. hardtop, $2,575° 
(ps); Invicta 2-dr. hardtop, $2,425 
. (ps); LeSabre 2-dr. hardtop, $2,350* 
s). 
an Lanabre 4-dr. hardtop, $1,815* (ps), 
$1,710* (ps), $1,690* (ps), $1,490* 
(ps); 2-dr., $1,510* (ps); Electra 225 
conv., $1,735* (ps); Electra 4-dr., $1,- 
705* (ps); Invicta conv., $1,660* (ps). 
57 Century 2-dr. Riviera, $685* (ps); 
Special 2-dr. Riviera, $685*, $650*; 
2-dr., $510*. 
156 Super 4-dr. Riviera, $535* (ps); 2-dr. 
* Riviera, $360* (ps). . 
55 Century 4-dr., $390*; 2-dr. Riviera, 
$350* (ps), $235*; Special 2-dr., $275*. 
54 Century 2-dr. Riviera, $295*. 
CADILLAC—'60 de Ville 4-dr. hardtop, $4,- 
450, 2 at $4,400; 2-dr. hardtop, $4,285. 
59 (60) Special 4-dr., $3,560; de Ville 2- 
dr. hardtop, $3,400; 4-dr. hardtop, $3,- 
350, $3,330, $3,300. 
158 (60) Special 4-dr. hardtop, $2,385* 
(ps); (62) Coupe de Ville, $2,375* 
(ps); 2-dr. hardtop, $2,235* (ps); 
nv., $1,960* (ps). 
17 (60) Special 4-dr. hardtop, $1,870* 
(ps); (62) Coupe de Ville, $1,800* 
(ps); conv., $1,685* (ps). 
"56 Eldorado Seville. $1,095* (ps); (60) 
Special 4-dr., $935* (ps). 
55 (60) Special 4-dr., — (ps); (62) 
upe de Ville, $985* (ps). 
tat) Coupe de Ville, $950* (ps), 
$785* (ps), $765* (ps); conv., $715* 
(ps); 4-dr., $690* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 
13 $2,600* (ps), $2,500* (ps); Corvair 
900 (6) 2-dr., $2,300*. 
’g0 Corvette (8) conv., $2,605; Impala 
(8) sport coupe, $2,200, $2,190* (ps), 
$2,085, $2,045* (ps), $1,930* (ps); 
" conv., $1,980* (ps), $1,950* (ps), $1,- 
‘ 935*; Parkwood (8) 4-dr., $2,095* 
(ps); Corvair 900 (6) 2-dr., $1,865; 
Corvair 700 (6) 2-dr., $1,495; 4-dr., 
$1,475*, $1,425*, $1,385*; Corvair 500 
(6) 4-dr., $1,285; Biscayne (6) 4-dr., 
$1,460*, $1,385*. 
59 Corvette (8) conv., $2,480; Impala 
5, (8) sport coupe, $1,780* (ps), $1,690, 
: $1,685, $1,660* (ps), $1,650*; Impala 
(6) sport coupe, $1,635*, $1,465; sport 
sedan, $1,575* (ps); Parkwood (8) 4- 
dr., $1,625* (ps), $1,620* (ps), $1,595* 
(ps); Parkwood (6) 4-dr., $1,485* 
i. (ps); Brookwood (6) 4-dr., $1,385* 
(ps): Brookwood (8) 2-dr., $1,375*, 
$1,330*; Bel Air (8) 4-dr., $1,285*, 
$1,235* (ps), $1,190, $1,160*; 2-dr., 
$1,250*: Biscayne (8) 4-dr., $1,135*; 
: 2-dr., $1,105*, $1,095*, $1,055*; Bis- 
cayne (6) 2-dr., $1,100; 4-dr., $1,075*, 
$1,060*. 
’58 Corvette (8) conv., $1,830*; Impala 
(8) conv., $1,325* (ps); sport coupe, 


$1,185* (ps); Nomad (8) 4-dr., $1,250* 
(ps): Bel Air (8) sport sedan, 2 at 
$1,085* (ps); 4-dr.. $1,055* (ps), $975* 
(ps); Brookwood (8) 4-dr., $880 (ps); 
Biscayne (8) 4-dr., $850*, $825*. 

’57 Corvette (8) conv., $1,250*; Bel Air 
(8) sport sedan, $900* (ps): station 
wagon, $860* (ps); Two-ten (8) 2-dr., 
$750: One-fifty (8) 2-dr., $675*. 

‘56 Bel Air (8) sport coupe, $765*; sport 
sedan, $710* (ps); Two-ten (8) station 
wagon, $705*; Delray, $635: 2-dr., 
$585*, $360: 4-dr.. $535, $460; One- 
fifty (6) 2-dr., $455*, $380. 

‘55 Bel Air (8) sport coupe, $675, $635*; 


4-dr., $575* (ps); conv., $495*; 2-dr., 
$445*, $285: Two-ten (8) 2-dr., $450. 
54 Bel Air 2-dr. hardtop, $360*; 2-dr., 
350*. 
CHRYSLER—’59 NY 4-dr., $1,885* (ps); 
Windsor Town & Country, $1,870* 


(ps); 2-dr. hardtop, $1,770* (ps). 
‘55 Windsor 2-dr. hardtop, $445* (ps). 





COMET—’'60 Comet 2-dr., $1,775*. 

DeSOTO ’57 Adventurer 2-dr, hardtop, 
$925* (ps); Firesweep station wagon, 
$810* (ps); Fireflite 2-dr, hardtop, 
$735* (ps). 

56 Firedome 4-dr. hardtop, $550*; 4-dr., 
$335* (ps). 

DODGE—'59 Coronet (8) conv., $1,350* 
(ps) 

58 Sierra (8) 4-dr., $995* (ps). 

57 Sierra (8) 4-dr., $825* (ps); Custom 
Royal (8) 4-dr., $765* (ps); 2-dr. hard- 
top, $665* (ps); Coronet (8) 4-dr., 
$565* 

56 Coronet (8) 2-dr. hardtop, $485*. 

EDSEL 9 Ranger 4-dr. hardtop, $1,105* 
(ps) 

"58 Pace 2-dr, hardtop, $735*: conv., 
$635 (ps); 4-dr., $600* (ps) 

FORD 61 Thunderbird (8) 2-dr, hardtop, 
$4,410 (ps), $4,250* (ps), $4,050* 
(ps); conv., $4,400* (ps). 

*60 Thunderbird (8) 2-dr. hardtop, $3,- 


050* (ps), $2,955* (ps); Country Sedan 
(8) 4-dr., $1,830* (ps); Galaxie (8) 
conyv., $1,800* (ps); Starliner, $1,720*; 
Falcon (6) 2-dr., $1,565*, $1,200; 4-dr., 
$1,550*, $1,485*; Fairlane 500 (8) 2- 
s dr. $1,490*, 
59° Thunderbird (8) 2-dr. hardtop, $2,- 





2-dr., $425; conv., $385*; 4-dr., $335*; | 


Country Squire (8) 4-dr., $410* (ps); | 
Custom (8) 4-dr., $300. 
’54 Crest (8) 2-dr. Victoria, $250* (ps); 
conv., $210. 
HUDSON—’56 Horonet (8) 2-dr. hardtop, 
$310* (ps). 
IMPERIAL—’59 Crown 4-dr, hardtop, $2,-| 
700. 
LINCOLN—’59 Continental Mark IV conv., 
$2,800* (ps). 
750° (ps), $2,600* (ps), $2,550* (ps);| 5g Continental Mark III 4-dr, hardtop, 
Country Sedan (8) 4-dr., $1,490, $1,- $2,250* (ps), $2,200* (ps): 2-dr, hard- 
485*, $1,450*, $1,435, $1,350* (ps), top, $1,950* (ps); Premiere 2-dr. hard- 
$1,335* (ps), $1,185*; Fairlane 500 (8) top, $1,760* (ps); 4-dr, hardtop, $1,- 
2-dr. Victoria, $1,400* (ps), $1,235* 675* (ps). , ; 
(ps); 4-dr, Victoria, $1,235* (ps), $1,-| +56 Premiere 2-dr. hardtop, $735* (ps). 
225* (ps); 4-dr., $1,200* (ps), $1,090* | wmERCURY—'59 Slansuvay ee. $1.650° 
(ps); Galaxie (8) 4-dr., $1,370* (ps); (ps). 5 
2-dr., $1,360* (ps); 2-dr. Victoria, $1,- ’57 Commuter 4-dr. (9 pass.) 675*: 
350*; conv., $1,245* (ps); Ranch Wag- Monterey 4-dr. hardtop, $590", . 
on (8) 4-dr., $1,200*, $760; Fairlane} +56 Montclair 2-dr. hardtop, $485* (ps). 
(8) 4-dr., $1,160*, $1,135* (ps); Cus- ’55 Custom 4-dr., $375*; Monterey sta- 


tom 300 (8) 4-dr., $1,100*; 2-dr., $985; tion wagon (9 pass.), $325* (ps). 


Custom 300 (6) 4-dr., $1,100*. ’54 Monterey 2-dr. hardtop, $275* $260* 
’58 Thunderbird (8) 2-dr. hardtop, $2,- (ps); 4-dr., $155. 

045* (ps), $2,000*, $1,975* (ps); Fair-| OLDSMOBILE—’59 (88) Super 4-dr. Holi- 

lane 500 (8) Skyliner, $1,000* (ps); day, $1,900* (ps); (88) 2-dr, Scenic, $1,- 

2-dr, Victoria, $700* (ps); 2-dr., $695*; $1,845* (ps), $1,810* (ps). 

Ranch Wagon (8) 2-dr., $885* (ps), ’58 (88) Super Fiesta 4-dr., $1,400* (ps). 

$750*. "57 (98) 2-dr. Holiday, $850* (ps); (88) 
’57 Fairlane 500 (8) 2-dr. Victoria, $800 2-dr, Holiday, $810* (ps), $610*; 4- 

(ps), $735; conv., $765* (ps), $755* dr. Holiday, $650* (ps), $600* (ps). 

(ps); 4-dr., $750*, $705* (ps); 2-dr., ’56 (88) 2-dr. Holiday, $620* (ps); 2-dr., 

$710* (ps); 4-dr. Victoria, $660* (ps); $335*; (88) Super 4-dr., Holiday, $535* 

Country Sedan (8) 4-dr., $700*, $645*; (ps). 

Fairlane (8) 2-dr., $645* (ps); 2-dr. "55 (88) 2-dr. Holiday, $460* (ps); 4-dr. 

Victoria, $600* (ps); Custom 300 (8) Holiday, $350*, $340* (ps); (88) Super 


2-dr., $610, $460*; 4-dr., $480*; Ranch 4-dr., $390* (ps). 








Wagon (8) 2-dr., $575*; Main (8) "54 (88) 4-dr., $370* (ps); 2-dr. Holiday, 
4-dr., $525*. $270*. 

’56 Fairlane (8) conv., $570*; 2-dr., ’53 (88) 2-dr. Holiday, $310*, $195* 
$385* (ps); Country Sedan (8) 4-dr., (ps); 4-dr., $110*; (88) Super 2-dr., 
$555*; Custom (8) 2-dr., $435*, $385, $235*; (98) 2-dr. Holiday, $110* (ps). 
$300*. PLYMOUTH — ’'59 Sport Fury (8) 2-dr. 

’55 Thunderbird (8) conv., $950* (ps); hardtop, $1,425* (ps); Suburban (8) 


Fairlane (8) 2-dr. Victoria, $425* (ps); Sport 4-dr., $1,350* (ps); Custom 4-dr., 


Remember when... 
BUZZ FAZIO HAD TO STRIKE OUT TO WIN 


It’s the crucial 10th frame of the final game in the 1955 
ABC ‘‘Masters’”’ tournament. Buzz Fazio is trailing. He 
needs three straight strikes to win. Three times Buzz 
takes his determined, graceful 


approach and slide . . . and three Gearing Pro 
times he sweeps the pins into the oe es oe 
tight down our alley. 


pit for a 2-pin triumph and the title. 

What keeps a pro’s aim true? It’s 
skill, coolness under fire, deter- 
mination and experience. You'll find 
the same qualities in the pros of 
business. 

And the bearing pros of the Timken 
Company have more experience in 
designing and mounting tapered 
roller bearings than anyone. Backed 
by 61 years experience in improving 


Let us bowl yours over.” 





“Yes, he’s too far away to be a 
customer, but he’s too close to be 
a disinterested citizen.” 








top, 2 at $525*; Savoy (8) 
(ps). 

‘56 Suburban (8) Sport 4-dr, 
$510*; Suburban (6) 
$260. 

’55 Belvedere (8) 2-dr., 


RAMBLER—’59 Custom (8) 


STUDEBAKER ’59 Lark 


*58 Silver Hawk (8) 2-dr., 


’54 Champion (6 
2-dr., $130. 
VALIANT 


-'60 Ford 
(8) 


MISCELLANEOUS 
Ranchero, $1,325; 
$1,310. 








-| %-ton pickup, $1,190, 
| (8) Ranchero, $1,295; (6) 
$1,250*; Suburban (6) Custom 4-dr., | up, $900; Dodge %-ton stake, 
$1,045; Fury (8) 4-dr. hardtop, $1 2 "5S Ford (8) 
300* (ps), $1,285* (ps); Belvedere (8) | Chevrolet (6) 
4-dr., $1,175* (ps); Savoy (8) 4-dr., | "57 Chevrolet (8) %-ton 
$900*, Ford (8) ‘'%-ton pickup, 
’58 Belvedere (8) 2-dr. hardtop, $780* Ranchero, $775. 
(ps); Savoy (8) 2-dr., $585*. '56 Ford (8) %-ton pickup, 
’57 Suburban (8) Custom 4-dr., $685* 55 Ford (6) 
(ps), $435* (ps); Fury (8) 2-dr, hard- rolet (6) %-ton pickup, 
top, $685*; Belvedere (8) 2-dr. hard- | (Continued on Page 30, Col. 





just one kind of bearing—the Timken® tapered roller 
bearing—these pros give the reliability you need in bear- 
ing performance. The kind of reliability that more than 
meets the higher performance standards for parts 
required under today’s warranties. 

For the most for your money in bearings and in service, 








rely upon the pros of the bearing 
business—Timken Company sales 
engineers. The Timken Roller Bearing 
Company, Canton 6, Ohio. Cable: 
‘*TIMROSCO’’. Makers of Tapered 
Roller Bearings, Fine Alloy Steel and 
Removable Rock Bits. 


TIMKEN 


tapered roller bearings 
from the pros of the bearing business 


Custom 


$320*, 
PONTIAC—’60 Catalina conv., $2,100* (ps). 


4-dr., 
’54 Star Chief 2-dr. Catalina, $210* (ps). 
4-dr., $1,305* 
(ps); Super (6) Cross Country, $1,260*; 


‘59 Bonneville 4-dr. Vista, 
Catalina 2-dr., $1,665* (ps). 
"57 Star Chief 2-dr. Catalina, $900* (ps), 
$720*; Super Chief 2-dr. 
$585*. 
'55 Star Chief 2-dr., $375* 
4-dr., $320*; Chieftain 


American (6) station wagon, 
$990. 

‘58 Ambassador (8) Cross Country, 
225* (ps). 


‘51 Custom Cross Country, $165. 


wagon, $1,050*; 2-dr., $900, $850*. 
$810*. 
station wagon, $275*; 


’61 Valiant 200 4-dr,, $1,900, 
’60 Valiant 200 4-dr., $1,555*. 


%-ton pickup, 
"59 Chevrolet (6) El Camino, $1,400; (6) 
\%-ton pick- 
%-ton pickup, $950*, $950; 


%-ton pickup, $925. 
pickup, $945; 


%-ton pickup, $525; Chey- 
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Used-Car Auction Prices 





(Continued from Page 29) 


RAMBLER—’60 American (6) Deluxe sta- 
tion wagon 2-dr., $1,400; Rebel (8) De- 
luxe 4-dr., $1,380. 

’59 Ambassador (2) Custom Cross Coun- 
try 4-dr., $1,290* (ps); 4-dr., $1,210* 
(ps); American (6) Deluxe 2-dr., $750. 

’58 Ambassador (8) Super 4-dr., $700*. 

STUDEBAKER—’59 Lark (6) Deluxe 2-dr., 
$755*; station wagon 2-dr., $725. 

’57 President (8) 4-dr., $375*. 

MISCELLANEOUS—’58 Chevrolet (8) 


50 Ford (6) %-ton pickup, $260. 
*48 Chevrolet Y, -ton pickup, $210. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb. 15. Prices 
are stable on most merchandise, Good clean 
automobiles are still bringing the best 
prices. Sold 212 cars from 340 consignments. 
























y%,- 
72 


BUICK—’60 Electra conv., $2,475* (ps); 
4-dr. hardtop, $2,265*' (ps); LeSabre}  ,. tom pickup, eg 
Estate Wagon 4-dr., $2,320* (ps); 4- 55 Ford %-ton stake, $345. 


* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


r., $2,310* (ps), $2,285* (ps), $2,125* 

(ps), $2,070*; 4-dr, hardtop, $2,295* 
(ps); conv., $2,280* (ps); Invicta 4-dr., 
$2,250* (ps). 


weather and absence of snow brought us 
more buyers and a larger consignment of 
cars. Activity was very strong in all years 
and models and there was a noticeable in- 


crease in prices. Sold 82 percent of 456 
consignments. 4 
- * * 

CHICAGO 


Arena Auto Auction. Sale every Tuesday 
(Feb. 14). Market real good. Terrific de- 
mand for all cars, Sold 438 cars from 657 
consignments. 

* * * 


COLUMBUS, O. 


Capital Auto Auction, Sale every Thurs- 


day (Feb. 16). Market high on the clean 
sharp units, Sold 207 cars from 293 con- 
signments. 


* * * 


FARGO, N. D. 

Tri-State Auto Auction, Sale every 
Thursday (Feb. 16). Prices rising, Sold 44 
cars from 85 consignments, 

* * * 


MANHEIM, PA, 


Manheim Auto Auction, Sale every Fri- 


AUTOMOTIVE NEWS, FEBRUARY 27, 1961 


Valiant Dealers Form Ad Plans— 


Members of the advertising committee of the Dallas Region Valiant Advertising Assn, 
met to outline forthcoming advertising plans. Attending the advance planning meeting 
for the Dallas group are, from left, Zebe Henderson, regional account executive, N, W. 
Ayer & Son, Inc.; R. E. Carlin, Dallas Plymouth regional manager; Fred Oakley, Dallas, 
VAA treasurer; Lloyd McKee, Albuquerque, N. M., VAA vice-president, and Tom Mur. 
phy, Lubbock, Tex., VAA president. Jay Smith, Austin, Tex., 











VAA secretary, was unable 


































































































































































































































































































































































































































































’59 Invicta 4-dr. hardtop, $1,750* (ps), National Auto Dealers Exchange, Sale|day (Feb. 17). A real hot sale, Sold 84 
eeece ae oper tans or. Sh every Wednesday (Feb. 15), Warmer| percent of 548 consignments. to attend the meeting. ae 3 ; — 
460*, $1,440* (ps), $1,350*%; conv., 
$1,585* (ps); Estate Wagon 4-dr., $1,- e e . 
es ee ee New P Car R t 12 Months’ Total, 1960-1959 

’57 Special 2-dr. Riviera, $840* (ps), ew assenger- ar egistra ions, ont N) ota 9 sa 
$685*; 4-dr., $590*; Super 4-dr. Riviera, 
$800*; 2-dr. Riviera, $725* (ps); RM 
2-dr. Riviera, $600* (ps). Car registra- 

’56 Special 4-dr. Riviera, $540* (ps); tions as com: 
4-dr., $380*; Century conv., $370*; piled by R, L Lincoln Comet| FORD Cadil- | Chev- 

Super 4-dr., $365*. Polk & Ga, . TOTAL lac rolet 
CADILLAC—’60 (62) 4-dr., $3,450* (ps). 
’59 de Ville 4-dr. hardtop, $2,825* (PS); | ajspama '60| 4563 867! ~—.201 249| 3807 4432| © 9556| 20181/ 200/ 7 - 24317; 3646 1470| 27753| 4500) 42215| 1031| 7469 
ao | | | | 891 
(62), 3-dr. hardtop, $2,760* (ps); 4-dr., ‘59 3819) 707|_—199|—379j 2223) «4093 ~—7601| 22459) +625 242| _1875| 25201| 3636] 1362| 21542| 4528 4644| 35712} 1445} 8336 en 

'58 (62) conv., $2,300* (ps). Alaska "60, 273 88 | 4l| 18} 110; 608) 865) 1031; 14| 83| =a 1239, +88 124) 1087 107; —-:198| 1604 85; 922) aa 

£ (62) Coupe de Ville, $1,360* (ps). | | | | | | | 4H 

57 ) > 7s = on = eA ot = a ue 39 23| 124 1178} 105 93 866 113 158 is te 950 
VROLET—’61 Corvette (8) conv., $3,-| Arizona 60) 2 541 9367 227 1144) 1212) 11950) 1326) 1139) 10954) 2092)  2645| 18156 743| 3890) 435% 

oo ae. 59} 2083| 289/_—154|_—*180| (1089/2216) +3928 —«9511| 286) = 305] «177 11279} 1280/ -968| -9191| _1993| 2560] 15992| _919| 5201 394 

60 Impala (8) conv., $2,185* (ps), $2,-] Arkansas "60; 2085/ 300 68 147|  1917| 2216) 4648) «10927 106 1085; 841) 12959|  «1541| +—-742|«12544) + +2470| +2623) +(19920,  569| 2344 

. 42525 
045%; 2-dr. hardtop, $2,055 (ps), ie '59| 1966! 293] 70} ___231|_—*1081|_—- 2308) 3983| 11636] —-280 125 1168 13209|_1638| —«677|_—*+11679| _2456| ~—-2508| 18958 694| 2618] 414m 
ae, eee Sasere 2 SOP. BMReeD, ee | Calltornia "60; 43265| 6286] 1910/1449) 31317) 43765| 84727| 143633 2650| 14557) 19209) 180049, 18847| 17841| 144878| 27689, 32287| 241542| 10226| 71746) 63lsss 
825* (ps); Nomad (8) 4-dr., $2,015 
roa): ae (h) ddr, hardtop, $1.- '59|_ 40479| 5058) 2297} 3054| 15520| 34467| 60398| 138786] 3176] 3473| ~—*14855 | 160290) 18773] 16768] 125256| _27529| 30730] 219056| 13596] 110185] 6o4dD4 
00* (ps); 4-dr., $1,630*; Corvair (900) | Colorado "60; 4605/74 148 190| 3075|  3791| 7968| 14251 225 «1729, «1361|  17566| —-2309|-—«:1214) «(17313 -3195| -3680|  27711| 1197| 4425! gan 
(8) ear. $1,775*: Corvair (700) (6) '59| 4038] ‘Sus 189} 325} 1862} 3368] 6329) (14421| 465 280 He 16879} 2039} +1080} 15730} 2974] +3575) 25398} 1307) 6085) 600% 
4-dr., $1,360, $1,315*, $1,305; 2-dr.. | Connecticut "60; 8364, 1490/ 232/ 354) 5547| 8731| 16354) 19672 285! 2325). 2972| 25254; 2845) 2288) 22412; 4717) 5386| 37648) 2276) 11928 vo 
$1,200; Brookwood (8) 4-dr., $1,650; 59) 7101| 1204) ~——297| += 656] += 2288] += 7524] +«11969| 19340] 384 420| 2063 22207} 2490} + 1922| 16716] 4658] 5170} 30956} 2316] 13131 
Biscayne (6) 2-dr., $1,395° Del 60, 1059| 235;  39|  101|  1230| 1520)  3125| 3964 | 55| 447| +~«366| +4832, +~+«680/ +~—«S08| «6005! 1091/1241 9525] 279 ~—«I927| m0 
, 5 : * elaware ; 

ue, eae, BL T0e, a 38e", ig '59| _770| ~—«198 44; 170) 6131666} 2691) 4010 118 63 465 4656| 732) 403| 4248 936| _1057| 7376 345| 2157 
(ps): Parkwood (8) 4-dr.,' $1,470*,| Dist. of Col. "60/1801 481 5 76| 1516| 2665! 4833) 5254 140 ral 604) 6485; 665 840| 6965/1546] 1660] 11676] 986] 3529). 29310 ah 
$1,330*, $1,280* (ps), $1,065*; Bel Air '59| 1515] 398 98 174 699} 2057} 3426) 5504 109 169 524 6306} 724 801} 5261] 1565} 1800} 10151}  571| 3839) 24808 
(6) 4-dr., $1,200*; 2-dr., $1,050, $890; | Florida "60| 12478) 1966 706; 613| + 8038| 13403) 24726| 46907] 1067; 3737) 5459] 57170| 7729) +~—-7055| 56053| 10297| 10635| 91769,  3071| 33069) 22228 
Tisees ta = 31 125° 31 105°; '59| 11027} 1708} _—915|_—«968|-—«4350| (10638 _18579| 48573) 1084) (1652! 436! 55670| 7716} 7047|_ 47181|_10785| 10437; 83166| —_3369| 45203) 21704 
om a 4 $800° rae Se | Georgia "60| 5119/98, 174) —«335| 4620/6 940| 13050) 28507 290 1947| 2033! 32777; «4136 ~—«1959| 33104| 5126]  8212| 52537| 1501 12586] 1 117570 

58 Impala (8) 2-dr, hardtop, $1,050*, ‘59! 4288) 936] ~—-204 525} 2453/6150) 10268] 28701 870} 354 1987 31912} 3949} ~—:1878} 26632} 5539) 7695] 45693} 1879) 11707) 105747 
$1,050; conv., $1,000*; Bel Air (8) | Hawaii 60|622|—Ss221 28 17| 780| 2662) +3708| 3720] 19 144/326) 4209/-440|-281|4564[—S41|447| 6273255 ai 16383 
2-dr., $755*; Biscayne (6) 2-dr., $750*; 59] 498] 155) 14! 89 237} 1332} 1827) 2798 46 12 142| 2998} 401] 274] 3055 517} 310|_—-4557 302| 4593] _ M4775 
Delray (6) 2-dr., $700*. Idaho "60; 2011 279 80 87| 1378) 1221! 3045) 3971 80 575 501; 5127] 1060 536| 4818; 1200| 1506] 9120 448, 1591] 2134 

57 Bel Air (8) conv., meer se: Roy '59| 1728) —_—-220 75 149] 714] —«*1210)_—«2368) 4634] ~—«180 107 686 5607] 1123] 482) 4666] 1256 a 9171 672| 1779) 2132 
$405: “Two-ten (6) “station wagon 4-dr,,| Illinois "60; 27515| 5639/1143) 1324| 23167|  25319| 56592| 85857 1854) 10552) 10064| 108327; 22830| 11335| 124871| 27843! 34948| 221827) 7110| 21569) 442940 
$380*; 2-dr., $300; One-fifty (8) 4-dr., '59|_ 24101} 4483|_—«1346) _—-2734|_—-9932)_-24147| 42642) 99241| 3048) +2630) ~—«*1:1286 116205| 19716] 10533} 106862} 28996] 32376] 198483]  9669| 21747| 412847 
$580*, Indiana "60| 10479) 1921 426| 825] 10091) 10456) 23719) 37670 557| 4273 a 46020| 9253/3728) 49006) 12575] 12595) 87157 5611| 98088) 18i74 

56 Two-ten (8) station wagon 4-dr., '59| 10086} 1788 529| 1644} 5309} 11318] 20588} 43871] 1581 756| 4747 50955| 8888} 3564} 43033] 14112} 12884] 82481} 7817|  9062| 180989 
$5050*, $175*; 2-dr., $455; 4-dr., $360; | [ova "60; 6528/1163 146 327, 5356{  6121| 13113| 22124 165] -2596| —«:1973| 26858 4415| 1475| 27296| 5364) 5455| 44005| 1454| 3479) 9547 
4-dr. hardtop, $260; Two-ten (6) sta- '59| 5671! 1031 189} 605} 2717) 5662} 10204} 25743 631 266] 2954 29594| 3786| 1430) 25165] —5457| 5771} +41609| —-1991| 4059 9318 

( eae = - wane = a _ —— ——— 
we wegen, +e. $290; a mt Kansas 60, 5127| +825 155, 231| 4229) 4753) +10193| 19104 229 1903| 1448] 22684) 3708} 1309| 23022| 4353)  4881| 37273  1359| 4306] eos 
4-dr., $425 conv $390 One-fifty 
ite a.” , '59| 4356] = 76! 177| 418] 2238) + -4661| +—-8255| 20542] 544 ~~ 284 1969 23339| 3581] 1246] 22546] 4627) 4743] 36743] +1578] 5119! 79390 

aanee owen, Siar. ae, ws” SB] BH) Leal Peele Feel Hd) ol cals) | em) mal re) eee 
$400*; Two-ten (6) 2-dr., ; ; 3329] 537 37 5 7 ; e 5 6 I71| 29 983| 16406] 4563] 4306) 
teen ta ae ee ‘591 349] 5951 1a] 991 I7el| 30001 c776| See0s| sao] fan] OSS] 866] Basse] Sena] Mean] azcla| GATT] dant] aasenl 1008) 70k) aa 
5 -dr., : ' 6776| 245 32 1975 27372| 3402} 1583] 25927] 5496] 5758] 42166] 1338 | 
CHRYSLER — ’57 Windsor 4-dr. hardtop, | (ine 60; 2753 311 rT 126] 1550] 2214 4242| 6726 63 765 759| 8313 1031 511; 8752; 1090| 1625| 13009]  755| 3163) 322% 
S380 =o eee eee ee ‘59, 2175) 256 44 140} 827] ~— 2028] ~—-3295| II 267| 108 699 | 7185| 871 424| 6173| 1079} 1445} 9992] 803] 3805) 27255 
‘ : _| Maryland 60; 7800! 1709 256 490; 7389| 10420| 20264] 25482 240 2108} 2402) 30232} 3919|  1985/ 33607} 5083| 6179) 50773|  1698| 9628] 1203% 
——— GO Dart (8) Seneca 2-dr., $1, 59! 6258) 1254| 258] —«851| 3316 | 9050) 14729| 24382 asa] 366] 2213 | 27424|_3176| _—:1785|_-24925|—5190| 5409] 40485) —2181| 11398) 102475 
wt Coronet 4. 80, Mevsechanes SLi] feae 9) es| 8 eel tc] S| will en) | Ses] al sya) tala 
; | 6 44 | 91 
— 59 R (8) 2-dr, hardtop, —— epee “ r th 4 
ake — Michigan “60 20608| 4263| 928 1457| 25919| 29116 61683) 105903 1679| 14679 13999| 136260| 22751| 10438) 113214) 26121| 32109| 204633| 3964] 18572| 44578 
$85) 
FORD—'61 Fairlane (6) 2-dr., $1,850; Fal- '59| 20889} -3572| 1052] 3079| 10665) 25753] 44121| 108772} 4208| 2499| 14848 130327} 19428] 8792! 95822] 25629] 30707| 180378} 5754] 20975| 40244 
con (6) 2-dr., $1,565°. Minnesota "60| 8864; 1707| 274) 494| 7256! —«9914| 19645| 28204 | 337| 3413 any 34633| 6191| 2413| 34319] 8374] 8211] 59508| 2619| 6406] 13167% 

60 Thunderbird (8) conv., $2,580* (ps); ‘59, 8353] 1374 293| 993) 3629} +8537] 14826] 33243} 1078) 471 3554 38346] 5706] 2101] 29579} 8089} 7566] 53041] 2870) 6278) 123714 
Ranch Wagon (6) 2-dr., $1,700*;| Mississippi 60; 1830 385 56 126| 1528) 2358) 4453] 9703 85 803 646| 11237) 2031| 624! 13013}  2770| 2708) 21146 593| 2723) 41982 
Fairlane 500 (8) 4-dr., $1,490*, $1,- '59| 1433 387 50 = 766| 2247] 3673] 10350 209| 119 759 | 11437| ‘1821 556| 11151} 2328] 2436] 18292 732| 3377] 38944 
Cas Ghee, Pemians. (a) ite,’ B1., | Miscourl 60/9475; 1390/ 278) «495 -9457| —-9737|_21357| 35947 ee a By 6017|  2808| 46377| 8063 -9358| 72623| 1652| _7966| 15410 
we 6G, oe ae '59| 7954] 1078 269 3 4276| 9089} 15565} 37684] 863]  443| 2827 41817} 5885] 2576] 41055] 7961] 8239) 65716] 2716] 10945) 144713 

59 Galaxie (8) 2-dr. Victoria, $1,300*;| Montana 60} 1690| +238 70 80|  1489| 1410) 3287; 4889 60 736] 490| 6175| «1168! += 493) —«5753| +1328] + +=+1183| + 9925| 442| 1479! 22998 
Country Sedan (8) 4-dr., $1,165*; Fair- '59| 1558 271 107 166] 836} 1634] 3014) +5493 236 94 814] | 6837) 1301| 560) 5930] 1452|_—*1412] 10655] 698] —*1634| 243% 
Jane 500 (8) 2-dr. Victoria, — vane Nebraska 60) 3512) = 605 123 164| 3445! 3226] 7563| + 13397 | 84/1406 - 15716] 2154! 1048] 15602/ 2994! 3046] 24844) 721| 2188 54544 
Fairlane oa 4- ‘aaa’ pall en '59| 2768] =I 180] 279) 1369] 3149) 5588] 15715 308 166 1507 17696| 1936} _—931| 14264) ~—-2824| 2825] -22780| ~—«*1078| ~—3134|_ 530M 
ae 2-dr.. $906 - Nevada 60) 715] 153 43 34/534) 7I1| 1475] 1983 | 127 444 ” 2891| 252/334) 2027490 778/881; —st99| +1543) 10704 

Mbiiteeiee’ (8, Sle hardton, $1. 59] 592 100 59 83} -267|_—«572|_—«108t| 2117 108 137 423 2785| 364 380| 1912} 574 736| 3966 274| — 2852| 11550 
900* (ps); Ranch Wagon (6) 2-dr.,| New Hampshire ‘60|  2342| 225 39 63| 1403 1503)  3233| 5305 75] 673} 41/6694 += 809/376] += 6582) +=—«916| +~—«1077| +~=«9760| += 736| +3161) 2592 
$665; Custom 300 (6) 2-dr., $615, '59| 1876 187 35 105] 679} —s«515} 2521] + 4427 184 79| 597 5287| 537] —-356| +4903 894] -987|__-7677|_—-704| ~—-3053! 21118 

5.8530. 730+ | New Jersey 60) 19419) 5614) 1068] 1323] 16890) 21635! 46530| 51406 | 1132] 5709/6524) 64771; 10523|  8596| 65531! 14404) 16557! 115611|  4520| 21653| 272504 

Phe gear. Gea0s, “s575° tps)? i. '59| (13914) 4048] 1123} 2139] +6765} -:17059| 31134] 48972] 1106] 1388] 5721 57187; 8207|__7107|_ 46822| 13326] 15538] 91000} 5234| 24880) 22349 

Jigsrr Se 92 hie Ss 4 6) | New Mexico 60; «1807! 367 83 89| 1046] 1862|  3447| 6276 68 703} 580| 7627/ += 993| += 641| += 7673| +~«1546| 1630) 12483 553|  2127| 28044 
gg I ge SOR nat ie -a B ig 59/1394) 293) 99]_——163]_—834]_—'1722)~—3Itt| 7215 zie] 110/758 8299| 1319} 537|__7752|_—*1632|__—«*1726|_‘(12966| 756) ~—-2830| 29356 
$490*; 4-dr., $460*; Custom 300 (6) | New York "60| 44373| 11595| 2026 a 38265| 50372! 104721 113522 2044, -12925| 14815] 143306 el 18442| 137889] 37490/ 36480! 253966| 11245| 54219) 611830 
2-dr.. $480°; Country Sedan (8) 4-dr., '59| 32363] 7698] 2134) +4257] 15008] 38777] 67874] 104243] 2429} 2910} 12750 122332] 18992] 15369| 103488] 36742} 34834] 209425| 12754] 54842] 499590 
$525* (ps). North Carolina °60| 5023| 1214 171| 335! 4879! + —7410/ +14009| 32250 | 216] (2279) -2669| 37414) —-5050| —-1960| 32316! 5439! 7002} 51767| 1760| 9701 119674 

oe See thy coe $315° (ps); 59} 4106) :1097|_——180)_—— 754) 2813] ~— 7068] 11912 3p 148| ai 310| 2633 | 35903| 4910} 1887| 25955] 6036] —-6766| 45554! 2159] 12307|_I 11% 
Custom (8) 2-dr.. $115,” "| North Dakota 60 —«*1261 389 63 94) 1298] +1555) 3399) +5138 | a 774| 488) 6444 = «807| «= 304) ~—«5622| +~—«1326| + ~—«1015| «9074 +~=«294) ~=«672| ~«2N1H 

54 Custom (8) 2-dr., $325. 59] 1237) 349 7I 193 783; 1799| 3195] +6081 268| vz} 749 7171 852| 285] 5308] 1333] —:1086} 8864) ~—345| 668} 21480 

TRY — '57 Turnpike Cruiser 4-dr., | Ohio "60| 22694) 4351 888| 1553| 26994] 28438| 62224! 91328] 1062} 11569| 13068] 117027/ 19156|  7897| 105166| 23517| 28478! 184214) 5894| 21724) 413777 

oacuns Sg i nage Sag $225. ‘59; 21914| 3800) -957|_—«3111| 12939] 25471] 46278] 97272! 3091 1464] 11630 113457] 17922} 7261] 85850] 24491] 26555] 162079] 9370} 29937] 383035 
$700* (ps); y ; : 99. 

56 Monterey 2-dr. hardtop, $400*; 4-dr. | Oklahoma *60/ 4358/4643 133 187|  3066| 3534) 7563] 18321 | 146 1549] 1460| 21476] 3063) + =1431| 22377| 4594| 4732 36197|  816| 3214) 73624 
hardtop, $395*; Montclair 4-dr, hard- '59| 3758} S11 143 396] 1531] 3687) 6268) 19914] 306 236 1864 22320} 3156] 1399] 21228} 4656] 4712} 35151] 1385] 5113] 73% 
top, $350* (ps) 7 r : 4 “ 
op, ata Oregon "60| 6801 600 154 173| 3054! 4493) 8474! 13592 | 234 1526 1650! 17002] 2433 1142] 16232) 3020] 3854] 26681|  1976|  7660| 68594 

OLDSMOBILE—'60 (98) £-4:, Molees, $2. '59| 6475} 446 168} 4456/1357] 3617} 6044) 14806] —503 253 1737 |_17299| __2448| 1017] 14856] 3130) 4314] 25765] 2291 ~—10492|_ 68366 
pt a satiee tees ea tant (ps); | Pennsylvania "60| 29628] 6659] 1087) 2463) 31216| 32946] 74371! 73360 | 1070] 8910) +9263) 92603; 15593! 9147) 93937! 18980) 21495] 159152/ 8510) 25677) 389% 
as. ae a , '59|_ 24672| 5769] 1333} -3912| 13337] | 28864] 53215] 72951] 2562 1586] 9941 87040| 14326] 8468] 77097! 19546] 20760] 140197] 9423] 28937| 343484 

59 (98) conv., $1,960* (ps); (88) 2-dr.,| Rhode Island "60| 2723 393 73 93| 1429| 2542| 4530! 6686 | 84 493} 634|«-7897{ += 850| +667! 5915] 1126]  1093| 965! 472|  3247| +28520 
$1,675* (ps). 59] 2110] ~—_—-295 82} 124) tt] = 2031/3143) 6416 8! 119 541 7157|__710|_—«570|_—-4763|_~—«1:145|~—«*1068] 8256 518| 3099! 24283 

58 (98) 4-dr., $1,200* (ps), $1,050*| South Carolina  ‘60| 2830 512 81 165| 2267| 3704) 6729| 15319 76| 972|  1277| | 17644| = 2317 831| 15928] 2296! 3116] 24488 542) 5178) 574ll 

* 
(ps); {) >. ret (88) Super '59| 2278) 455 78} 302} +1377] 3402} 5614] 14198] 320 157) 1246 15921} 2443 809} 12176] 2409] 2950} 20787] 1223]  6747| 52570 
-ar. ° 7 ] A 14 07 ryt. 7 cil = I> > 7 7] 7 

S ges . | South Dakota 60/1498] 268 58 79|  1126| 1366| 2897| 5437 rT 691 347| 6516] 927 += 313) +6095] + 1280| 1166] 9781 389] 915) 219% 

arose uae we 59/1243) 308] 55|_—172| ~—706|_—«*1490|~—«-2731| 6188 aol] 2) 688 | 7239 1028} —-311| Saat] 1457} 1286) +9973] _—-403):~—=—«944)_ 22533 

56 (88) 4-dr. Holiday, 0515*; (98) 4-dr.| Tennessee "60|  5350| 724 160| 346] + +4357| +5393] + 10980| 22579 | 278 1914 a 26793| + 4230| +—«11652| 28286]  5066|  6004/ 45238| 1355]  6568| 96204 
Holiday, $390* (ps). '59| 4313] 665 197| __625| 2400) :~=—«5285| +9172), 23739] +~=— 802} +~=—355] +2006 26902| 3940/1531] 22233] 5309] 5776] 38789] 1569} 6905! 87650 

55 (98) 2-dr. Holiday, $480* (ps). Texas "60| 14341 Ay 836 7 11851{ 16516] 32788! 76643 | red 4753 ad 88000; 13613] 7109/ 100768; 20245/ 20173| 161908] 3853| 26041| 326931 

PLYMOUTH—-’60 Belvedere (8) 4-dr., $1,- 59} 12900) 2441 953} 1512} 6489] 15500] 26895} 87520 1584] 1162} 6160 96426| 14329] 6983] 92371] 22193] 20656] 156532} 5617] 33495| 331865 

65* (ps). Utah "60 2165 357 ry 170! 1391| «1922 3921! 5864 104 838| 814) 7620| 1059 601; 6110) 1506)  1860| 11138 340| 2445| 27629 

*59 Fury (8) 2-dr. hardtop, $1,000*; '59| 2228 248 75 318 711] 1634] 2986 e793 212| 114 935 | 7054) 1229 556] 5607} 1535} 1914] 10841 389|  2669| 26167 
-dr., $760*. aot = a — = = “ 

eit Eitestes <i} “a-ae., 400°: Savoy | Vermont “60; 1031 225] ~=S26| +~=S=S«49| +~=SCO745| «194 ~«<2239| ~—«3461 30| 324 309) 4124-568) «207 mi 422; 598| 5656| 419|  2009| 15478 
(8) 4-dr., $315°. ' : ‘59| 1059] ‘165 20) 86} 402| ~—«1050/ +—«*1723| ~—«-2882 90| 29 370 3371 489| 192), 475| 569] 4929] ~—-350)_—«1945| 13377 

55 Plaza (8) 4-dr., $150*. Virginia "60| 6539, ‘152! 261 553| 6471| 10032) 18838] 30305 | 342) 2813 am 36529 4924/2191 34048) ai 7457| 54465 2048) 15269| 133688 

PONTIAC—’61 Ventura 4-dr., $2,675* (ps). 59] 5295| 1287 293} 885] 3240] +9103} 14808] 30224] 4! 489| 3241 34595|  4495|_—1943| 26866} 5719| — 6860| 45883] 2251] 15556) 118388 

60 Bonneville 4-dr., $2,460* (ps); Star] Washington "60| 6332) 583 135| 217| +3331; + 4488| 8754) 16244 | 194 1688 rea 19947| 2454] -'1187| 14973] 2962| + 4197| 25773| 1412) 9027) +7124 

__ Chief 4-dr., $2,275* (Ps), $2,135° (ps). '59| 6010] —582 161 461] 1958] 4170] 7332] (:17830| +664] ~——-309| 2136 20939| 2649/1038] 15960} 3219} 4388] | 27254| 1734] 13190 76489 

= ones oo “ 055* : West Virginia  ‘60| 2996] 596 veal 182| 2607| 3936] 7421| 9777 | 108 1304 me 12185| 2171 765| 12052| 2605| 2722} 20315| 879]  2691| 46487 

mn Chieftain Safari 4-dr., $825°, $770°: '59|__-2197| «523 106} 400)_—*1370| ~—-2804] ~—«203} 10084) ~—4i19 161 1284 11948} 2034] 653] 9608} 2575] 2501] 17371 059| 3053) 4083! 
Star Chief Safari 4-dr., $655*; Super | Wisconsin "60 17148| 1736] 290/454) 8952/7255] 18687| 31615 | 423|  4000| 2879) 38917| 7903] 2948] 38676| 10103] 10321] 69951] 2396] 6713| 153612 
Chief 2-dr. Catalina, $650*. 59] 15119] 1376] 279] 8754417) ~—7579| 14526] 33879] 791 529| 3539 | 38738] 6533} 2604/ 31888) —9443|~—-9611| 60079] —2542/ + 6732| ‘13773 

*56 Chieftain 2-dr. Catalina, $475*; Star! Wyoming *60| 1004 152 46 68 606; 1008) 1880) 2572 | 43 410 an) 3323 749 319| 3737 859 876| 6540 256] 1303| 14308 
Chief Safari 4-dr., $330* (ps); 4-dr., t ‘59/1031 138 4| il 322 728| 1340] 3020 130 68 432 3650 675| 315] 3443 852} 893] 6178 1684| 14182 

wl ace Chief Safari 4-ar.. $305*; Chiet-| Twelve Month's °60| 422273] 79752) 16360/ 23063! 356572| 445590 921337) 1420352 20711| 150724 WevetG) (74rae 267837 149593 1696925] 355798] 399646|2869799| 106244 507695/6 6576650 

Total '59| 363372] 64424] 18498] 42488) 167277| 390104] 682791 | 1471249 28815} 157972 1698814} 245909 135387/ 1419131} 360525| 382137/2543089| 133382| 619827| 604127 





'2-ar. Catalina, 














tain Safari 4-dr., $285*; 
$215*; 4-dr., $160. 





Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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FOR THE AUTO INDUSTRY 


Q@ Why is the AUTOMOTIVE NEWS Almanac— 
for 35 years the fact-finder of the industry—impor- 
tant to you? 


A Because it’s used in every way, every day of the 
year by decision-makers at every level, in every facet 
of the industry. 


Q What facts does the Almanac contain? 


A Hardly the space here to be complete, but to list 
a few features: Car and truck production figures; 
photos and biographical sketches of industry leaders; 
engineering trends; comparative registration informa- 
tion; service specification data; Who’s Who Directory 
of Automotive Manufacturers; and much more. 


Q How is the Almanac helpful to the automotive 
industry ? 


A The factual information in the Almanac presented 
through Statistics, charts, graphs, and historical data 
eliminates the guesswork and hearsay of past and 
Present automotive conditions and provides a firm 
basis on which to calculate new trends. It is a com- 
plete, accurate picture of the automotive industry in 
one source. 





Q What is the distribution? 


A This year, over 47,000 car and truck manufac- 
turers, dealers and other key automotive people will 
purchase the Almanac or receive it as part of their 
paid subscription. 


Q How will I benefit as an advertiser? 


A Because the Almanac is a source book, because it 
is so useful to automotive people, because it is being 
constantly referred to YEAR "ROUND, your ad is 
exposed over and over again. And it is exposed to 
those people you want to reach, people interested, 
able and ready to do business with you. 


Issue Date . . . . April 24 
Closing Date . . . March 17 
(first forms) 


@ @® 


YEAR LONG USE... 
YEAR ‘ROUND EXPOSURE! 


Don’t delay. Be a part of the most influential pub- 
lication in the automotive industry. Contact your 
AUTOMOTIVE NEWS Representative today. He’ll 
be ready to give you complete information. 


REPRESENTATIVES 


NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 ‘ 
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Checker Awards 


17 Franchises 
In 13 States 


KALAMAZOO, Mich. — Checker 
Motors Corp. has added 17 dealers 
in 13 states for its Superba and 
Marathon sedans and station wag- 
ons. 

They are: Norwalk Motor Sales, 
South Norwalk, Conn.; Soulen GMC 
Trucks, East Hartford, Conn.; Muzi 
Motors, Inc., Needham Heights, 
Mass.; Peters Motor Sales, Lynn, 
Mass.; Rambler Central Motors, 
Kansas City, and West End Motors, 
Inc., St. Louis. 

Also, Transportation Specialties 
Corp., San Antonio; Wood Motor 
Co., Marshall, Tex.; Dawson Motor 
Co., Des Moines; Duluth Sales & 
Service, Inc., Duluth; A. I. Hubbard 
Motor Sales, Inc., Buffalo, and 
Kearns Motor Co., Great Falls, 
Mont. 

Also, Montz Sales & Service, Inc., 
Barberton, O.; Northside Rambler 
Co., Tampa, Fla.; Roewardt-Thom- 
son, Inc., Sheboygan, Wis.; Frank 
C. Videon, Inc., Newtown Square, 
Pa., and Welter Pontiac, Inc., South 
Bend. 


Chrysler Builds 
214 Million 
TorqueF lites 


KOKOMO, Ind.— Production of 
three-speed automatic transmissions 
at Chrysler Corporation’s Kokomo 
transmission plant has _ reached 
2,250,000, according to W. L. Miron, 
plant manager. 

Pilot production of the company’s 
three-speed automatic transmission 
for eight-cylinder engines was 
started here in November, 1955, with 
activation of the transmission plant. 

In September, 1959, the Kokomo 
plant started producing Torque- 
Flite-six transmissions in addition 
to TorqueFlite-eight units. 

Total production includes approx- 
imately 350,000 TorqueFlite-six 
units and about 1,900,000 Torque- 
Flight-eight transmissions. 

Chrysler Corporation has pro- 
duced more than 5,400,000 automatic 
transmissions since it first intro- 
duced the two-speed PowerF lite on 
1954 models. All of the Chrysler- 
built automatic transmissions have 
been produced in Chrysler’s Indiana 
plants. 


Chip Off Block — 


Novel Sports Car Styled 
By Exner’s Son 


OAKLAND.—A sports car that 
helped win a University of Notre 
Dame degree and foreign acclaim 
was displayed at the 1961 National 
Roadster Show in the Oakland Ex- 
position Building. 

Designed and built by Virgil M. 
Exner jr., 27, Birmingham, Mich., 

the car was accepted by Notre 
Dame as Exner’s thesis for a 
master’s degree in fine arts. He 
is the son of the Chrysler Corp. 
styling vice-president. 

The car won praise at last year’s 
Paris auto show, “Salon D’Automo- 
bile,” and also at major Midwest 
custom-car shows, according to Al 
Slonaker, Oakland show manager. 

The vehicle was brought West re- 
cently by Exner, now an Air Force 
officer, when he was assigned to 
Travis Air Force Base, 

He spent four years designing 
and building the car, whose novel 
design is based on a “continuous- 
fin” theme from front to rear. The 
epoxy resin fiberglass body is 
mounted on a Simca “8” chassis, 
which has been extensively modi- 
fied to fit Exner’s new concept in 
styling. 

The sleek body is topped by a 
clear plastic “bubble” canopy, con- 
toured into the car’s smooth-flowing 
lines. The canopy lifts by a hood 
hinge to permit entry and exit. 

Finished in pure white with a 
blue racing strip running the length 
of the body, the vehicle is powered 
by a reworked 1221 c.c, Simca over- 
head-valve-type engine. 


eats Adds 2 Outlets 


NEW YORK.—Citroen Cars Corp. 
has appointed two new dealers in 
New England, They are Auto- 
France, Inc., 181 W. Putnam Ave., 
Greenwich, Conn., and Priest’s 
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Current Prices on U. S. Cars 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr.  sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2,816; standard 4-dr. 
3-seat stat. wag., $2,762. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC—Serles 62 —4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 


252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 


(Hydra-Matic, power steering, 
brakes standard on all models.) 

CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 


power 


Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 

CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,- 
622. Windsor — 4-dr, sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., $2,053; 2-dr, sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr. 2-seat stat, wag., $2,353, 

DeSOTO—4-dr. hardtop, $3,167; 
hardtop, $3,102. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 
wag., $2,354. 770 Series—4-dr. sed., $2,- 
137; 2-dr. sed., $2,075; 2-dr, hardtop, 
$2,164; 4-dr. 2-seat stat. wag., $2,449. 

Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 


2-dr. 


stat. wag., $2,695. Pioneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 





Arkansas Senate OK’s Bill 


To Liberalize 


LITTLE ROCK.—A bill to exempt 
installment purchases from the 
state’s 10 per cent ceiling on interest 
was passed by Senate despite claims 
by opponents that the measure is a 
“subterfuge to evade usury.” 


The Senate vote was 27 to 6 in 
favor of the bill. There were indi- 
cations, however, that it faces 
strong resistance in the House. 
In a spot check of House mem- 
bers, the Associated Press found 
many of them opposed to the 
proposal, 


The bill specifies that the amount 
added to the cash price of an article 
of personal property for the priv- 
ilege of paying for it on the install- 
ment plan shall not be regarded as 
interest. 


On that basis, the bill says that 
the 1875 state law prohibiting more 
than 10 per cent interest on loans 
or money due is not applicable to 
installment or deferred - payment 
sales. The bill applies only to per- 
sonal property. 


Two of the bill’s four sponsors are 
auto dealers. They are Senators Roy 
W. Milum, of Harrison, and Merle 
F.. Peterson, of Dumas. 

Milum said the measure makes 
the law regarding interest rates 
the. same as it was before 1952 
and 1957 decisions of the Supreme 
Court. Those decisions declared 
that time-payment contracts come 
under the 10 per cent usury law. 

In opposing the bill, Senator Mel- 
vin T, Chambers, Magnolia, declared 
that it “penalizes the man who has 
to buy on credit.” He said it was a 
“subterfuge to evade usury.” 

Milum contended that competition 
















Interest Law 


will keep the price down. “A fellow 
won't be able to charge a big, fancy 
price,” he said. 

He called attention to a provision 
of the bill which specifies that the 
cash sale price, the total installment 
price and the difference between 
them be stated separately on the 
contract. 





4-dr. 3-seat stat. wag., $2,892. Phoenix— 


4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 

Polara V-8 — 4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr, 2-seat stat. wag., 


$3,294; 4-dr. 3-seat stat. wag., $3,409. 


FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat, wag., $2,- 
225; 4-dr, 2-seat stat, wag., $2,268, 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261. Fair- 
lane 500—4-dr, sed., $2,430; 2-dr, sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr, hardtop, $2,662; 2-dr. hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 

IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr. _ sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 800 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 —4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr, hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 

OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., $2,681; 
deluxe 4-dr, 2-seat stat, wag., $2,816. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr, hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 





———e 


all Series 98 models and on Super 8g Stay. 
fire conv.). 


PLYMOUTH — Valiant — V-1069 — 
sed., $2,014; 2-dr. sed., $1,953; 4-dr, 
stat. wag., $2,327. V-200—4-dr. 
110; 2-dr. hardtop, $2,137; 4-dr, 2-sey, 
stat. wag., $2,423. 

(The following prices are for six-cy; 
models, For V-8s, add $119.) Savoy. 
sed., $2,310; 2-dr. sed., $2,260. Belveder_ 
4-dr. sed., $2,439; 2-dr. sed., $2,389; Qtr 
hardtop, $2,461. Fury—4-dr. seii., $2,575: 
4-dr. hardtop, $2,656; 2-dr. hardtop, g' 


4p, 
sea, 


575 
599. Station Wagons—2-dr. 2-seat Deine 
$2,602; 4-dr. 2-seat Deluxe, $2 668; dete 
2-seat Custom, $2,761. Plymouth va 
(On the following models, a \-8 engine 
is standard and a six-cylinder engine y 
not available). Fury V-8—Conv., $2.97 
Station Wagon V-8—4-dr. 3-seat . 
$2,990; 4-dr, 2-seat Sport, $3,024; ded 
3-seat Sport, $3,134. ; 
PONTIAC—Tempest—4-dr. sed., $2,197, 
4-dr. 2-seat stat. wag., $2,438. 7 
Catalina—4-dr. sed., $2,702; 2-dr, seq 
$2,631; 4-dr. hardtop, $2,842; 2-dr, : 
top, $2,766; conv., $3,078; 4-dr, 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat, Wag, 
$3,207. Ventura—4-dr. hardtop, $3,047; 9 
dr. hardtop, $2,971. Star Chief—4-dr, Sed, 
$3,003; 4-dr. hardtop, $3,136. Bonnevili_ 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3, 
255; conv., $3,476; 4-dr. 2-seat stat. wag 
$3,530. 7 
RAMBLER—American—Deluxe — 4. 
sed., $1,894; 2-dr, sed., $1,845; 2-dr. 2-seu 
stat. wag., $2,080; 4-dr, 2-seat stat, 
$2,129. Super—4-dr. sed., $1,979; 2¢ 
sed., $1,930; 2-dr, 2-seat stat. wag., 2. 
165; 4-dr, 2-seat stat. wag., $2,214. Cy. 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,906). 
conv., $2,369; 2-dr, 2-seat stat, wag. 
$2,295; 4-dr. 2-seat stat. wag., $2,344.” 
Classic—Deluxe Six—4-dr. sed., $2,093. 
4-dr. 2-seat stat. wag., $2,437. Super Six 
4-dr, sed., $2,268; 4-dr, 2-seat stat, wag,, 
$2,572; 5-dr, 3-seat stat. wag., $2,697, 
Custom Six—4-dr. sed., $2,413; 4-dr, 9 
seat stat, wag., $2,717; 5-dr, 3-seat stat, 
wag., $2,842. Super V-8—4-dr. sed., $2. 
397; 4-dr. 2-seat stat, wag., $2,701; 5d, 
3-seat stat. wag., $2,826. Custom Yy-g. 
4-dr, sed., $2,512; 4-dr. 2-seat stat. wag, 
$2,816; 5-dr. 3-seat stat, wag., $2,941, 
Ambassador—Super V-8—4-dr. sed., $2. 
537; 4-dr, 2-seat stat. wag., $2,841; 5-dr, 
3-seat stat. wag., $2,966. Custom y-3— 
4-dr, sed., $2,682; 4-dr, 2-seat stat. wag, 
$2,986; 5-dr, 3-seat stat, wag., $3,111, 
STUDEBAKER—Lark Deluxe Six—4-i, 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag, 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe V4 
—4-dr, sed., $2,140; 2-dr. sed., $2,070; 
2-dr. 2-seat stat, wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr, 
sed., $2,290; 2-dr, hardtop, $2,378; conv, 
$2,689; 4-dr, 2-seat stat, wag., $2,655, 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 
WILLYS—Jeep—2-dr. 2-seat stat. wag, 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both are two-wheel 
drive models. ) 





New Commercial-Car Registrations, 


All States for December, 1960-1959 


Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 


state capitals. way 





Brock- | Chev. 








Stude- 
baker 


TO. 
TAL 


Mack White | Willys | Misc. 















































41 States Previously '60| 53| 17545 79| 2656] 15831| 4151] 5618 564 350 590| 2738| 1961| 521% 
Reported for December 59| 80} 8901 219} 2131] 15020] 2644] 6434 724 152 844| 3145] —-2616| 4210 
Alabama *60| | 1004) 4 115| 773 269; 230 4l 13) 36| 32; 113) 60 
59} | 806} 10 147} 822 268| 369 79 17| 41) 23| 148} 270 
Indiana "60 | | 756 | 5| 97, 459/212 275 | 29 53| 44) 42| 73| 206 
59| 236 5} 50} 391 80 168} 19 5| 22| 46 43|__ 106 

Kansas "60| [.. ae 2| 30; 298 64 97 | | 2| 1 21) 3} 
'59| | 222} 1 14} 258 54 126 3| 4| 5| 12 13/72 

Kentucky "60 441 | l 34 395 | 83| 85 | l 7)| 3| 23) 20; 1091 
59| 256] 1| 24; — 304/ 60} 130) 6) | 15} 16| 30| 88 

New Mexico "60/ | 257) l 31-220) él) 36) 1| I] | 35 10; 663 
'59| | 202 2 46} 230) 45 78| 5 2| 27| 10, 7 

New York "60/ 44; 1004| 10 156 786 271; 423| 45) 3 138, 337; 198; 3415 
: '59 30 458) 22; 191} 1008} 148) 905} 63] I} 96| 518] 446) 38% 

Oklahoma 60) | 1047) 1| 67| 722 169| ‘157! 15 10 7; #)|~CO] oe 
‘59 |__578| 3| 56| 788] ~—«*147|_—224| 5| 4| 24| 25 | 19} 1873 

Oregon 60) | 490) | 7\| 447 208; (144| 8) 27) 17 77 100; 1590 
'59| | 245} 63 423| 81) 197! 5 10| 49 66 84) 122 

Texas "60 | 2628| 4 205 1936, 380; 380) 19 39| 38) 90| 82) Sel 
ae '59| 1] 1662] 9} 247; += 2180; + = 310) — 736) 32| 23} 159| 125| 146} 5630 
Washington "60; 309| | 58} 226 107| 58 7| 7| 3 21} 21| 87 
'59| | 85) 1 42| 207 73| 93 1 3| 7 13] 38) 53 

All States "60 97| 25802|  106| 3520; 22093; 5975| 7503) 729| 522 878, 3432| 2593, 73250 
For December '59| HN] 13651] 273} 3011} 21631] += 3910} += 9460) += 942) «= 232) ~=—:1262| + 4016} +~—- 3593) 620% 
Full "60/ 1103| 316962;  2421| 43606! 280501| 82546! 110349| 10876, 5932) 14179) 31385| 43625| 94348 
Year '59| 1196| 306237} 3008} 52278) 292931| 69509} 109053| 13473} 5908} 15497) 30864) 42179| 942133 





Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car Registrations, All States for December, 1960-1959 























Auto Sales, New Market, N. H, 






























































rn registra- 
ions as com- : 
iled by R. L. Lincoln Comet| FORD Cadil- | Chev- | Olds- G.M. 5 
pr ac.” TOTAL lac | rolet |mobile TOTAL | Stude- 
4l States "60! 23845]  6047| 1037 811| 16704; 23209| 47808| 85342 | 1975 10077] 10915] 108309} 20716| 10509] 103555| 25215| 26952| 186947| 5345| 23114| 395368 
For December '59| 23054] 4425| 1176] 1798] 14931] 21975] 44305] 90278 189} 2390) 9833 103690] 10867] 4745] 48823] 13132] 13935] 91502] 8630] 38129| 309310 
Alabama 60; 580) 121 21 16| 426 456| 1040| 2665 37| 269 355, 3326 518] 221] 3500 638 662| 5539 116| 889] 1149 
'59| 527 77| 27 37| 389 470} 1000) 2616 60 33 225 2934 337 119] 1799 407| __ 447| 3109 202} 1301! 9073 
California "60| 3344) «=—-724)~—Ss 231 119| 2483| 3100) 6657| 12671 489 1443] 2234) 16837] 2300 (1719) 14373; 3256! 3393] 25041 724| 4653 57256 
'59| 3486) —«490|_—«*82 168} 1714] 2766] 5320) 15216 178 440 1602 17436| 1240 643] _7229| ~—:1586| —-1607| 12305] 1247} 8380) 48174 
indiana 60| 738) ~—S—«218] 44| 59 629 715| 1665 3228 59 360| 362) 4009 99% 424, 4124) (1273) —=«#'122|~=S=—«7939 418 621| 15390 
'59 584; II 28 7I 445 552| 1207] 2620 40 él 329) 3050; 329 141] 1595 450| _370| 2885 373 608| 8707 
Mississippi "60 173| 43 7 7 123 180 360 970 10 90 100} 1170; ~—«227 80/1139 359 283| 2088 31; 220, +40 
159 130) 4\ 13 19 93 167 333} 1059 4 16 105 1184) 141 33 632 134) 178} «118 79 321| 316 
Nevada "60 rT 18| 5 3 51 67 144, «170 15 27 51 263 30 34 187 51 88; 390 17 i07| 982 
'59|__137| 34 12| 12 7I 137 266 399 15 31 94| 539 44| 62 275 94 102 577 56 414| 1989 
New Mexico "60 144| 38| 6 8| 63 121| 236 487 10 52| 72 621 9 48 630/115 143) 1035 46 143| 2285 
'59| 150] 29| 13 17|___ 107 155] 321 647 6 10 84| 747 89| 43| 478 114) 110|_——-834 94 267| _ 2413 
Oklahoma 60/421} 90 21 14 30! 294 720| 2274 14 200 184| 2672 427 182| 2502 497| -569| 4177 74 251! 835 
a : '59| 395 50} «10 31, 261 367| 719] 2486! 25 36 221 | 2768| _271|_~—«106|_—«d1530 354] 357] «2618 186 504| 71% 
Oregon "60/800 101 31 20 361 453 966| 1932 31 235 293| 2491 483 205| 2368 499 547| 4102 218 639/ 9216 
. '59| 1157 102] 40] 46 293 639] 1120] __2559 51 36 357| 3003 321 127| 1582 426 614] 3070 373] 1853| 1067 
Texas 60| 1310) 338 98 60 940| 1381] 2817| 8617 124 56l aa 10123} 1536 804 11582) 2234) 2113) 18269 277| 2105; 3490! 
7 '59| 1258] 208 7 102} _977| 1355] 2719) __ 8100 126 132 577 8935 953 305| 4863} 1382] _—*1317| +8820 525| _ 4088| 26345 
women] SEL SL UL ol Hes] SL Seal] aol] tl] Sas) 
: I 
All States "60 31883) 7799|  1512| 1126) 22295| 30272) 63004] 119523 | af 13455] 15537| 151298] 27526/ 14296] 145107| 34446| 36205| 257580| 7333| 33180| 544278 
_ For December 59 31212) 5594) 1585] -2327|_‘19434| 28773) _57713| 127188] 1726] 32t1| ‘13543 145668] 14678} 6354] 69324) 18188] 19199] 127743] 11868] 56626! 43083 
Full "60| 422273) 79752| 16360| 23063] 356572| 445590| 921337] 1420352 | 20711| 150724] 157515|1749302| 267837| 149593|1696925| 355798| 399646|2869799| 106244| 507695 | 6576650 
Year '59| 363372| 64424] 18498] 42488] 167277] 390104] 682791|1471249| 40778] 28815] 157972 1698814| 245909] 135387| 1419131] 360525] 382137|2543089| 133382| 619827) 604127 
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Pitch for Trucks 
WAY MOTORS, INC. 


ATE 

(Ford), Albany, made a special 
pitch for truck service business 
with newspaper ads which de- 
scribed Gateway as a Ford truck 
specialist. 


“Gateway can keep ’em rolling at 
their special truck building with 
extra heavy-duty hoist to handle 
the largest trucks,” said ad copy. 
“Staffed by experts, Gateway’s 
truck service offers quick, courteous 
service, fair prices, factory trained 
mechanics.” * * * 

‘Gold Bond’ Guarantee 
INCHER MOTORS, INC, (Olds- 
mobile), Rochester, N. Y., has 

inaugurated a “Gold Bond Guar- 

antee” on all late-model used Olds- 
mobiles. 

The dealer guarantees the car for 





Continental Offers 
New Sales Class 


DEARBORN.—A series of weekly 
specialized training courses for ex- 
clusive Lincoln Continental sales- 
men began here Feb. 20, Lincoln- 
Mercury Division announced, 

The weekly sessions will be di- 
rected at groups of 15 to 20 specially 
selected dealer salesmen who will 
devote their full time to selling the 
Lincoln Continental. The total num- 
ber of salesmen expected to be 
trained is approximately 150 from 
all sections of the country, 

“Luxury car selling calls for spe- 
cialized techniques and we plan to 
have our salesmen professionally 
equipped to deal with prospective 
luxury car buyers,” D. F, Allison, 
division marketing manager for 
Lincoln Continental, said. 





Hew They're Pushing Sales... 


F Dealer Ad Ideas 


AUTOMOTIVE NEWS, FEBRUARY 27, 1961 


50-50 protection against the cost of 
mechanical failure as long as the 
buyer owns it. The guarantee also 
provides for free lifetime lubrica- 
tion. 

The guarantee is applied to all 
1958, 1959 and 1960 “Gold Bond” 
Oldsmobiles. Any repairs necessary 
will be made on a 50-50 basis in 
Fincher’s service department. 

Fincher is promoting its used-car 
guarantee with newspaper advertis- 
ing and other media, stressing that 
such an offer is exclusive with the 


firm in Rochester, 
ES * ok 


Tampa (Fla.) Promotions 


Ba CURRIE FORD, Tampa, 

Fla. is giving 10,000 TV trading 
stamps with each 1961 Ford, Thun- 
derbird or A-1 used car sold during 
@ special sale. 

Locke Motor Co., used-car dealer, 
gave 1961 license tags with every 
car sold over a recent weekend. 

Tampa Auto Brokerage has a 
policy of ‘one dollar down” on its 
lower-priced used cars, A ’53 Cad- 
illac selling for $289 can be pur- 
chased for $1 down and $5 per 
week. Foreign cars can also be pur- 
chased on the plan. 

Mr. G’s Auto Outlets are also 
giving free ’61 auto tags. Free tags 
are only given on late model cars 
from ’57 to ’60. 

National Auto Supermarket gives 
a discount, varying with the value 
of the car, to buyers of used cars 
who pay cash. 

* * * 


‘Do You Know...’ 


N INSTITUTIONAL ad in the 
form of a true-false quiz was 
used by Augusta Motor Sales, 
Staunton, Va. 
Entitled, “How Much Do You 
Know About Your Car and the 





Announcing New 1961 Numbers 


MOOG FOLLOW TU esa NE 


solves all overload problems for 


sae 


RO-4 








60-61 Comet, 60-61 Falc 
RO-5 60-61 Valiant, 61 Lancer 


RO-1 57-60 Chevrolet, 57-60 D 


57-58 Plymouth, 60-61 Plymouth, 59-60 Pontiac, 58 Thunderbird 


RO-2 


RO-3 


RO-27 
60-61 G. M. C. 34-ton 


ER CARS See catalog sheet for exceptions 


on 


e Soto, 58 Ford, 60 Ford Convertibles, 


59-61 Chrysler, 60-61 Dodge, 60-61 Dodge Dart, 57 Ford, 58 Ford Wagons, 
59 Ford Convertibles, 57-59 Oldsmobile, 59-60 Thunderbird, 61 Ford 


60-61 Dodge Wagon, 60-61 Dodge Dart Wagon, 59-60 Ford, 60 Oldsmobile, 
59 Plymouth, 60-61 Plymouth Wagons 61 Ford Convertibles 


LIG HT TRUCKS See catalog sheet for exceptions 


60-61 Chevrolet 1/-ton, 60-61 Chevrolet 3/-ton, 60-61 G. M. C. 14-ton, 


59-60 Dodge 14- and 34-ton 


59-60 Ford 14- and 3/,-ton 


omer — NO SAG < Seer NO SCRAPE <a Lie- NO SWAY 


MOOG Hollow Rubber Spring adapts 


automatically to any load, due 


specially calibrated design. Operates 
only under load... no effect on 
unloaded ride! Made of tough, natural 


live rubber, assuring long life and 


Operation. Fast, fool-proof installa- 


to its 


quiet 








tion. Costs no more than other types 
of overloads. Get complete details on 
the sensational new MOOG Hollow 
Rubber Spring, plus full range of 
applications, from catalog sheet just 
out! See your Jobber or write: Moog 
Industries, Inc., St. Louis 33, Mo. 





Men Who Sell Them?” the ad also 
used pictures to identify the sales 
staff and departmental managers of 
the dealership. 

The true-false questions mixed 
automotive tips with statements de- 
signed to build a quality-dealer 
image. So ee 


Dealer Offers Stamps 


pect MANNING Chevrolet Co., 
Des Moines, is giving trading 
stamps on used-car sales, The 
stamps are the same as those dis- 
tributed by a Midwest grocery 
chain. 

The stamps are given when a car 
is sold at Manning’s asking price 
and are distributed at the rate of 
500 stamps for each $100 of pur- 
chase price. 

The program was preceded by 
several days of newspaper adver- 
tising. The program also is pro- 
moted in material distributed by 
the supermarkets. 

Manning reportedly is the first 
Iowa auto dealer to give trading 
stamps on car sales. 

OK * * 
t ' 
Why? 
Dealer Ad Criticizes 
Outside Buying 
- HY?” sparked a public com- 
munity-pride appeal in a dis- 
play ad by Frank C. Bond, presi- 
dent of Bond Oldsmobile-Cadillac, 
Inc., Huntington, Ind. 

“WHY do so many local people 
purchase outside the City of Hunt- 
ington?” the ad asked, “This ques- 
tion is also aimed at the local busi- 
nessman who is trying to instill 
‘Buy-At-Home’ in his advertising, 
but still buys out of town him- 
| 

“All sorts of reasons are given 
by local people when asked why 
they purchased out of town—such 
as better deals, confidential financ- 
ing, wider choice, etc. Invariably 
these excuses don’t hold water and 
factually speaking, we’re all in the 
same boat (or town). 

“When the elected people or 
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“How quick do you repossess?” 





school teachers depend on local 
tax dollars for their employment, 
when businessmen depend on 
local sales and when local work- 
ers depend on local business and 


industry for their jobs, doesn’t it | 


sound foolish to support other 
towns? 


“When you see someone boasting 


that he got such a good deal out| 


of town, ask him if the merchant 
from whom he made the purchase 
helps send our children to school, 
supports a local church, participates 
in local taxes to provide police and 
fire protection, donates time and 
money to our local charities and 
improvements, helps employ local 
people (you and your neighbors). 
When are we going to realize that 
HUNTINGTON MUST LOOK 
AFTER HUNTINGTON ... 


“We here at Bond Oldsmobile- | 


Cadillac, Inc., have dedicated our- 
selves to out-do out-of-town com- 
petition and serve you better, Won’t 
you at least try us? If we haven’t 
what you want or need, try to find 


... New Improved Design! 








it in HUNTINGTON, Let’s take 
pride in Huntington and put our 
city first.” 


‘Code of Ethics 
Is Promoted by 
La. Independents 


— newly organized used-car 
| dealers association in Shreve- 
| port, La., is promoting its code of 
| ethics in its newspaper advertising. 


| The promises in the code range 


4 from a pledge of truth in advertis- 


ing to a plan for barring members 
of the Communist Party, past and 
present, from membership in the 
| association. 

| Member-dealers are pledged to 


| stand behind warranties given on 
| 
| 





| products sold, to furnish customers 
| with invoices or bills of sale, to 
| guarantee titles and to generally 
| abide by the law and guard against 
| fraud, 

The association’s ads invited the 
|complaints of those who feel that 
members have not lived up to the 
| code. 


2 Detroit Deals 


Are Liquidated 


DETROIT.—Two Detroit auto 
dealerships were liquidated last 
week—Johns Brothers, Inc., an 
East Side operation that billed it- 
self as Detroit’s oldest Ford deal- 
ership, and Bob Caldwell Chevrolet, 
|a West Side dealership, 

No comments were available from 
officials of the dealerships. 

Johns Brothers closed out with 
an auction of its used cars which 
was open to dealers and the pub- 
lic. Factory warranties were offer- 
ed on the 1960s sold. 


3 Ch evrolet Brothers 


HERREID, S. D.—Ray, James 
and Richard Senftner have pur- 
chased Metzgar-Goehring Chevro- 
let Co, here. 








UNDER-CAR PARTS 


MOOG MEANS MORE UNDER-CAR BUSINESS 





Pity the poor service man who has to track down 
| nylon thump (and the car dealer who has to face the 
_ unhappy customer). Nylon thump is very hard to 
_ spot, because it could be shock absorbers, wheel bal- 
ance, or rear end trouble. Thank goodness all five of 





America’s car makers had the foresight to eliminate 
this problem on their ’59, ’60 and ’61 cars. They 
chose TYREX rayon tire cord as standard equipment. 
It’s a big selling plus you can be proud to tell your 
customers about, too—for the reasons shown right. 


Tyrex Inc., Empire Stale Bldg., New York1,N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of 
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TIRES MADE WITH TYREX RAYON CORD GIVE YOU THESE SALES-PLUSES: 


®@ Give longer tread mileage. FACTS!—not CLAIMS 


® Run cool for greater safety at highway speeds. 
FACTS!—not CLAIMS 
® Stronger in resistance to impact. FACTS!—not CLAIMS 


& ne ee or cross-sectional “growth.” RI] D = on a MI OOT t F- fo | 


© RAYON 
TIRE 
CORD 





TVRLA 





Tyrex Ine. for rayon tire yarn and cord. TYREX rayon tire yarn and cord is also produced and available in Canada. 








POINT SETTING TOOL—A tool that is 
said to reduce the time of setting distribu- 
tor breaker point gaps by two-thirds, has 
been announced by Herbrand Division, 
Bingham-Herbrand Corp., Fremont, O. 
Known as the Herbrand No. 2110 ‘Snap 
Gap" point setting tool, this instrument 
makes its time savings through the com- 
plete elimination of engine rotation, re- 
moval of the distributor and all other 
time-consuming methods of establishing 
the widest point gap position, it is said. 
The Herbrand “Snap Gap” set consists of 
five micro-precision split rings covering 
practically all American-made cars, and 
a complete range of feeler gauges and 
companion adapters which establish break- 
er point gaps to the car manufacturer's | 


specifications. 
ye 


TORSION BARS—A line of preset torsion | 
bars, for all Chrysler Corp. cars, beginning 
with 1957 models, has been announced 
by McQuay-Norris Mfg. Co., 2320 Mar- 
coni Ave., St. Louis 10, Mo. These bars are 
said to be made from chrome-manganese 
alloy steel, heat treated and shot-peened 
for maximum strength. The bars are pre- 
set to prevent settle or sag and are iden- 
tified for right and left hand installation. 
All bars are enameled to prevent cor- 
rosion. The McQuay-Norris line of torsion 


bars also includes bolt and swivel kits 
and rear anchor seats, both split and 
boot types. 

* * 





CUSHIONS—Hinson Mfg. Co., Waterloo, 
la., has added a full-width fiber model to 
its line of ventilated Aire Cushions. The 
line includes three sizes. The full-width 
cushion No. 2010 is 53 inches wide to per- 
mit its use both in compact and regular- 
size seats. It has a 20-inch high backrest 
and 16-inch deep seat. For individual use, 
Hinson offers a fiber regular size No..2000 
and a jumbo size No. 2002. The 2000 is 18 
inches wide and has a 19-inch backrest 
and 16-inch seat. The extra wide No. 2002 
is 22 inches wide with a 20-inch backrest 
and 16'%-inch seat. 

? ; 


* Ed 








| spring by stretching when removing or re- 
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Coat, is manufactured by Gojer, 


Inc., Akron, O. 
o 


* * 





BATTERY CHARGER—Electromatic Indus- 
tries, 3000 Taft St., Hollywood, Fla., has 
announced a _ constant voltage battery 
charger, the Constacharger. The unit is 
permanently connected behind the instru- 
ment panel and connected directly to the 
ammeter. The charger is available in both 
six and 12-volt models. It also is available 
|in 24, 32 and 118-volt models. 

Ce oe 
ay) } K-D 297 


(ae 





retaining spring tool is designed for use 
on Falcon, Comet and Valiant, and other | 
cars using similar retaining springs. Spe-| 
cial shoulder is said to prevent setting | 


placing. The tool is 6% inches long. K-D 


Tools, Lancaster, Pa. | 
a + + 


BRAKE TOOL—The K-D 297 brake shoe | 


| Torsion Bar Bolt and Swivel Assembly, an- 


Bn 
. 





FILTER DISPLAY RACK—A combination 
oil, air and fuel filter display rack that 
provides storage area and a sales mes- 
sage has been announced by Spark Plug 
| Division, General Motors Corp., Flint 2, 
| Mich. Designed to remind customers that 
“clean engines run better,’’ the red, white 
| and blue rack is offered to help dealers 
build filter sales. It is made of one-piece, 
| folded construction and unfolds to 15 
|inches high by 35 inches long and 13 
| inches deep. It holds up to 24 AC Triple 
Trapper oil filters and 10 AC air filters of 
various types. 


* 





TORSION BAR BOLT—This Dorman TB 1 


nounced by Dorman Products, Inc., 5757 | 
Mariemont Ave., Cincinnati 27, O., is a 
replacement on most torsion bar repair 
and adjustment jobs for 1957-1960 Chrys- 
ler Corp. cars, it is said. TB 1 includes 
plated bolt of high strength 1041 steel | 
and barrel nut; replaces Chrysler Part Nos. 
1825181 bolt, 1825185 swivel, 2196768 


assembly. 
* 








GAUGES—A line of steering post mount- 
ed gauges has been introduced by Accur- 
ate Products, Inc., 135 N. Spring St., In- 
dianapolis, Ind. Developed to replace or 
supplement the dashboard indicator lights 
utilized by many automobiles, the gauges 
record engine oil pressure and water tem- 
perature, plus generator ampere output. 
The gauges come in a kit with all the 
necessary tubing, fittings, wires and lights 
for illuminating the dial: faces. Both six 
and 12-volt bulbs are supplied for adap- 
tion to all automotive electrical systems, 
it is said. The ampere gauge can be used 
with either system due to the instrument 
measuring amperage instead of voltage, it 


is claimed. 
— ae 





SHOCK ABSORBERS—A line of shock 
absorbers, called Royal Ride, has been an- | 
nounced by E-Z Ride Shock Absorber Co., 
Monrce, Mich. A full line of both standard 
and extra duty, double action shock ab- 
sorbers will be distributed nationally. Fea- 
tures of the shock absorber are said to 
include double-action efficiency, pre-sealed 
construction, direct-action, precision opera- 
tion, oversize fluid capacity and a specially 
molded rubber seal. 


ea 


Protection for Skin 
A new liquid protective skin coat- 
ing, Go-Jo Liquid Protective Skin- 





DRAIN CAN—A drain can for draining | 
flammable liquids from industrial drums, | 
automotive crankcases, and other contain- | 
ers has been introduced by Eagle Mfg.| 
Co., 3100 Charles St., Wellsburg, W. Va. | 
Top of the drain can has a large funnel 
with a wide opening and perforated metal 
fire baffle to guard against flame or spark 
igniting the contents. The top is removed 
for emptying or cleaning the can. The 
drain can has a seamless body drawn from 
one-piece 24-gauge terne coated steel. Can 





EXHAUST PIPES—A line of scavenger ex- 
haust pipes has been announced by Dura- 
chrome, Inc., 3498 E. 14th St., Los Angeles 
13, Calif. Called ‘‘Jet-Flo Scavengers,” the 
chrome plated steel construction and bell- 
tip design enables the pipes to dissipate 
exhaust quickly and eliminate back pres- 
sure for increased engine performance, it 
is claimed. The pipes are installed behind 
the muffler and are available in 36 
and 48-inch sizes in three diameters from 
13%, to 2% inches. Jet-Flo “Shorties” in 7, 
9 and 14-inch lengths, with same ‘‘bell-tip” 


ends, are also available. 
* * * 


oI. 


BRAKE TOOL—Proto's No. 2011, Bendix 
brake adjusting tool, is similar to stand- 
ard brake spoons but has a special modi- 
fied end to clear the suspension systems 
on Corvair, Chevrolet and Buick models. 
The modified end is beveled to turn ad- 
justing star screws positively, while per- 
mitting the user to reach the adjusting 
slot from a wide angle to clear suspen- 
sion system obstructions. The opposite end 
adjusts all other Bendix brakes. Proto Tool 
Co., 2209 Santa Fe Ave., Los Angeles 54, 
Calif. 

a a 
Auxiliary Lift 

An auxiliary lift system, featur- 

ing an air jack that is said to con- 





capacity is three gallons. 


| 


NEW PRODUCTS 


vert drive-on lifts to free-wheelers, | 
has been announced by Rutherford 
Engineering & Mfg. Co., Inc., 802 
DeSoto Road, Baltimore 23, Md. 





UPRIGHTS—The latest addition to the 
Wallmaster line of self-supporting floor-to- 
ceiling systems developed by Reflector 
Hardware Corp., 1400 N. 25th Ave., Mel- 
rose Park, Ill., is a spring-loaded upright, 
called the Jupiter. Internal spring mechan- | 
ism provides strong vertical tension to| 
make the upright self-supporting between | 
floor and ceiling, requires no screws, bolts, 
firring strips, studs or permanent fasten- | 
ing for instant installation, it is claimed. | 
The unit is double slotted on two sides to 
handle most of the Spacemaster line of 


merchandising equipment. 
* SS 





PARTS CABINET—This heavy-duty cabi- 
net has been designed for storage of very 
small carburetor and ignition parts, screws, | 
washers, springs, etc. Each of the three 
drawers is subdivided into five compart- 
ments, three inches wide by 11 inches 
long and these in turn subdivided with | 
cross dividers adjustable on one-inch cen- | 
ters. Each cross divider and each drawer | 
are provided with a labelholder to hold | 
the index cards which are also furnished. | 
Cabinet is all steel, 1634 inches wide by | 
834 inches high by 1114 inches deep, and | 
finished in gray baked enamel. Bay Prod- | 
ucts, Inc., 1801 W. Cambria St., Philadel- 
phia 32, Pa. 








TACHOMETER—Sun Electric Corp., Tach- 
ometer Division, 6327 N. Avondale Ave., | 
Chicago 31, Ill., has announced the Model 
FZ one-piece electric tachometer that is| 
said to measure readings accurately from 
8,000 to 10,000 revolutions per 
The tachometer is 29/16 inches deep 
(front to back) and features a dial, 3-11/32 


in diameter. Chrome mounting 


minute. 


inches 
bracket is available for top of instrument 
panel or steering column where tachometer 
can not be set into dash. 








LEVER-WRENCH PLIER—Said to be cap. 


able of one-hand pressure up to a ton, 
the locked jaws of Proto's No. 291R lever. 
wrench plier can 
even under maximum pressure. The stand- 
}ard No. 291 
one: A hand-vise, a clamp, a pipe wrench 
and a plier. It has been fitted with the 
| quick-release feature to speed work, por- 
| ticularly in clamping jobs. Proto Tool Co,, 
| 2209 Santa Fe Ave., Los Angeles 54, Calif, 


be instantly released 


is said to be four tools in 





FILTER—A patented base plate and gas- 


ket is featured by J. A. Baldwin Mfg. Co., 
Kearney, Neb., on its line of throw-away 
| type filters. The Baldwin design is said to 
use a genuine hydraulic neoprene “O” 
ring that is selfseating and seals with light 
| pressure. As with all ““O” 
| the oil pressure the more positive the seal. 
In conjunction with the 
ented base plate is said to be stronger 
than conventional designs. 


rings, the greater 


“O”" ring, the pat- 


* 





FUEL PUMP KIT—Kem Mfg. Co., Inc, 


Fairlawn, N. J., has announced its line of 
repair kits and replacement parts for re- 
building Carter fuel pumps. Kem parts, kits, 
and pumps are now offered to the whole- 
sale, service, and rebuilding trades as the 
| only independently manufactured replace- 
| ments for the Carter fuel pump line, it is 
said. 


k t 





PUSH PULLER—A set of 43-inch long 


legs which allows easy application of man- 
vally operated OTC push-puller No. 927 
in confined areas has been announced by 
Owatonna Tool Co., Owatonna, Minn. Set 
No. 927-D weighs one pound. Leg ends 
are threaded for adapting various attach- 
ments to specific jobs, it is said. 
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What's New eee 


— 


Precision {utomotive 
Starts Neu Plant 

ST. LOUIS.— Precision Automo- 
tive Components Co. has started 
construction of offices and ware- 
house at Ballwin in St. Louis 
ne’ building will contain 40,000 
square feet of floor area. The plant 
manufactures carburetor tuneup 
kits and fuel pressure regulators. 


anufacturing operations of the 
> pany in Manchester will be 
transferred to the plant in Sullivan, 


Mo. - 


* * 

Powell Muffler Coating 
Pipes with New Rust Fighter 

CHICAGO. — Powell Muffler Co. 
has announced it is applying a new 
rust repellent, “Klear-Kote,” to its 
tail and exhaust pipes, The new 
coating process combats rust 
through periods of shipping, han- 
dling and storage, the firm said. 

“Klear-Kote” provides a barrier 
to oxygen and moisture in the at- 
mosphere which cause Corrosion, 
the firm added, and keeps hands 
and clothing free from oi] and 


grease. 


Bowes Seal Fast 
Appoints Eight 


New Distributors 


INDIANAPOLIS, — Robert M. 
Bowes II, president of Bowes Seal 
Fast Corp., announced the appoint- 
ment of eight new regional distrib- 
utors. 

James R. Hayes, Arcanum, O., 
will supply Bowes automotive ac- 
cessories to service stations in five 
counties. James M. McKoin, Bonita, 
La., will service a Seven-county area. 


=» William H. Terry, Chattanooga, 


will also service a seven-county 
area, Robert Huelskoetter, Lincoln, 
Ill, will cover five counties. 

Thomas H. Smith, Clinton, IIl., 
will service four counties. Ray- 
mond C. Clark, Des Moines, will 
cover Polk County, Iowa, Chester 
Schwarz, Chicago, has been as- 
signed a territory covering a por- 
tion of Cook County. Harold J. 
Kosted, Peoria, will service Peoria 
County, part of Tazewell County 
and the City of Eureka in Wood- 
ford County. 

* 


MSTA Honors 


7 Member Firms 


LOS ANGELES.—The first pres- 
entations of a Distinguished Serv- 
ice Award to honor member firms 
for “exemplary and enduring serv- 
ice,” recently authorized by the 
board of directors of the Automo- 
tive Service Industry Assn., were 
made here. Other awards are to be 
made to additional firms. 

Four wholesaler and three manu- 
facturer member firms of the as- 
sociation honored were: 

C. E, Hamlin Co., Jackson, Mich.; 
Victor Mfg. & Gasket Co., Chicago; 
Farrar-Brown Co., Portland, Me.; 
Gates Rubber Co., Denver; Van 
Norman Machine Co., Springfield, 
Mass.; Mountjoy Co., San Antonio, 
and Falls City Auto Supply, Falls 
City, Neb. 

* * * 


35 Winners of Holidays 


Announced by Autolite 

TOLEDO. — Electric Autolite has 
announced 35 winners of its Battery 
peeton’s Tag-Line Holiday con- 
est. 

Winners in the New York to 
Cleveland area will spend their holi- 
day in Bermuda; Dallas, in the Ba- 
hamas; Chicago, in Mexico City, 
and San Francisco, in Hawaii. 

* Pa * 


Bohn Names Rep 

DETROIT._Bohn Aluminum & 
Brass Corp. has appointed Stanley 
R. Johnson, 928 S. Robertson Blvd., 
Los Angeles as sales representative 
or California, Nevada and Arizona. 

ok ed * 

Black & Decker Expands 

CHICAGO.—Black & Decker Mfg. 
Co. has opened its third factory 


service branch in metropolitan Chi- 
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ln Parts and Accessory Distribution 


cago at 10708 South Western Ave., 
Beverly Hills. 
* * * 


Automation Helps Firm 


Cut Order-Picking Time 


NEW YORK, — A leading auto 
parts distributor, equipped with an 
integrated data-processing system 
for perpetual inventory and invoice 
preparation, has found an addition- 
al use for its equipment. 

The firm installed a system de- 
vised by Allen Hollander Co., Inc., 
New York, to cut its order-picking 
time. The system utilizes Hollander 
“able-stik” pin feed pressure-sensi- 
tive labels, said to make it easy for 
warehouse clerks to fill the order 
and for customers to check their 
incoming deliveries. 

. ; 


* * 


Canadian Distributor Named 


For Permite Preferred 
CINCINNATI.—A national Cana- 

dian distributor has been appointed 

for Permite Preferred engine and 






| Columbus sales 
* 









chassis parts, according to S, M. 
Kennedy, vice-president of Alumi- 
num Industries, Inc., here. 

The firm is BWH Service Parts, 
Ltd., with headquarters at Merrit- 
ton, Ont. 


* * * 
Columbus Parts Expands 


Manufacturing Facilities 

DYERSBURG, Tenn. — Columbus 
Parts Corp., subsidiary of AP Parts 
Corp., Toledo, has doubled the ca- 
pacity of its plant here through 
new construction and machinery. 

“This expansion was necessary 
because of Columbus Parts’ sales 
growth and the even larger growth 
our more aggressive selling pro- 
gram will provide,’ James Balough, 
manager, said. 

* * 


Sales Rep Appointed 
NEWARK, N, J.—Newark Auto 
Top Co. has appointed Sidney Butz 
& Associates, Charlotte, N. C., as 
sales representative for its prod- 


e 7 


oF 
¥ 





ucts, The Butz organization wil] 
cover eight Southeastern states. 
* * * 


Federal-Mogul Boosts 


Grigg in Purchasing 

DETROIT. — Federal-Mogul- 
Bower Bearings, Inc., has trans- 
ferred purchasing responsibility for 
Federal-Mogul Service Division 
packaging material and resale 
items from Detroit to the division’s 
plant at Coldwater, Mich. Edward 
J. Grigg has been named purchas- 
ing director for the division. 


Grigg formerly was in charge of | 


| 


| 





office services and some purchasing | 


activities at Coldwater. Resale 
items for which he now is responsi- 
ble include connecting-rod nuts and 


bolts, shims, bearings and bushings. | 


The change doubles the dollar vol- 
ume of purchasing done at Cold- 


water. 
ok * ok 


Veteran AP Distributors 
Win Special Plaques 


37 


bronze and walnut plaque after 


| handling AP exhaust systems for 


10 years, and is honored again at 
five-year intervals. For 25 and 30- 
year distributors, the plaques are 
silver. The naimme and number of 
years of association the recipient 
has had with AP is engraved on the 
plaque, 
* * 


% Are Electe 
To ASIA Board 


CHICAGO.—The election of nine 
directors to three-year terms has 
been announced by the Automotive 
Service Industry Assn. They are: 

WHOLESALERS: Allan Levine, Tow- 
ers Motor Parts Corp., Lowell, 
Mass.; Henry Fickes, Reliable Auto 
Parts Co., Dover, O.; V. J. Hill- 
strom, Reinhard Brothers Co., Min- 
neapolis; J. Matthew Nelson, Hol- 
ston Auto Supply Co., Kingsport, 
Tenn.; R. D. Wootten, Berkeley 
Automotive Center, Berkeley, Calif.; 


TOLEDO.—About 140 distributors| H. Kenneth Jackson, Jackson Sup- 


of AP Parts Corp. who have been 
handling the company’s products 
for 10, 15, 20, 25 or 30 years will be 


to Ken Richcreek, sales manager. 


Each distributor is presented a! son, Md. oe 


It pays to 7 


finance 
here! 


a 


ply, Ltd., Oshawa, Ont. 
MANvFactTurRERS: L. J. O’Doherty, 


; ov € | Acme Quality Paints, Inc., Detroit; 
honored in appreciation of their|R. gs. Heidenheim, McQuay-Norris 
long association with AP, according Mfg. Co., St. Louis, and G. H. Tres- 


lar, Black & Decker Mfg. Co., Tow- 
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Available to General Motors Dealers in CHEVROLET « PONTIAC e OLDSMOBILE + BUICK « CADILLAC new cars and used cars of all makes 
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BORGWARD 







Single-Leaf Spring 
Ready for Market 








GROUP PRODUCTS 
be 
(Continued from Page 16) 
ec 
a 2,700-pound to 3,000-pound car,| better ride because its more Pre & er! 
P e429 ‘ . which is expected to be about the| cise construction will result jn he 
The virtue of dependability is priceless. Borgward’s un- size of this Chevrolet car, should be| more uniform ride and becang le 
alterable devotion to quality provides West German pre- about 60 inches, making it slightly|there will be less harshnesg (the § of 
a ‘i 5 longer than a normal multi-leaf | bumpety-bump experienced Over tar § in 
cision engineering at its best. spring. This spring could be a little | strips on concrete) because the gys. § is 
shorter, but a better job of spring-| pension will be softer. fr 
ing can be done with a little extra These engineers also predict g § lil 
length. longer life for the single-leaf Spring § S' 
Single-leaf springs can be used | because it is “beefed up” at exac fo 
on compact, standard, medium |the points where it’s needed ang 
and luxury-sized cars, but the | because this spring probably wij § th 
length of the single leaves must | @ve an anti-corrosion coating that § w! 
be extended as the car’s weight | Will prolong its life beyond that of § si 
increases. This may present a | CUrrent multi-leaf units. er 
BORGWARD difficult problem for the heavier eerie “sa to 
vehicles. At present, it's only | QINGLE biggest drawback to the B 
necessary to stack the leaves a single-leaf spring is the possible # ‘i! 


little higher on a heavy car. 


psychological reluctance of some 








Net results of these dimensions|™°torists to drive a car suspended Ce 
is expected to produce a single-leaf ieee springs ed ng ny one leaf. 1 
spring of 17 to 18 pounds, compared aos cae oP ee : will have driy. 
to 28 to 30 pounds for a multi-leaf| ©" ‘Mousands of miles In Cars sup § m 


7 : ported by single-piece coil or tor. 
spring that would do the same job. sion-bar springs, but their fear 


However, the single-leaf spring| may still persist. Of course, these a 
will require a slightly heavier springs do not take the power from 
clamp or U-bolt arrangement to|/the engine or thrust from the ( 
hold it in the middle, so the ex-| wheels which the single leaf does, 
pected weight reduction is expected To allay the fears of their br 
to amount to about 20 pounds. This! future customers and to protect 3 
reduction will be in unsprung Or! themselves, General Motors and » 
wheel-mass weight, so the ride im-| Ford Motor Co. have subjected 
provements will be greater than if| the single-leaf springs to ex- a 
the body weight was reduced. tremely exhaustive test programs, os 

s * ¢ Durability of twice that of multi- ha 

Forward Step leaf oe ge cores 7 ae col 
. ‘ .,|quired a rst. ovies of the 

Bn me ee oP eee springs have been taken, showing | f, 

nage. coun nd whan i ve a| them in extremely distorted shapes | ¢ 

tot. ¥ rs i e a oe a from rapid starting or stopping. in 

a os aoe dace tae onl The springs have been deliberately fg 
: 20 to poun . — Gir ©) broken at high speeds to determine J oy 
a. it's a step in the right direc-| the performance of the car when gi 

The Mepest advantage of this they break. A special spring with if 


percent weight reduction is that ee oe ee ee 

40 percent less steel will be required ‘ 5 

for each car’s rear springs, result- SAE Auto Week = 
ing in considerable cost savings. 


Other savings accrue from the fact Set for Detroit 
that this spring doesn’t have to be 


assembled and from the elimination In Mid-March 


of the plastic liners and the tie : i 
bands that hold the leaves together.| DETROIT.—The Society of Auto- § 


It has been estimated that | motive Engineers will conduct its 





Customer satisfaction is assured; your customers become 
your best salesmen. That’s why Borgward products sell 
well, why Borgward dealers are doing well in today’s 
competitive market. 


DISCOVER WHAT BORGWARD CAN DO FOR YOU 


BORGWARD MOTORS CORPORATION 


1160 Park Square Building, 31 St. James Avenue, Boston 16, Mass., Liberty 2-3840 
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| ps = : ‘ s 
‘a A bi FE t--H Id T ht! about half of these savings will | National Automobile Week here | ™ 
Cost Little ssem e as 0 | we be eaten up by more complicated |March 13-17. Engineers and auto a 
and precise manufacturing meth- | executives will discuss technological 


ods and other items for the single- | advances which will have important 
leaf spring. An important factor | influences on the future of the in- & 
is that the single-leaf can be made | dustry. 

from the same nickel-chrome steel Sessions will be held here in the 


PALNUT |PUSHNUT! PALNUT 


| LOCK NUTS FASTENERS Self-Threading Nuts now used for multi-leaf springs. | Sheraton-Cadillac Hotel, The SAE | Mi 
Proponents of the _ single-leaf| said 59 technical papers will be pre- “ 
ti ti make spring say it also will produce a| sented, and eight panel discussions = 





will be conducted. 


their own threads 


eral eS TUM Cr IC MLL LBS A feature of the five-day meet- 
ing will be a luncheon address on 0 
March 16 by Dr. R. J. Lund, as- : 
sistant director of Batelle Memorial | mit 


Offers Course 
Institute. Dr. Lund’s topic will be }°4!, 
“The 10-Year Outlook for Metals.” | take 


In Auto Sales The SAE Detroit Section will be }¥°r 


NORFOLK, Va.—Under the aus-| host for National Automobile Week. | W 
pices of the Virginia Independent) activities will be under the direc- 0s 
Automobile Dealers Assn., an &C-/ tion of a general committee headed fof t 
credited course in automobile sales,/py © C, Dybvig and D. H. Hall. 
merchandising and management is 
being offered at the Norfolk branch 
of William and Mary College. 

The director of the course is 
Ralph Copeland, vice-president of 
Commonwealth Discount Corp., 
Norfolk. He will be assisted by sales 
and finance authorities and by rep- 
resentatives of the State Division 
of Motor Vehicles. 

Miles G. Elliott, executive vice- 
president of VIADA and the newly 
formed Tidewater IADA, said the 
Tidewater group has adopted a 10- 
point code of ethics and that mem- 
bers now are marketing cars under 
a “safety-approved” label, which 
means that the cars must meet 
certain requirements, 

New officers of the VIADA are: 
E. G, Lawrence, president; James 
P. Coates, vice-president; Allen By- 


Ss. C. Oliver, e ° ° e 
num, secretary, and iver Engineering Citation— 


treasurer. 

Tidewater IADA officers are: Ben D. Mills, left, general manageh 
Coates, president; M. O. Serlich,| Lincoln-Mercury Division, accepts the Cor 
first vice-president; Neal DeVane,| Life magazine Engineering Excellenc 
second vice-president; W. Kennett, | Award presented to the 1961 Lincoln Com 
secretary, and A 8 A. Sebastian, treaS-| tinental. In accepting the plaque, Mills ex 
urer. changed with Bob Pendergast, editor, ® 

Coates also is vice-president of! scale model of award-winning car. John 
the National Independent Automo-| Bond, publisher, center, said the award 
bile Dealers Assn. Oliver is regional] was given to the Lincoln Continental @ 
vice-president of the national!“an outstanding example of a concerted 
group, and Lawrence and DeVane| cooperative effort to build a top-qualilf 
are NIADA directors. automobile.” 


Virginia College 








Many types and sizes to slash fastening costs 
on sheet metal assemblies--mechanical and electrical 
equipment--components--parts--ornaments, etc. 


SEND FOR CATALOGS AND BULLETINS showing all types of 
PALNUT Lock Nuts and Fasteners, plus typical applica- 
tions and full specifications. Describe your application 
for recommendation and free samples. Or have a 
PALNUT fastening engineer call. 











__ ® DIVISION OF UNITED-CARR FASTENER CORPORATION 
47 Glen Road, Mountainside, N. J. 


District Office: 730 W. Eight Mile Rd., Detroit 20, Mich. 
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Steel Mills Selected as Suppliers... 


 Single-Leaf Spring to Bow on Chevrolet 


( inued from Page 38) 















feels is more economical and more 
suitable to its high-volume needs. 

These springs will be taper rolled 
in approximately 30-foot lengths by 


in it in the middle has even 
fem fos, { to simulate breaks. 

The singie-leaf springs have pass- 

demanding tests. Experi- 


ed these © Bethlehem Steel, United States Steel 
ence has shown > i a aps and possibly three other steel com- 
half or the meant dhe Be aa panies. These long strips will have 
Jeaf spring breaks, the the thicknesses of the completed 


spring will keep the axle 
. aver alignment until the car 
is safely stopped. Incidentally, the 
front haif of a leaf spring is most 
likely to break because it is more 
subject to “wind-up” and other 


forces. 


spring plus slight flarings in the 
thinner areas. 

Quite extensive rolling equip- 
ment will be needed for this op- 
eration, although the fact that 
these are “free spread” springs 
permits the use of less expensive 


source of producing them which it|ing it under a load; 7. Scarfing it 


to remove rough edges; 8. Applying 
the final surface coating of plastic. 
* * * 


T. of the most important steps 
is the stress peening operation, 
in which the bowed spring is press- 
ed flat or possibly in a convex shape 
and then pelted with shot. This 
greatly improves the life of the 
spring. GM holds a stress peening 
patent. 

Rockwell-Standard produces sin- 
gle-leaf springs somewhat similarly 
by starting with billets of flat steel 
sheared to length. 
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Toyopet Springs— 


Rear suspension of the Toyopet Tiara, 
the only car known to have single-leaf 
springs in the rear. The single leafs are 
supplemented by coil springs. 

ee, 






spring with variable thickness and 
constant width. 

Apparently the steel companies’ 
Process is more attractive price- 
wise. They reportedly will begin 
selling the 30-foot strips at 13% 
cents to 14% cents a pound, with 
a chance that prices will go lower 
if certain economies are affected. 

* * *~ 


Offer Savings, Too 
T= spring companies, although 
they could not charge a price 
much higher than this, have to pay 
nine cents a pound for spring steel, 
amortize equipment costing $1.5 
million or so and make a profit. 
Despite this, they reportedly are 
able to save $1 a car for auto mak- 


|ers now using multi-leaf springs. 


Some auto engineers concede 
that the steel companies will be 
able to produce the semi-finished 


Experience has also shown that 
there is secondary protection in that 
when the single-leaf spring on one 
side breaks, the other spring gen- 
erally holds the body and wheels 
together for a safe stop. The sen- 
gation of a broken spring has been 


: a blowout. 
likened to a _ — 













































equipment. 


be sheared 


Cautious Approach 
HE ultra caution of the auto 
2 makers is indicated by the state- 
ment of one Big Three official who 
said, “The single-leaf spring makes 
possible a questionable situation.” 
But this can be said about almost 
any automotive component. ; 

One way in which possible spring 
preakage is guarded against is by 
eliminating the center hole in the 
gpring’s seat. This eliminates the 
most likely point for the start of 
fractures, but it also makes the 
clamping job more difficult. Some 
single-leaf springs, however, do 
have a small hole for assembly 
convenience. 

Behind all this concern is the 
fact that with a multi-leaf spring 
the motorist gets plenty of warn- 
ing before his rear spring breaks 
entirely, since the leafs will go 
one at a time. But the single leaf 
gives no such warning, However, 
if the top leaf of a multi-leaf 
spring breaks ahead of or behind 
the lower supporting leafs (as 
often happens), the motorist is 
no better off than is the motor- 
ist whose single-leaf rear spring 
breaks. ; 
Because the single-leaf spring is 
more highly stressed and the entire 
length of the spring is almost con- 
stantly flexing, salt, corrosion and 
rust can be much more serious 
problems. It’s not that a stressed 
component rusts any faster, but a 

small corrosion crack will quickly 
grow under constant flexing. 

However, the auto makers are 
convinced that for a reasonable 
price they can quickly lick this 
potential problem by coating the 
spring with either paint, rubber or 
—what is more likely—plastic. 

* * * 


7s of the biggest problems of 
this spring is that it will trans- 
mit more road disturbance into the 
car, unless counter-measures are 
taken. This situation is reportedly 
worse in unitized-body cars. 

With a multi-leaf spring these 
noises are generally dampened out 
of the cars by the inter-leaf fric- 
tion and by the plastic liners be- 
tween the leafs. Other disturb- 
ances may originate from the en- 
gine and transmission, possibly re- 
quiring a prop-shaft joint to elimi- 
nate them. 

The solution to the problem of 
road disturbances has been to 
use a superior rubber insulation 
at the center seats of the springs 
anr rubber bushings in the eyes 
at each end. 

Some engineers feel that the 
amount of torque produced by an 
engine is definitely a limiting fac- 
tor to the use of single-leaf springs, 
because an engine that is too pow- 
erful will produce too much “wind- 
up” (the tendency of a rear axle 
to jump around during accelera- 
tion). 

Lack of inter-leaf friction will 
also reduce the amount of vibration 
damping done by the rear springs, 
but this can be compensated for by 
adjusting the valving of the shock 
absorbers, 

J * * 


Chevy Uses Steel Mills 


A MOST interesting aspect of the 

Single-leaf spring is the manu- 
acturing process. Although Rock- 
Well-Standard and Eaton Mfg. 
longtime leaf spring suppliers, have 
done an extensive amount of devel- 
opment work on the single leaf 
Spring, Chevrolet chose another 


The 30-foot lengths will then be| polishing line to remove the de- 
shipped to Chevrolet’s spring plant} carburization film and surface im- 
in Livonia, Mich., where they will} perfections on the tension or inside 
into about five-foot| of the spring; (2) heated in an in- 
lengths and fabricated into springs.| duction heating furnace to a forging 

This fabrication will include: 1.] temperature of 1,700 to 1,800 de- 
Putting eyes on each end of the!| grees Fahrenheit; (3) sent through 
spring; 2. Heat-treating at 1,500 to!a McKay taper rolling machine, 
1,600 degrees Fahrenheit; 3. Put-| and (4) processed henceforth much| rolet-Bethlehem process produces 
ting the camber or bow into the] like the Chevrolet springs, includ-|a spring that has a variable thick- 
spring; 4. Annealing it in a fur-|ing stress peening. 
nace; 5: Stress peening it; 6. Test- 


They are then (1) run through a 


surface polishing. 





The major difference in the two 


Through General Motors Leadership... 


processes is that the Rockwell 
springs are taper rolled in a die 
that holds the springs to a con- 
Stant width and that the Rock- 
well springs receive additional 


Expressed another way, the Chev- 


ness and a variable width while 
the Rockwell process results in a 


springs for less money because of 
their integrated, high-volume oper- 
ations, but they’re dubious about 
the performance of the free-width 
springs and the relative inflexibility 
that comes with such high volume. 

Incidentally, Ford, which has 
its own steel mills, has reportedly 
been dickering for the purchase 
of taper rolling equipment for 
making single-leaf springs. 

There is some sentiment in the 

(See SINGLE LEAF, Page 40, Col. 3) 





GM HARRISON 
SETS A NEW 





“Measurable excellence”—that’s what we call Harrison’s 
carefully calculated course to air conditioning reliability. 
This is an “initial design to end use”’ route to product reli- 
ability that encompasses ideas, methods, materials and 
people. More specifically, it means producing automotive 
heat-transfer products which will perform as intended . . . 
for the time required . . . under the conditions specified. 
Harrison air conditioning units do just that: exhaustive - 
tests and millions of motoring miles prove they perform 
reliably and efficiently under all types of hot weather driving 
conditions. So if you have problems with temperatures— 
passenger comfort or vehicle efficiency—look to Harrison, 
the leader in reliability. 
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A typical tube and fin-type Harrison Air 
Conditioning Condenser with attached 
receiver-dehydrator. Its compactness, 
sturdiness and reliability make it ideal 
for automotive application. 


AUTOMOTIVE RADIATORS + Oil COOLERS + THERMOSTATS + AIR CONDITIONERS + HEATERS « DEFROSTERS 


HARRISON RAD:ATOR DIVISION. GENERAL MOTORS CORPORATION. LOCKPORT. NEW YORK 
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AMA Names Morgan 


To Traffic Committee 


DETROIT.—Clarence M. Morgan, 
general secretary, General Motors 
Traffic Assn., has been elected 
chairman of the Automobile Manu- 
facturers Assn. Traffic Committee. 

Morgan will serve a one-year term 
succeeding Paul G. Fritzsching jr., 
director, Corporate Traffic Office, 
Chrysler Corp. 
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Auto Personnel 


Dunlop Tire & Rubber Corp., 
Buffalo, has announced three top 
level executive appointments. 

William H. McKay, formerly sec- 
retary and vice-president of indus- 
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Though small and conserva- 
tive to preserve precious leg 
room in American-made com- 
pacts, foreign and sports cars, 
this COMPACT ARTIC-KAR 
delivers abundant instantan- 
eous cooling for sustained 
luxurious travel comfort the 
hottest days, both in labo- 
rious city traffic and on the 
highway. 


POWERFUL, ECONOMICAL 


ARTIC-KAR 


CONDITIONER FOR ALL 
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... plus complete line of ARTIC- KAR units for all 
standard-size makes and models of cars... 





CAPITOL REFRIGERATION, INC. 
3333 E. Kiest Blvd.... Dallas 3, Texas 
phone WH 8-7126... FAX FDK... 


Cable ARTIC-KAR, Dallas 


ano FUTURA 


Beautiful additions to all ‘61 and most 
earlier passenger cars, convertibles, sta- 
tion wagons and pickups, FUTURA and 
NORTH-STAR models further add to the 
comprehensive range of ARTIC-KAR auto 
air conditioners for every purse and 
Purpose. 

Average installation time (even in older 
model cars) just 4 hours. 

Obviously the best deal for vendors and 
buyers alike! 


Will be NATIONALLY ADVERTISED 
-.. in early summer issues of LIFE... 
LOOK . . . SATURDAY EVENING POST 
. . HOLIDAY . . . and... COSMO- 
POLITAN. Finest dealer assists available! 





In Our 12th Year of Auto Air Conditioning Design and Production 
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trial and public relations, has been 
elected manufacturing vic e-presi- 
dent; R. C. V. Mackenzie, who 
continues as sales vice-president, 
was elected secretary, and Edward 
C, Campbell, formerly tire-sales 
manager, has been elected assistant 
sales vice-president. 
* * * 


Carter Carburetor Names 


Thompson Marketing Chief 


Charles L, Thompson has _ been |— 


appointed to the newly created po- 
sition of director of marketing for 
Carter Carburetor Division of ACF 
Industries, Inc. 

John T, Ellerman, Marvin O. 
Johnson and Frederick Rowland 
will continue as heads of the or- 
iginal equipment, aftermarket and 
export sales departments, respec- 
tively. Thompson formerly was di- 
rector of marketing for Flexonics 
Corp., Maywood, II, 


ee 


Rogers Heads Valve Division 

Automotive Rubber Co, has ap- 
pointed Philip T. Rogers vice-pres- 
ident and general manager of its 
ARco-Wynn Valve Division, Rogers 
formerly was a regional manager 
for Hills-McCanna Co, 


* * * 


B-W Promotes Martin 


Appointment of William F. Mar- 
tin as assistant general manager of 
the Mechanics Universal Joint Di- 
vision of Borg-Warner Corp., has 
been announced. Most recently, he 
has been director of manufacturing 
services for the parent corporation. 

of * * 


Oldsmobile Shifts Five 


In Field Sales Positions 


Oldsmobile Division has made 
five changes in its field sales staff. 
The men involved and their new 
positions are: 

Joseph E. Sheff, Boston zone of- 
fice manager—car distributor; Rob- 
ert E, Brown, Washington zone 
office manager — car distributor; 
Robert G. Nestor, Winchester 








Single Leaf 


(Continued from Page 39) 


industry for a continuation of the 
current trend to reduce gradually 
the number of leafs in the multi- 
leaf spring. 

Dave Dillman, Chrysler Cor p.’s 
assistant chief engineer for car 
handling components, said, “The 
single leaf spring appears to rep- 
resent the ultimate as far as a 
Hotchkiss suspension is concerned. 
But it might be more feasible to try 
two-leaf or thrée-leaf springs until 
the industry has more experience 
with single-leaf springs.” 

He estimated the weight savings 
with a three-leaf spring to be about 
10 pounds per car with a two-leaf 
spring and five to six pounds with 
a three-leaf spring. 

* * * 
eae Sven, those favoring the 
single-leaf spring feel that 
with two or three-leaf springs, it’s 
impossible to get the uniform stress 
pattern and the maximum cost ad- 
vantage, which are the primary ad- 
vantages of the single-leaf unit. 
Regardless of what happens to 
the single-leaf springs for cars, 
they may have their greatest fu- 
ture on trucks, where their 
weight-saving is even greater. 

The consequent ability to carry 

increased payloads is extremely 

attractive. Weight savings of 500 

to 600 pounds now are in sight for 

some heavy trucks. 

A good deal of development work 
and testing already has been done 
with trucks. Two-leaf springs, em- 
ploying the single-leaf principle, are 
now being offered by Rockwell- 
Standard as the suspension member 
for their line of lightweight tandem 
axles. 

Proponents of the single-leaf feel 
that the cost-saving and weight- 
saving features are enough to bring 
it to the fore, but they are also 
aware that there is a good deal of 
opposition to this spring for various 
reasons. 

Their greatest fear is that some 
company will rush into production 
too quickly with a single-leaf 
spring that is not tested sufficiently 
and, thereby, give the innovation a 
black eye, 
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been elected a director 
Wayne Corp., Detroit, 
multistop vehicles, scho 
ambulances and funera! 
* * * 


AMC Names Schaller 


European Sales Director 
Fredrick L. Schaller has been ap. 
pointed European regional Saleg qj. 
rector of American Motors Corp’; 
automotive export department, 
Schaller, who joined the com 
in 1959, previously served ag q spe. 
cial representative in AM’s domes. 
tic marketing and dealer develop. 
ment departments, 


(Mass.) district manager; Duane 
M. Stewart, assistant zone manager 
in Cincinnati, and Joseph J. Siegel, 
Boston zone business Management 
manager. 





* * * 


Moses Appointed 
James H. Moses has been named 
director of marketing for Chicago 
Miniature Lamp Works, Chicago. 
* * * 


Carroll Joins Board 


Luke P. Carroll, managing editor 
of the Chicago American and for- 
merly assistant executive editor of 
the New York Herald Tribune, has 
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YOU HAVE ANY WATER 
WITHIN 150 MILES! 


IF you want to SUPPLEMENT your car sales! 
IF you want to handle something without 
any competition across the street! 

IF you want to realize your FULL PROFIT! 


Then Sell 2 


AMERICA'S MOST COMPLETE LINE 








Complete Facilities, Fiberglas Insulated 
FOR EASY DISPLAY 


7 Models, Retail from $2,895 F.O.B. Factory 
Dealer Franchises Available—Write or Phone 
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AL = owcesrace MFG. CO., INC. 
9999 Hempstead Highway, Houston 24, Texas, OV 6-436 
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"SPICER COMPONENTS 


SAVE US 
MONEY... 


Our Records 
Prove It!”’ 

































ee W: specify Spicer components,” says C. W. 

McClurg of Shippers Express Co., Monte- 
bello, California, “because our experience, our 
maintenance records, prove they’re the most 
rugged, the most trouble-free we’ve ever used! 


“We specify Spicer components in our new 
trucks, and we insist on Spicer replacement parts. 
We know Spicer has helped keep our road failures 
*way down! And, believe me, we keep records 
that show right to the penny what our operating 
costs are. We stick to rigid preventive mainte- 
nance schedules. 


“Another reason we specify Spicer—the avail- 
ability of replacement parts everywhere we oper- 
ate. From San Diego to Los Angeles to San 
Francisco Bay area to Sacramento—our rigs oper- 
ate day and night, many of them over mountains 
with grades of 6 percent, and everywhere we go 
we know we can get Spicer parts. This is one of 
the best ways we know to cut down-time. 


“We specify every Spicer component we can 
possibly use—14 inch 2-plate clutches, 12-speed, 
5-speed and 4-speed transmissions, 3-speed aux- 
iliary transmissions, 1700-series universal joints 
and propeller shafts. And our maintenance rec- 
ords show Spicer prop shaft assemblies give us up 
to 400,000 miles before rebuilding is necessary. 
We get up to 300,000 miles on Spicer clutches 
before rebuilding, and the gears in Spicer trans- 
missions generally last about 500,000 miles. 


“The use of Spicer components fits in ideally 
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C. W. McClurg, right, maintenance superintendent at Montebello terminal, shows mechanic Fred Curtiss that range syn- 
chronizer and clutch gear from Spicer 12-speed transmission is in perfect condition after 160,000 miles of service. 


with our cost-saving maintenance program. I 
base this statement on my 25 years’ experience in 
the trucking business.” 


About Shippers Express Company... 


“We operate 210 pieces of equipment,” says Mr. 
McClurg. “This includes 17 three-axle rigs in our 
long-line equipment, 13 three-axle heavy-duty 
trucks for local dispatching, 10 two-axle cab- 
overs, and 40 two-axle tractors for local deliveries. 


“Shippers Express Company was founded in 
1926 by A. D. Woolley, who is now chairman of 
the board. C. R. Hart is president and R. E. Wool- 
ley is vice-president and general manager. Our 
home office is in San Jose, California.” 


FOR TRUCK DEALERS THIS MEANS... 
that you can help your customers save dollars— 
and plenty of them—by recommending Spicer 
components when they buy new trucks. 


Tear this page out—and show it to your cus- 
tomers. Let the facts and the experience of Ship- 
pers Express Company speak for themselves. 
Here’s proof—and only one example among 
thousands—that Spicer components cut operating 
costs as no others can. 


Want names of other fleets that specify Spicer 
and save? We’ll be glad to send them to you. And, 
if you want to know what Spicer components are 
available, write the truck manufacturer or Dana 
Corporation, Toledo 1, Ohio. 


SPECIFY SPICER! 


SERVING TRANSPORTATION—Transmissions @ Auxiliaries « 
Universal Joints «Clutches « Propeller Shafts « Power Take- 
Offs «Torque Converters « Axles * Powr-Lok Differentials « 
Gear Boxes Forgings eStampings «Frames ¢ Railway Drives 


CORPORATION 
Toledo 1, Ohio 


Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 


| 
| 
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1,050,000 Mark Reached . 
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Dealer Stocks Recede from Peak 


(Continued from Page 1) 


first time since last September, 
the flow of domestic cars to 
United States dealers will fall 
short of projected sales_ this 
month. 


The domestic makers’ ratio of 
shipments to retail registrations has 
been in sharp contrast to the import 
balance. Shipments of new imported 
cars have been exceeded by U. S. 
sales for nine straight months. 

x * * 
a are expected to enter 
March with a recorded domestic 
inventory exceeding the previous 
peak, although the total should be 
less than the mid-February crest. 

The highest stockpile of all time 
was chalked up last July 1, when 
1,038,967 domestics were on hand 
or in transit. The Feb. 1 aggregate 
was second only to the alltime mark, 
totalling an estimated 1,028,140 units, 
Or an unprecedented 68%4-day sup- 
ply in terms of the January selling 
rate. 

The number of imported cars on 








What do th 


hand in the U. S. receded again 
last month. The Feb. 1 count was 
an estimated 75,000 units, which 
was - 3,000 below the new year’s 
supply of imports and equalled 
about a 2%-month supply. 

With early February sales as a 
yardstick, the dealer stockpile of 





GM Sues U. C. Dealer 
On ‘OK? Trademark 


PHOENIX.—An injunction re- 
quest and damage suit has been 
filed by General Motors Corp. 
against Ray Cole as proprietor of 
OK Used Cars, 314 E. Van Buren 
here. 

GM claims Cole is infringing 
on its registered trademark, 
“OK.” In a Federal Court suit, 
GM demands that Cole stop 
using the letters in relation to 
his business, and damages triple 
the profits he is found to have 
derived from its unauthorized use. 
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the uncommon 





motor oil! 


Motorists who care for their cars .. . and serv- 


icemen who care for their customers. . . 


agree 


that WoLF’s Heap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEap is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 


domestic cars zoomed to a stagger- 
ing 79-day supply by mid-month. 
Snow shutdowns of Eastern cities 
for the better part of a week con- 
tributed to a virtual sales collapse 
in key markets during the period. 

Dealer reports to the factories 
added up to a mere 118,700 new-car 
deliveries in the Feb. 1-10 period. 
The same report for the comparable 
period a year ago was 168,000. 

* * * 


7. the inventory picture is 
far from reassuring, it would 
be folly to stamp the 79-day or 68%- 
day supplies attained this month as 
points of no return, dealer leaders 
agree. 

“We will need a broader selection 
of cars for the spring market,” a 
well-known General Motors dealer 
said, “but I doubt we need as much 
as the factories would like to be- 
lieve.” 

Factory executives have consist- 
ently argued that the new com- 
pacts, plus the range of power 
options and engines, have out- 
moded the 30-day or 45-day “rule 
of thumb” which once applied to 
inventory levels. 

That dealers have not applauded 
this view was shown by an AUTOMO- 
TivE News dealer poll at the end of 
January. Ninety-five percent of 
those surveyed stated a preference 
for a 30-day stockpile. 

Asked in Miami about the situa- 
tion last week, Chevrolet General 
Manager E. N. Cole insisted that 
higher stockpiles and _ increased 
floor-plan costs were necessary in 
today’s market. 

* * * 


HERE have been any number of 
press “thinkpieces” endeavoring 
to explain away the new-car glut. 

One writer has suggested that 
dealers really haven’t so great an 
inventory because the “unsold” cars 
on hand today are only about double 
what dealers carried during the 
steel strike on Dec. 1, 1959. 

Another analyst opined that the 

compacts, figured to be about a 
third of the total inventory, should 
not be counted because the fac- 
tories are still groping in the 
smaller-car market and haven’t 
found the true level of compact 
sales. 

Finally, a Philadelphia banker 
has laid the blame in part on the 
dealers, for overestimating their 
sales potential last summer, and in 
part on the factories, for piling ’61 
models on top of the ’60 oversupply 
from August on. 

A director of the National Auto- 
mobile Dealers Assn. rejected all 
three of these arguments. with 
these comments: 

“TI wouldn’t mind carrying 5,000 
cars in stock if my sales were 
5,000 a month; days’ supply against 
sales is the important thing. Sec- 
ondly, a compact is as much a new 
car as a Cadillac 75 or a Continen- 
tal; they all have to be sold one by 
one. As for that banker, he should 
work with the factory field men 
and discover who really overesti- 
mated.” 

* * * 


: HAT banker” was not entirely 

inimical to dealer interests in 
his observations, made in an address 
to New York State Bankers Assn. 
He is Ralph W. Pitman, senior vice- 
president of the Central-Penn Na- 
tional Bank, and he continued in 
this vein: 

“Please don’t think that I am 
disturbed about the solvency of our 
dealers. He has survived in this 
kind of climate for years and will 
continue to do so. But he is entitled 
to a better run for his money. 

“The factories should realize that 
sooner or later they must feed the 
‘golden goose.’ They are not killing 
him as was done in the fable, but 
we might suggest they could get 
more and better geese and eggs with 
more favorable nutrition.” 

—Maynarp M. Gorpon 


Burton Chrysler Closes 


HOUSTON.—A, C. Burton Co. 
(Chrysler), which was founded in 
1909, has gone out of business, Mrs. 
A. C. Burton had operated the deal- 
ership since the death of her hus- 
band in 1943. 






New Model for Mercedes-Benz— 


The new Mercedes-Benz 220-SE hardtop coupe has the sleek, squarish lines of the 
220 four-door sedan. It utilizes a six-cylinder fuel-injection engine that displaces 1339 
cubic inches and develops 134 horsepower. Tachometer, heater and power brakes are 














standard equipment, and the car will be priced in the $8,300 range. t 

* * * * * * ri 

I 

i 

New 220 Hardtop Coupe 2 

I 

e F 

Added to Mercedes Line 

n 

SOUTH BEND.—A new Mercedes-| in the rear. Rear bucket seats are | 

Benz 220-SE hardtop coupe was an-| optional. 3 

nounced last week by Lon A. _ Fleener noted that the introduc. | 

Fleener, president of Mercedes-| tion of the new model coincides with | 

Benz Sales, Inc., United States dis-| the 75th anniversary of Daimler 

tributor of the West German cars.| Ben, A.G. ; 
The new four-passenger model D ‘ dli P 

has the sleek, squared lines of the 1 q 

Mercedes 220 four-door sedan. The win ine rofits Sé 

hardtop will be priced at $8,373 at > ‘ n 

Eastern ports, compared with $8,234 Peril Dealer Setup, 

for the older version of the 220 

le 

coupe which it replaces. The price Cooper Declares ti 

includes a $50 dealer-prep fee. CHICAGO.—Walter B. Cooper, a 

The new coupe is roomier than its| president of the National Automo- A 


predecessor, and it has more glass 
area and more usable trunk space. 
Wheelbase is 106.3 inches, and the 
car is 182 inches long and 57 inches 
high. 

The 220-SE hardtop is powered 
by a six-cylinder fuel-injection en- 
gine that displaces 133.9 cubic inches 
and develops 134 horsepower. The 





bile Dealers Assn., told more than 
400 Associates Investment Co. em- 
ployes here that “the present criti- 
cal profit picture for automobile 
dealers will lead into a sharp revi- 
sion of the entire dealer network 
in the next four or five years, un- 
less there is a marked improvement 
in the general dealer competitive 
situation. 





gearshift lever for the four-speed|_ “Dealer profits dipped sharply in | \ 
synchronized transmission is 9 ~~ oe a 1s an C 
a f r r ‘ - st 

yet - the Eee hump. cent pretax profit in 1959 to one- N 
ompression ratio is 8.7 to 1. half of one percent in 1960. This § gj 


A tachometer, heater and power 
brakes are standard equipment. The 
car has bucket seats in front and 
a bench seat with folding arm rest 


’°61 Land Cruiser 
Introduced in West 


is the lowest since World War II 
and was the primary reason why 
over 260 dealers in the United 
States went bankrupt in 1960, The 


260 figure is a record number.” 


According to Cooper, dealer prof- 
its ran as high as 5 percent to 6 
percent in the years immediately 
after World War II, and a 3 per- 


cent figure is necessary for the in- 
By Toyota M otor dustry if a healthy dealer-market- | }, 
ing situation is to be maintained. 
PHOENIX.—The all-purpose} Cooper was the luncheon speaker § th 
1961 Toyota Land Cruiser has been| for Associates’ three-day manage- | an 
introduced at Ray Tanner Motors ment conference at the Drake en 
here by the Commercial Division, | Hotel. Br 
Toyota Motor Distributors, Inc., ac- Cooper pointed out that the 32,000 vic 
cording to Harold N. Johnson, gen- auto pa ic in the U. &. te ‘the de 
eral manager. ; ; _. |largest group of independent busi- D. 
He said the vehicle will be avail-|nessmen in the country today. F, 
able in the 11 Western states “on| 44, also said NADA has establish- EK, 
a market-by-market basis during) .q 4 task force committee to study | ?™ 
mi 


the next two months.” Complete 
national] distribution will be achiev- 
ed by midsummer, he added. 


The seven-passenger Land Cruis- 
er is available in either hard or 
soft-top models. 

It includes canvas top, doors and 
curtains on the soft-top model, 
high-low range four-wheel drive 
transfer case, front and rear pas- 
senger seats, rear electrical socket 
for trailer connection, ventilating 
windshield, front towing hooks, 
rear pintle hook, outside rear-view 


the present critical dealer situa- 


tion. This task force is slated to 


submit an initial report to the 


NADA in June, he added. 











mirror, oil and fuel filters and oil 
bath air cleaner. 

A six-cylinder, 135-horsepower en- 
gine powers the Japanese-built ve- 
hicle. 

Johnson said the canvas-top 
“regular” model with a 90-inch 
wheelbase has a suggested retail 
price of $2,665 at the port of entry. 
The hardtop model, fully equipped, 
is priced at $2,995, he added. 

Optional power takeoff points 
front and rear multiply applica- 





An Either Or— 


The three-seater Toyota Land Cruiser is 
designed either as a passenger or carg? 


tion for private, agricultural, com- e , a ti 

mercial and military needs, John- carrying vehicle. As a personnel carrier, it — 
son said, including the use of such accommodates three persons in the fron! ul 
equipment as compressors, snow- seat and four on foldaway rear seats. Wilt we 
plows, electric generators, winches the rear seats folded, there is ample room @ 7, 


and other special working units. to transport articles of all kinds. 
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Robbin- Offers Resolution . . . 


‘Qutside’ Rule Urged — 


On Chrysler Board 


(Continued from Page 2) 


stockhold¢ rs, 

nd the public. ; " 
r “Due to the tremendous effect this | 
resolution ‘ ould have on control 
of the corporation, it could prove 


to be almost as important as a 
proxy battl: and be the most hotly 
contested resolution ever introduc- 
ed in connection with American 


iness.” 
busine oe ae 


HE Robbins camp counts retired 

factory officials and partners in 
the company’s law firm as inside 
directors. Therefore, they see the 
present board as composed of 11 
insiders and nine from the outside. 
Assuming the number of board 
members remained at 20 and the 
Robbins resolution were adopted, 
the insiders would be reduced to 
no more than five. 

Meanwhile, L. L. Colbert, chair- 
man and president of Chrysler, 
admitted for the first time that 
adverse publicity is hurting sales. 
He revealed that the corporation 
is making a survey to try to 
measure the effect of this pub- 
licity on new-car sales. 

Colbert answered a reporter’s 
question about declining Chrysler 
sales after a meeting of the Eco- 
nomic Club of Detroit. He other- 
wise has continued to maintain a 
no-interview policy about Chrys- 
ler’s legal bouts with former execu- 
tives Newberg and Jack W. Minor 
and with minority stockholders Sol 
A. Dann and Robert Markewich. 

Although Chrysler Corp.’s market 
penetration rose to 14.01 percent of 
new-car registrations last year, De- 
cember was the worst month of 
1960 for the company, with its sales 


share only 11.58 percent, 
4 * * * 


RUNDOWN of last week’s legal 
developments follows: 

1. Chrysler filed an answer in 
Wayne County (Detroit) Circuit 
Court to the first of two Newberg 
suits. It was in this action that 
Newberg and his wife sought to 
dissolve a $455,000 profits payback 





Here’s Breakdown 
Of Members of 
Chrysler Board 


DETROIT.—Here is a breakdown 
of the membership of the Chrysler 
board of directors: 

Nine factory executives serve on 
the board: L. L. Colbert, chairman 
and president; Paul C. Ackerman, 
engineering vice-president; R. S. 
Bright, automotive manufacturing 
vice-president; C. L. Jacobson, 
dealer relations vice-president; John 
D. Leary, personnel vice-president; 
F. W. Misch, finance vice-president; 
E. C. Quinn, sales divisions vice- 
president; Lynn A. Townsend, ad- 
ministrative vice-president, and L. 
I. Woolson, service parts and acces- 
sory division general manager and 
a vice-president. 

Two men are in middle ground 
between inside and outside direc- 
tors: E. C. Row, retired first vice- 
President, and Louis B. Warren, 
partner in Chrysler’s New York 
law firm—Kelley, Drye, Newhall & 
Maginnes. 

Nine other board members have 
no major, direct connection with 
the company: James C. Brady, New 
York financier; Joseph M. Dodge, 
chairman of Detroit Bank & Trust 
Co.; W. Alton Jones, chairman of 
the executive committee of Cities 
Service Co.; George H. Love, chair- 
man, Consolidation Coal Co.; L. F. 


McCollum, president, Continental 
Oil Co.; Neil McElroy, chairman, 
Procter & Gamble Co.; R. E. 
McNeill jr. president, Hanover 


Bank of New York City; Robert G. | 


age, president, Phelps Dodge 


Corp., and Juan T. Trippe, presi- | 


dent, Pan-American World Airways. 
_The board had 21 members for a 
time before the resignation last 


June of William C. Newberg as| 


President and a director. No one| 
has been added to the board since 
Newberg left, 





corporation employes| agreement, Chrysler moved that 
the court require the Newbergs to} 


make their bill of complaint more 
specific or submit to deposition- 
taking by the corporation. 

2. Markewich charged in New 
York Supreme Court that Chrysler 
had concealed from _ shareholders 
and from the Securities and Ex- 
change Commission losses of more 
than $20 million on the Simca stock 
and distribution deal. He also 
hurled new conflict-of-interest 
charges against Colbert; E, C. 
Quinn, sales divisions vice-presi- 
dent, and Nicholas Kelley jr., vice- 
president. 

3. Dann refused to be question- 
ed by Chrysler attorneys at a 
closed hearing in Wilmington, 
Del., where he has petitioned that 
Chrysler be put into receivership. 
The court will rule next month 
on whether the hearing should 
be opened to the press. 

Dann said that he would support 
Robbins’ move to reduce the num- 
ber of factory officials on the Chrys- 
ler board. 

4. SEC investigators, after a 
closed session with Dann in Wash- 
ington, agreed to come to Detroit 
to examine his files on Chrysler ex- 
ecutives. However, the commission 
declined to say whether it would 
comply with the Detroit attorney’s 
request for direct intervention into 
Chrysler affairs, 

* * * 

N ANSWERING the Newberg 

suit, Chrysler moved that a 
number of allegations be struck 
from the ex-president’s bill of com- 
plaint as “immaterial, irrelevant 
and impertinent to the issues 
raised.” 

Certain allegations in the New- 
berg complaint, which spells out 
circumstances of his dismissal as 
company president last June, are 
so vague that “limited discovery” 
deposition-taking is needed to ar- 
rive at a proper defense, Chrysler 
said. 

A hearing on Newberg’s suit is 
scheduled for March 3 before Cir- 
cuit Judge Henry Beers, Muske- 
gon, who will decide whether to 
continue a temporary order stop- 
ping payment by Newberg of a 
portion of the $455,000 he agreed 
to remit to Chrysler out of profits 
from admitted interests in sup- 
plier firms. Newberg paid Chrys- 
ler $200,000 of this amount when 
he resigned last summer, 

Newberg also has sued Colbert 
in Oakland County Circuit Court, 
alleging a conspiracy to force his 
discharge lest Newberg as Chrysler 
president uncover hidden interests 
involving Colbert and other direc- 
tors. 

Markewich asked the New York 
court to prevent Chrysler from ex- 
tending its agreement with Simca 


Prosecution OK’d 
On Beck’s Loan 


From Truckers 


WASHINGTON. — The Supreme 
Court has approved court action on 
a controversial $200,000 loan to 
Dave Beck, former head of the 
Teamsters Union, from trucking in- 
terests. 

Defendants in the case, besides 
Beck, are Roy Fruehauf and his 
company, Freuhauf Trailer Co., De- 
troit; Burge Seymour, Litchfield 
County, Conn., and two of his com- 
panies, Associated Transport, Inc., 
and Brown Equipment & Mfg. Co. 

Charges on the 1954 loan were 
brought under the Taft-Hartley 
Act. Last February, a district court 
ruled that the loan was not a crime 
under terms of the law. The Su- 
preme Court has now ruled that 
prosecution may proceed, 

Roy Fruehauf commented, “I 
have been advised by my counsel 
that the Supreme Court decision is 
based solely on questions of pro- 
cedure and not on the merits of the 
case.” He expressed confidence that 
the case would be dismissed upon 
trial. 


| Shares controlled by Fiat on July 
|21 and 443,973 shares owned by 


|of Simca stock at an investment of 
|}more than $25 million. Chrysler 











except upon the approval of Chrys- 
ler shareholders. 

The New Yorker, owner of 100 
shares of Chrysler stock, said the 
company paid $35 a share for Simca 
stock in 1958, obtaining 291,142 


Ford Aug. 1. This, he said, gave 
Chrysler approximately 25 percent 


added $8,247,000 in stock in 1959, he 
said. 

* * * 
ARKEWICH said Colbert, Ad- 
ministrative Vice-President 

Lynn A. Townsend and Director 
Louis B. Warren went ahead with 
the Simca agreement in spite of a 
negative report by a Chrysler study 
group. The plaintiff said Simca 
stock, which he said cost Chrysler 
$25 a share, sold on the open mar- 
ket for $10 to $12 then and has 
fallen below $5 now. 

“During the period of such nego- 
tiations which took place in and 
about Paris,” Markewich said, “the 
defendants designated to negotiate 
on behalf of Chrysler, and particu- 
larly defendant Colbert, wrongfully 
and in violation of their fiduciary 
duty to Chrysler accepted lavish 
and excessive entertainment, gra- 
tuities and gifts on behalf of them- 
selves and members of their fam- 
ilies, from officers and employes of 
Fiat and Simca.” 

Markewich said that at the 
time Chrysler entered the pic- 
ture, Fiat owned 43 percent of 
Simea stock and Ford 15 percent, 
Chrysler acquired all of Ford’s 
interest but promised Fiat never 
to own as much Simca stock as 
the Italian auto producer, he said. 

In a Simca distribution and serv- 
ice agreement concluded Sept, 1, 
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Shriners Elect Barnard— 


Slim Barnard, left, automotive editor, 
Los Angeles Examiner, has been elected 
president of the Automobile Dealers Shrine 
Club in Los Angeles. Henry S. Parin pre- 
sents the president's gavel to Barnard, 
while J. B. Finney (Pontiac), center, poten- 
tate, Al Malaikah Temple, Los Angeles, 
looks on. 





Markewich said Chrysler agreed to 
indemnify Simca against any can- 
cellation claims by former distrib- 
utorships and to purchase from 
certain distributors Simca cars and 
parts at distributor cost. 

The Simca agreement was made 
although “a substantial number” of 
Chrysler dealers were handling 
other European cars and could not 
take on Simca, Markewich said. 

ok * * 


HRYSLER’S balance sheets re- 
flect the Simca losses as 
“charge-offs due to extraordinary 
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risks pertaining to international 
operations,” Markewich said. The 
Chrysler reports listed this liability 
sum as $15 million for 1960 and $914 
million for 1959. 

A Chrysler spokesman dismissed 
the new Markewich allegations last 
week as “either repetitious or de- 
|rived from gossip and innuendo.” 
Markewich lost an attempt last 
| November to obtain.an examination 
of the Chrysler directors and offi- 
cers he has named as defendants in 
| his actions. 

Markewich accused Quinn in 
his recent complaint of having 
received “gifts, gratuities, lavish 
entertainment and other things 
of value from dealers and sup- 
pliers.” These gifts to Quinn, the 
complaint said, included freezers 
and “expense-paid vacations at 
resort hotels and elsewhere.” 

Colbert was said by Markewich 

to be an owner of a substantial in- 
terest in the Riebling Travel Bu- 
reau, Detroit, which the New York- 
er declared handled a “substantial” 
part of company travel arrange- 
ments. 

Markewich also said Colbert had 
received secret profits and gifts 
from Paslin Co., called a Chrysler 
supplier, The Chrysler president 
used Chrysler employes to build his 
home in Canada, Markewich said. 

Kelley had a financial interest in 
Mar-Pak Michigan, Inc., a Chrysler 


supplier, Markewich said. 
ok * * 


= Markewich complaint also 
details an alleged profits “fraud” 
practiced at Chrysler’s Venezuelan 
division by James S. Ross, describ- 
ed as the son-in-law of Colbert’s 
personal physician; William Mit- 
chell, most recently general sales 
manager of the Latin subsidiary, 
and Jorge Arteta, parts manager 
of the subsidiary from 1958-60. 








Most Are Satisfied, Poll Shows ... 





Discount-House Buyers Speak Up 


(Continued from Page 2) 
Vauxhalls, and Oldsmobiles, was a 
solid $488.) 

* &» ~~ 


2 Service Complaints 


ns CHEVROLET, in Eagle 
Rock, turned up with 26 names 
in the random selection list of peo- 
ple interviewed. Of Citizens 26, 
three said they did not buy through 
a discount house, three declined to 
comment and 20 identified their 
purchase method, 

Consumers Mart of America ac- 
counted for seven sales, Gemco 
nine, and a commercial referral 
two. Average saving estimated by 
the purchaser was $365, with 15 of 
the survey group happy with war- 
ranty and service work, 

Here is the interviewer’s report 
on one of the dissatisfied owners: 

“He picked up his car at night, 
and the next morning he discov- 
ered the paint job was all patch- 
ed and bubbly. The dealer told 
him to wait for the 1,000-mile 
check. 

“While waiting he discovered an 
oil leak and went back four times. 
They assured him nothing was 
wrong. He took the Chevrolet to a 
dealer in Long Beach who replaced 
two broken parts at his expense. 

“He had intended to purchase his 
car from a dealer after finding that 
he could buy at practically the same 
price he was offered at the discount 
house. 

“He went back to the dealership | 
to sign the papers and found that 
$300 had been tacked on the price. 
So he returned to the discount 
house and bought the car. He fig- 
ures a $250 saving, He will never 
buy another car at a discount 
house.” 


* * * 


THe problem of servicing was 
outlined by another Citizens’ 
sale through Gemco, Here the 
woman purchaser told AUTOMOTIVE 
News, “I took it back to Gemco and 
they agreed to fix it. That was 
Wednesday. I called on Saturday 
and asked where my car was, but 
no one knew. | 

“T told them if they didn’t find it, 
I was going to call the police. Final- 
ly on Sunday morning they called 
and said it was on the rack in 


Eagle Rock (40 miles away) where 
the men had been working on it 
when quitting time came. 

“I didn’t get my car back until 





Monday. Then I found the power 
steering was leaking. I had to 
take it to the Anaheim Chevrolet 
place for repairs, which I had to 
pay for.” 

In fairness to Citizens Chevrolet, 
it should be noted that because it 
had the most sales, its number of 
complaints was higher. Citizens just 
happened to have two dillys, both 
of which point up the customer’s 
problems when dealing through a 
discount house. 

As examples they’re great. But 
over 75 percent of Citizens’ discount 
customers were happy with their 
warranty service, a pretty good bat- 
ting average. 

(Epiror’s Note: The general 


manager of Citizens Chevrolet 

told Automotive News that the 

dealership stopped selling to dis- 

count houses as of Dec. 30, 1960.) 
* * * 


‘Everything Backwards’ 


CO* SIX Dodge buyers checked, 
five said they bought through 
Gemco and one declined to com- 
ment. All the cars were registered 
by Bob Smith Dodge, Glendale. 
Three of the five were happy with 
their service, two were not. Average 
savings estimate was $235. 

One woman buyer told us, “On 
our 1,000-mile checkup, Gemco did 
not do anything they were sup- 

(Continued on Page 44, Col. 3) 








Daily Attendance Breaks — 
Chicago Show Records 


(Continued from Page 2) 


eral sales manager, said he had not 
been on the job long enough to get 
a good personal view of the sales 
prospects, but said “reports we’re 
getting from the field indicate 
things are getting better.” He add- 
ed: “We’re going into a “hard-sell” 


|era and things are certain to get 


better.” 

S. E. Knudsen and Frank 
Bridge, general Manager and gen- 
eral sales manager of Pontiac, re- 
spectively, agreed that consumer 
confidence is improving. “Our deal- 
ers feel that way, too,” they said. 

* * * 


MPORTED cars had a substantial 
part in the Chicago show. More 
than 30 different makes were on dis- 
play. Missing from the list, however, 
were a few that have had notable 
success in the U. S. market. Among 
those not showing was Volkswagen, 
which has consistently led all im- 
ports in the American market. 

The British Automobile Manu- 
facturers Assn., which had the 
largest national group of imported 
cars at the show, displayed makes 
ranging from the small Morris 850 
Sedan priced at $1,295 to the plush 
Jaguar Mark IX at $6,200, and 
gave notice it was going after a 
larger share of the U. S. market. 

In a statement distributed at the 
show, it reported that the value of 
British car imports to the U. S. 
declined from $250 million in 1959 
to about $170 million in 1960. 

“British automobile manufac- 


|}new Econoline 


turers,” the statement said, “are de- 
termined not only to recover the 
ground lost in the U. S. in 1960, but 
to surpass their efforts of 1959.” 
“Already we are probing experi- 
mentally into compact vans, quality 
diesel trucks, motorized caravans, 
and diesel taxicabs,” in a drive for 
increased American demand,” the 
statement said. It added that other 
efforts include concentration on 
after-sales service and parts sup- 
plies and more intensive selling 
with more selective advertising. 


Econoline Hikes 


Ford Sales Share 


DEARBORN, — Ford Division 
truck sales in January accounted 
for 33.5 percent of the total truck 
market, according to John F. Mc- 
Lean, division truck marketing 
manager. 

A major factor in this record 
truck penetration—highest January 
in eight years—was the division’s 
vehicles which ac- 
counted for nearly one in every five 
sales, McLean said. 

McLean said that the Lorain (O.) 
assembly plant still is carrying 
back orders on Econoline vans and 
buses. As reflected by sales, the 
most popular of the three Econo- 





| line models is the van, he said. 







Dealers---Turn Shoppers Into Buyers! 


The Pat-Mil System is the low cost answer to your biggest selling problem—the buyers 
who leave your showroom to shop. This system will draw these shoppers back to you 
after they've talked with your competitors—gives you that last chance at closing. The 
Pat-Mil System has been proven 100% effective by dealers throughout the United States. 
No gimmicks, this honest, proven plan means money to you. Total cost of the Pat-Mil 
System is $30. You more than pay for the plan on the first closing. To put this fool- 
proof system to work closing sales for you, simply send $30 by check or money order to: 


PAT-MIL SYSTEM 


2477 N. 59TH ST., MILWAUKEE 10, WIS. 
















Perfect headquarters for group meetings 


IN THE 
HEART 
OF 
CHICAGO 
YET OUT OF 
THE LOOP! 





Luxury on the lake costs no more 


Our unique lobby fireplace, with its gently burning logs, portrays the 
warm spirit of hospitality that distinguishes The Drake. 

Facilities? 4 spacious meeting rooms accommodate up to 800. 16 
committee rooms handle 12 to 300. All 700 guest rooms are air- 
conditioned. And The Drake’s specialty dining rooms and lounges are 
Chicago’s finest. 

Best of all—personal attentions from 
The Drake’s trained staff turn wishes 

to commands. For here the tradi- 
tions of innkeeping are still in 


keeping. 





rR 
LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUperior 7-2200 « Chicago 11, Illinois 


The Broadest and Most Profitable x 


Consumer Credit Insurance 
Market Ever Developed 


TTT eT TEM TL 


Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
a: 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
* a 






















Most Are Satisfied... 
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What Buyers Think 


Of Discoun 


t Houses 


(Continued from Page 43) 


posed to do. But my husband is 
a mechanic, so he took the car 
back and waited while they fixed 
everything.” 

There were two Rambler buy- 
ers, neither of whom would tell us 
the name of the discount house 
through which he made the pur- 
chase. However both claimed they 
bought through a discount house. 

Registration was by Walker 
Brothers Rambler, Los Angeles. 
Neither person had any idea how 
much money was saved, but both 
complained about service. 

One woman said, “We had to! 
change our brand of gasoline be-| 
cause the engine vibrated so much. | 
We were told this was because it} 
had an aluminum engine. It’s OK} 
now.” 

“Yes, we had a lot of trouble,” | 





Ford buyers 
happy with service and warranty 
work. Buyer estimates of savings 
| averaged $500 per car. 


(Gemco, CMA, Leonard’s) 
ranging the purchase. 
Chieftain is 43 miles from the 
discount-house area. Three were 
happy with their service and war- 
ranty work; two were unhappy. 


as ar- 


| However, the two unhappy people 
were concerned with the distance 
to Los Angeles for service and a 
nick on the headlight rim. 


(EpiTor’s Note: Chieftain Pon- 
tiac’s general manager made this 
comment about discount-house 
selling: “It’s a ticklish situation 
with us. We don’t know how 
much longer we'll be doing it. 
We'd rather not discuss it.’’) 

Not a single one of the eight 
interviewed was un- 


One of the eight was a direct 


the other Rambler buyer said.| dealer sale, the other seven came 
“Everything, even the heater was|through Cal Stores, Fleet Sales, 
put in backwards. We’ve written to|Gemco and ABC. Though based in 
the main office, but I just get put) Orange County, the cars were reg- 
off. I'd never buy another Ram-| istered by Hollywood Ford, Holly- 


bler.” 

* * * 

a other Dodges on the list| 
were registered through Harger- | 

Haldeman, Los Angeles. Both buy- 

ers had made their deal through} 

the ABC discount organization. 

One buyer refused to give any 
more information. The other told) 
the interviewer, “Because we would | 
have to go into Los Angeles for} 
service, 40 miles, we have it done 
by the local dealer and pay for it.” 

(Epitor’s Note: In other inter- | 
views, officials of Walker Broth- 
ers Rambler and Harger-Halde- | 
man declined to discuss reports | 
that they had supplied cars to dis- | 
count houses.) 

Kaiser Oldsmobile, in downtown 
Los Angeles, registered three 
Oldsmobiles which the buyers 
said were purchased through a 
discount operation. Savings esti- | 
mates ranged from $350 to $2,000, 
with the average being $1,050. 
None of the three had had any 
problems with service. 

(Epiror’s Note: The general 
manager of Kaiser Oldsmobile 
told Automotive News: “We did 
some discount-house selling, but 
it’s been discontinued because it 
doesn’t produce much profit. The 
subject is a real sore point be- 
cause, as a matter of policy, we’re 
not in favor of doing business 
with those people.) ji 

* * * 

Distance a Problem . 
HREE Pontiacs and two Vaux- 
halls showed in the random 

selection, all of which came from 

Chieftain Pontiac, Los Angeles. All 

five buyers listed a discount house 


Michigan Dealer 
Goes Bankrupt t 


Inc., Ford dealership here, has been 
placed in involuntary bankruptcy. 

The Federal Court receiver on 
the case, Ralph Selby, described 
the dealership as “extremely insolv- 
ent” but pointed out that Ritter 
has a number of other companies 
which are not involved in the bank-|t 
ruptcy case. 


dealership’s stock of cars. Selby 
holds the dealership and said he| & 
wants to sell it as quickly as pos-|t 
sible to get work for the more than 
40 persons who were displaced by 


the closing. Ford Division had no| Makers on Service 





immediate word on a replacement 
for Ritter. 
ok 


* * 


Plymouth Dealer Folds, 
Blames DeSoto Demise | 
SAGINAW, Mich.—Roy E. Hardy | 


|S 


out of business last week after its | new-car warranty claim is adjudged 


new cars were seized by the Second | i 
National Bank here, lt 
A dealer for 13 years, Hardy said | f 


advantage of the public’s attitude 


auto dealer is out to rob you.” Play- 
BAY CITY, Mich.—-Paul K. Ritter,|ing on this, the discount operator 
offers one price, no haggling and a 
more businesslike buyer-seller re- 
lationship. 


discount-house sales of new cars 
hurt many Southern California 
dealers. But what is more impor- 


great weaknesses and took advan- 
Pacific Finance has seized the| tage of them. 


in obtaining service. 
* * 


are rather cloudy. A Chrysler 


coverage by these warranties 
handled by authorized dealers sell- 
Jr., Inc. (Plymouth-Chrysler), went|ing Chrysler Corp. products. Any 


| wood. 


(Epitor’s Note: Jack Bowell, 
Hollywood Ford general manager, 
had this to say about discount 
houses: “The simple fact is that 
we moved units at a profit. We 
saw this trend start about five 
years ago. 

(“Don’t fool yourself,’ he con- 
tinued. “Unions, discount houses 
and referral houses are big busi- 
ness. I’ve heard people say that 
nearly 40 percent of the cars sold 
in Los Angeles are sold to people 
who never went near a dealership. 
We went along with it until we 
had to shut off. 

(“Since then, other dealers have 
picked it up. Some of the discount 
stores are getting their cars out 
of state. But we have some new 
ideas. We started this business 
without the discount stores, and 
well continue without them. 
We’ve always made money, and 


we'll continue to do so.”) 
oh * * 


. are a number of points 


in the Automotive News survey 


of discount-house buyers that seem 
| worth underlining. 


First is the fact that the buyers’ 


|estimates of savings average $488. 
Keep in mind that the sticker on 
the car gives the list price, and 
buyers know what they paid for 
the unit. 


This represents a mighty fine sell- 
ng job on the part of the discount 


house—to convince the buyer he 


s saving more than is usually 
ound in a low-priced new car. 
Second is the low incidence of 
service problems. It seems that 
having purchased through a dis- 
count house, and being told he is 
saving money, the car buyer is 
willing to pay for his own serv- 
ice, rather than drive 40 miles. 
The discount house has taken 


oward the auto dealer to wit: “The 


There can be little question that 


ant, they pointed attention to two 


One is the shoppers’ problem of 
stablishing a price when buying; 
he other is the buyers’ difficulty 


ok 


UTO-MAKERS’ policies toward 
service on discount-sold cars 


pokesman told Automotive News: 
“New-car warranties and claims 
are 





~ 
through our dealer organi 


the entire program for ma 
claim adjustments has been é& 
signed for channelling ‘hrough 
our dealerships.” 

General Motors’ policy wag oy. 
lined by President John F Gordon, 


who said, “Our position has always 
been that we have such an inter. 
est in the product that we wiy 
protect the first retail 1stomer 


through protection of the produ 
and its owner.” 
* * * 


i DEARBORN, a Ford Moto 

spokesman said: “Our investiga. 
tion indicates that relatively fey 
sales of autos are made directly 
to discount houses. In sales involy. 
ing discount houses, it appears that 
the discount house generally acts 
as a referral agent, sending the cys. 
tomer to the dealer. 

“The dealer then makes the gale 
and delivers the car directly to the 
customer. In such cases, the dealer 
gives the customer his usual dealer 
warranty. 

“In a case where a dealer sells 
to the discount house and the dis- 
count house resells to the custom- 
er, we understand that the dealer 
generally warrants the car to his 
customer—the discount h ous e— 
and presumably the discount 
house warrants it to its customer, 

“In these cases, the discount 
house becomes the warrantor to 
which the ultimate customer should 
turn for warranty service or adjust- 
ments. 

“Ford Motor Co. has issued no 
special instructions to its dealers 
with respect to warranties on cars 
sold through discount houses.” 


(The concluding section of Av- 
TOMOTIVE News’ report on dis- 
count-house sales of new cars will 
follow in a few weeks. It will 
bring the situation up to date and 
spotlight the future of discount 
houses as seen by their opera- 
tors.) 


Impressive 


Sales APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cards are now avail- 
able to the following deolers 
© BUICK @ FORD © PONTIAC 
© CHEVROLET © LARK © OLDSMOBILE 
© CHRYSLER © DODGE © MERCURY 
@ PLYMOUTH 
Write today for Free Sample Folder 


Please specify line of cars you sell 








ndividually as to its validity by 
he dealership and by the manu- 
acturer, and any claim adjust- 


liabilities began outrunning assets|ment is made through an author- 
when the DeSoto was discontinued | ized new-car dealership. 


last November. 


“Since we sell our products 


UTLEY BROTHERS, Inc. 


Ps Bi DETROIT 12, MICH 





~ 


AUTO TURNTABLES 


Low priced. Portable, Move anywhere. Plug in. 
For indoor or outdoor display, Set up in 20 
minutes, Write for free illustrated literature. 


Also Available 


POSTS and 
¢ ROPE RAILINGS 


AMER-STAGE CO. 
805 East 134 St. 
New York 54, N. Y. 


- 
—~—-<-$<-- 


Changing Jobs? 
RESUMES 


Written and/or Reproduced 
Professional writer will discuss your qual- 
ifications and write your resume—to assist 
you to secure a better, more satisfying 
job . . . or if you prefer to write your 
own, our superior duplication will assure 
your resume attention! Phone or write 

“WE'RE ABLE” PRINTING 

4510 N. Woodward, Royal Oak, Mich. 
Lincoln 9-5505 
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Kansas City and Metuchen, N. J. 
which were down all week. 

A breakdown of compact-car out- 
put showed Corvair, despite its 
working six days, off from 7,811 to 
7,700 assemblies; Rambler up from 
5,577 to 6,300; Falcon declined from 
8,767 to 5,100; Comet was off from 
2,961 to 2,150; Valiant up from 1,111 
to 2,900; Lark off from 1,213 to 1,000; | 
Lancer up from 420 to 900, and Spe- | 
cial, F-85 and Tempest up from zero | 
the previous week to 1,913, 1,540 and! 
2,500 assemblies respectively last} 
week. 

Plants producing low-price stand- 
ards which were down all last 
week were Chevrolet at Atlanta and 
Baltimore, and Ford at Dallas and! 
Dearborn. On four-day operations} 
were Chevrolet plants at Framing- | 
ham, Mass., and Janesville, Wis.; | 
Plymouth in Detroit, and Stude- 
baker Hawk at South Bend. 

Oldsmobile was the top producer 
among the mediums with 5,980 as-| 
semblies, compared with 898 cars 
built a week earlier. Oldsmobile 
worked only four days at Lansing 
last week. 


Studebaker Marks 
109th Birthday 


CHICAGO.—Studebaker put 109 
candles on its birthday cake at the 
Chicago Automobile Show as the 
nation’s oldest transportation manu- 
facturer celebrated its founding at 
South Bend in 1852, 

Now Studebaker-Packard Corp. 
and an automobile producer since 
1902, the original Studebaker Bros. 
Mfg. Co. was begun by Henry and 
Clement Studebaker, wagon mak- 
ers, on capitalization of $68 and 
two sets of blacksmith tools. 
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Steel Promotion 


Cited for Big 


Gain in Car Sales 


SHARON, Pa.—A joint car-sales 
promotion program by Sharon 
Steel Corp. and 10 local auto deal- 
ers boosted sales 250 percent in one 
week, according to Kenneth L. Bell, 
president of the Shenango Valley 
Automobile Dealers Assn. 

Geared to the theme, “We Sell 
Steel,” the program was kicked off 
Feb. 13 for what was intended to 
be a one-week effort. 

Results were so exceptional, said 
Bell, that the program has been 
extended until March 1, Kits for 
dealers, provided by Sharon Steel, 
included hang-tags for cars and 
showrooms, window decals and 
white coats and steel workers’ hel- 
mets for salesmen, 

The program was supported by 
heavy local newspaper and radio 
advertising. 

“Extending the program,” he 
said, “is in line with keeping the 
ball rolling. This is the best thing 
we have ever done to move cars.” 

Bell said inquiries about the pro- 
motion have been received from 
dealer associations in Akron, Cleve- 
land, Youngstown, Pittsburgh and 
other areas. 


New Dealership Planned 

MANCHESTER, N. H. — State 
Motors, Inc., which has been in the 
automobile business for 41 years, 
much of that time on Elm St., has 
announced that it will construct a 
large modern building at the firm’s 
former used-car lot on Daniel Web- 
ster Highway, North. 


Dealer Groups Assail Wage Bills 


L Almos! Even with °60 Pace eee 
. —— 
1M O Milli 
toy ut at 3 l 
Model-Run Output a illion 
: ontinued from Page 1) worked all of its plants except| the output rise, however, have been 
ys ‘ industry was turning out Plymouth in Detroit five days. squelched by the announcement 
. ne f 68,206 cars weekly. The result was that car produc- | that Chrysler Corp, will halt pro- 
Nl an average OF tion in the United States climbed | duction at all seven of its car as- 
P . ee 31.8 percent from the 2%-year |Sembly plants this week. In addi- 
t AR assembly operations, how-| low of 176,649 assemblies a week tion, compact-car output will suffer 
‘or did show signs of re-| earlier to an estimated 100,994 with the Comet-Falcon lines at 
ever, Buick. Olas-| ¢@°s last week. It still, however, Lorain, O., down all week and the 
; pounding last sists as , was 34.3 percent below the year- | B-O-P compact lines at South Gate, 
mobile and Pontiac returned tO! ago week when the industry built | Calif, and Studebaker at South 
; work on both their standard and| 153,682 cars. aa ae sae _< — 
y compact cars, and Chrysler Corp. Any hopes for a continuation of 100,000-unit yy Fit oo. Ress 
1 = ae e the medium-price group, which 
t Car, Truck Output Estimates upped its output 311.5 percent from 
8 6 5,567 assemblies a week earlier to 
, By Automotive News an estimated 22,906 units. 
Top output group, however, was 
e PASSENGER CARS the standard, which upped its pro- 
e duction 6.8 percent from 39,164 to 
t a rs a | nt 41,845 units. The compacts, with 
r Ended Same Ended Output, To To Buick Special, Oldsmobile F-85 and 
Feb. 25, Week, Feb. 18, February, Feb. 27, Feb. 25, | Pontiac Tempest back in produc- 
1961 1960* 1961* ToDate  1960* 196L_ |tion, climbed 14.9 percent from 
CHRYSLER CORP.** .. 14,100 23,700 = 3,654 «= 36,326 §=212,397 +~—'73,247 | 27,860 to 32,003 assemblies, and the 
Chrysler Division ...... 2,500 BLE — ses tavvews 6,285 24,318  15,605|highest-priced group rose 4.5 per- 
Chrysler... 2,200 MORE: *areineaks 5,662 19,951 14,179 | cent from 4,058 to 4,240 assemblies. 
Imperial .........:.:000+ i an 623 4,367 1,426 On a percent-of-industry basis, 
Dodge Division. .......... 4,500 7,650 1,184 10,912 68,253 20,862 | the low-price standards took 41.4 
Dart-Polara. ............. 3,600 7,650 764 8,371 68,253 16,332 | percent; the compacts, 31.7 percent; 
Lancer _......... yevineassnnece ha 420 EE. darshan 4,530 | the mediums, 22.7 percent, and the 
t Plymouth Division .... 7,100 12,550 2,470 19,129 108,938  36,780| highest-priced group, 4.2 percent. 
: Plymouth ......000:sss000 4,200 6,452 1,359 11,309 67,796 22,310 ee ¢ 
i MN cayssvvecivcvsuedccres 2,900 6,098 1,111 17,820 41,142 14,470 NLY Corvair at Willow Run 
i FORD MOTOR. ............... 25,550 38,184 29,653 94,295 369,469 209,670 worked six days last week, 
Ford Division .............. 19,860 32,920 24,820 77,038 322,633 174,026|marking the second consecutive 
BNI nsssorversnvsssovenenies 5,100 8,293 8,767 24,376 += 83,946 ~—-55,589| week that the Chevrolet compact 
Ford (Std.) .......0.. 13,160 23,202 14,113 46,220 225,508 104,050|plant in Michigan had worked 
Thunderbird. ............ 1,600 1,425 1,940 6,442 13,179 14,387)| Saturdays. 
L-M Division .............. 5,690 5,264 4,833 17,257 46,836 35,644 All other compact car plants 
SN jaisvicedssccascectievee 2,150 1,348 2,961 8,138 2,121 15,959| worked five days, with the excep- 
BOI: 5 siaicbisostiscasessec 580 348 673.2515 5,661 6,001| tion of Studebaker Lark and the 
PAGECUPY ..001.0ssss0es0s00. 2,960 3,568 1,199 6,604 39,054 13,684) B-O-P lines at South Gate, Calif., 
GENERAL MOTORS .. 53,759 77,658 36,266 174,356 632,564 407,773; which worked four days, and 
Buick Division ............ 5,979 7,053 631 15,403 63,079  39,446| Ford’s compact-car plants at 
Buick (Std.) ............ 4,066 7,053 631 10,749 63,079 28,360 
Special . .............00 weep akelan. See COR Bessie 11,086 
INO asseiescercscrecesesenas 3,360 3,799 3,385 12,157 32,624 26,369 
Chevrolet Division .... 28,700 48,001 30,453 106,077 374,814 234,346 
= MOB VGEE  o..cccressisscceccsess ons nae Bn ame oues 51,733 
Chevrolet (Std.) ...... 1, 9, . 9,672 10, 182,613 
Oldsmobile Division .. 7,520 9,351 898 19,662 80,671 50,023 a ee 
ae ene cs Ya daa 4,560 vecsessene 11,944 — dollar volume of busi- 
‘i Oldsmobile (Std.) .. 5,980 9,351 898 15,102 80,671 38,079 aetna 
f Pontiac Division ........ S200 8456 )0=— 0D 8188181878) wien}, Ms would mean that mechan- 
Pontiac (Std.) ........ mm wi hUC lUM le le ee eS ee a 
of such dealers would come under 
IIE, siscsssnessenssosse ee ee seatesns 20,088 h f the 1 hile th 
RAMBLER. ..........:0s0000 we ms 4 Tn ee aS ee ee 
same classification of employes of 
STUDEBAKER. ............. 1,160 3,174 1,373 3,570 25,278 8,329 deatere in other lines of care, who 
STEERED ccsscssassccssensseess 125 201 126 453 832 107 have a lower volume of business, 
Total Cars, U. S.** ....100,994 153,682 76,649 326,186 1,322,864 740,938 an” come under the laws 
**Totals for 1960 include DeSoto production. “Hence, the inequities of a one- 
million-dollar classification as ap- 
COMMERCIAL CARS . plied to automobile dealers is im- 
(U. S. PRODUCTION ONLY) a en 
Ended Same Ended Output, x P os “AOREOVER, in operating re- 
Feb. 25, Week, Feb. 18, February, Feb. 27, Feb. 25, pair shops and service sta- 
1961 1960* 1961* To Date  1960* 1961 | tions, automobile dealers are also 
CHEVROLET .................. 6,000 12,235 5,653 21,260 87,922 46,907 |in direct competition with inde- 
DIAMOND T ................... 40 59 20 92 578 213 | pendent garages and filling stations 
re eu vcoutcalacveciaisviesievens 60 88 37 115 658 326} which do not sell motor vehicles, 
EE soe kccagirosviys ties ersis 150 2,010 1,379 3,586 15,074 8,450! and most of whom would be ex- 
SS 5 <2) cain tvascessixevaasede 7,580 7,546 6,792 26,795 67,451 53,892 | empt. 
Mh, foci vibe ae dovesays cad 1,305 2,976 1,270 4,731 18,105 10,235 “ s ‘ 
INTERNATIONAL. ..... 2685 2,020 «2578 «9470 28,551 19,820| nigh emit cost product he may be 
SE iis taicarnonsivece 200 388 197 712 2,646 = 1,513| made subject to the act nowith- 
STUDEBAKER ............. 132 360 133 595 1,634 905 standing that he has only a few 
EE Sx enstohdiediovn 360 429 332 1,197 3,225 = 2,551! employes and a small place of 
a, ANEOUS eosieeeds — — er — a “a business. On the other hand, other 
ages retail and service establishments 
ae i in 
Total Trucks, U, S. .... 21,107 31,717 21,192 77,849 242,049 160,733 oar ae Gaels . 2 
Total Cars, Trucks, empt because they sell low-unit- 
BESOIN | asveikcseshesstbaverisencte 122,101 185,399 97,841 404,035 1,564,913 901,671! cost products.” F 
NADA’s Kossman asserted on 
, : Reese tn Glikae 
| CANADIAN PRODUCTION CARS the bill was discriminatory in o 
: Week Week Jan. 1 Jan. 1 aac > a Te 
Feb. 25, Week, Feb. 1s a. Feb. 27, web. 38, “PECAUSE of the nature of the 
1961 1960* 1961* To Date 1960* 1961 services which the automobile 
CHRYSLER CORP. .... 850 1,445 832 3,178 9,205 5,669 | dealer renders in most communities, 
' |FORD MOTOR .............. 2,058 2,113 2,076 7,453 16,751 16,429| particularly in rural areas, he is 
eee AL MOTORS .. 3,950 4,030 3,943 13,263 36,745 29,051 eee SY oe ts hen 
AMBLER. ou... cece BO — detiecenss 119 ee 462 e public during SIxX days Oo e 
eal ieas 160 100” screw 402 812 850 | week in order to cater to the buy- 
—___._ —____| ing habits of the public and to per- 
Total Cars, Canada .. 7,143 7,697 6,970 24,676 63,513 52,461|form his proper function in the 
nae weed be virtually i 
wou vir y impos- 
CANADIAN PRODUCTION—TRUCKS . iain sible to limit the work of the 
- 6 an. an. dealer’s employes to 40 hours per 
Feb. 35, Week, Feb. 18, sane. Feb. 27, Feb. 25, week, as contemplated by the ob- 
1961 1960* 1961* To Date 1960* 1961 jectives of the law. Most dealers’ 
CHRYSLER CORP. .... 160 190 153 559 1,310 1,203 | establishments are too small to 
FORD MOTOR. ............. 417 363 361 1,446 2,866 3,021| introduce a shift system of em- 
GENERAL MOTORS .._ 600 781 602 2,156 7,714 4,598 | ployment. Hence, most dealers 
INTERNATIONAL ...... 230 275 228 833 2,194 1,805 | would have to pay overtime pen- 
—__ —______| alties on a regular basis. Today, 
_TotaiTrucks,Canada 1,407 1,609 1,344 4,994 14,084 10,627| the average dealer cannot afford 
Total Cars, Trucks to absorb additional financial bur- 
Camada ccc ‘ue 8,550 9,306 8,814 29,670 77,507 ~—«63,08g| tens, so that he would have to 


Grand Total, 

Cars and Trucks, 

U. S. and Canada....130,651 194,705 106,155 433,705 1,642,510 964,759 
*Revised. 





reduce hours, thus causing em- 
ployes a substantial loss of in- 
come. 

“The foregoing is true, whether 
the individual dealer does an an- 


nual volume of business of over or 
under $1 million. The $1 million 
limitation, therefore, is irrelevant 
to the question of whether the auto- 
mobile dealer should be exempt 
from the law.” 

Subjecting the dealer to a wage 
floor, said NADA, would increase 
unemployment for any rise in a 
dealer’s cost “is bound to result in 
the outright discharge of the rela- 
tively inefficient.” 

The original minimum wage bill 
was intended to exempt local busi- 
ness, NADA continued. The associ- 
ation quoted President Roosevelt 
and the sponsor of the original 
measure, Senator Hugo L. Black 
(now Mr. Justice Black). 

“The franchised automobile and 
truck dealers’ establishments are 
typical of the local businesses re- 
ferred to in these quotations,” 
Kossman said. “The dealer is re- 
quired to adjust himself to the de- 
mands of his community, whether 
it be agricultural, mining or indus- 
trial and regardless of its size. In 
selling and servicing cars he is 
furnishing essential transportation 
services in his local community. 
Generally, he does not compete with 
dealers in other states. He com- 
petes with dealers in his home town. 

* * * 


“(eet oNs vary greatly from 
community to community. 
Local working conditions cannot 
be made uniform by a single na- 
tional standard. Therefore, the im- 
pact of the proposal to extend the 
law to retail automobile dealers 
would vary greatly between differ- 
ent communities. 

“If the wages and hours of re- 
tail automobile dealers are to be 
regulated, it should be done by 
the states, which are in the best 
position to evaluate the varying 
conditions prevailing in the dif- 
ferent communities.” 


NADA concluded by urging the 
subcommittee to preserve the his- 
torical exemption for dealers con- 
tained in the Fair Labor Standards 
Act and to reserve to the state 
their rights to regulate wages and 
hours in local dealerships. 

* * o* 


NIADA Viewpoint 


C KINSEY, of NIADA, spoke 
for some 2,000 nonfranchised 
dealers. He argued that the “aver- 
age automobile dealer is in the re- 
tail sales and service business op- 
erating on a strictly local level.” 
McKinsey explained: “While 


the goods he sells may well have 
been manufactured in another 
state, all of the dealer’s own oper- 
ations are local in nature. His 
goods are sold locally to local 
purchasers for use locally. His 
employes are usually residents of 
the locality in which the dealer’s 
place of business is located. 

“All in all, it makes a great deal 
of sense for the rates of pay and 
hours of work of his employes to 
be determined on a local level, 
whether by the free play of the 
market or by local legislation. As 
a small local businessman, the auto- 
mobile dealer believes in meeting 
the standards of his community, 
and will always do so in all aspects 
of his business.” 

NIADA also referred to the tradi- 
tional exemption for car dealers 
and said it felt that the states 
should “retain primary authority 
on all matters strictly local in na- 
ture.” 

* * * 

cKINSEY then went into the 

practical objections of extend- 
ing coverage to include dealers. 
“The administrative burden of com- 
plying with the various require- 
ments of the act will be difficult 
for most small dealers, who have 
little in the way of clerical help,” 
he said. “Also, the inflationary 
pressures which are sure to result 
are particularly hard to justify at 
the present time when profit mar- 
gins of automobile dealers are al- 
most non-existent. 

“It is unfortunately true that au- 
tomobile dealers are generally not 
now in a financial position to ab- 
sorb additional costs—being forced 
out of business may be the only 
answer for many of them.” 


Credit Hearing 
Slated in House 


WASHINGTON. — A spokesman 
for the House Judiciary Committee 
said last week that hearings are vir- 
tually certain to be held on a bill 
to divest auto manufacturers of 
their financial subsidiaries. No date 
has been set. 

Meanwhile, Rep. Emmanuel Cel- 
ler, New York Democrat, who sub- 
mitted the bill, said divestiture “is 
essential to bring an upturn to the 
automobile industry and to the en- 
tire economy.” 

So far this session, there is no 
companion bill in the Senate. 
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Exhorts Dealers to ‘Sell’... 





Cole Buoyant on Future 


By Trescot Goode 


Staff Correspondent 


MIAMI BEACH. — E. N. Cole, 
general manager of Chevrolet, 
painted a rosy future for the auto- 
mobile business before a group of 
South Florida Chevrolet dealers 
here. 

“All we need is confidence during 
this short period of uncertainty,” 
said Cole. “If you dealers will get 
out and sell us out of this tem- 
porary depression instead of spend- 
ing us out, 1961 may turn out better 
than 1960 when Chevrolet attained 
an alltime record. 


“Remember the previous high 
year (1955) was off to a slow 
start and finished with a ter- 
rific spurt. The people have the 
money, the desire for new Cars. 
We have the finest product in a 
multiplicity of models, and it’s 
up to us to instill confidence 
with a bang-up selling job.” 
Cole went on to commend the 

148 dealers included in the Jack- 
sonville zone for their fine work 
in increasing Chevrolet sales from 
46,442 in 1959 to 56,941 last year 
and to remind them that Corvair 
sales had now jumped to 22 per- 
cent of total sales. He predicted 
that the Chevy compact would level 
off at 35. per cent of volume and 
that imports will drop this year 
to about 325,000 units. 

At a rough and tumble press 
conference earlier, Cole insisted 
that Chevrolet dealers never before 
had so few complaints, that the 
greater number of models in the 
line made larger inventories com- 
pulsory, that higher floor-plan costs 
were a part of the cost of doing 
business, that the factory turned 





Obituaries 


Frank M. Johnston 

RAWLINS, Wyo.—Frank M. Johnston, 
73, former Ford dealer here, died Feb, 13 
in Denver, He became a Ford dealer here 
in 1914 and built three dealerships, two of 
which he owned at the time of his death. 
Later he became an Oldsmobile and GMC 
dealer and at one time had interests in 
dealerships in Cheyenne and Laramie. 

* * 





Mervin E, McDonald 
SAN DIEGO, Calif.—Mervin E, McDon- 
ald, 75, a retired auto dealer, died Feb, 6. 
* * 


James A. King 
KALAMAZOO, Mich.—James A. King, 
63, Checker Motors Corp, vice-president, 
died Feb, 13. He had been with Checker 


since 1925. 
* * * 


James H. VanCise 
OWOSSO, Mich.—James H, VanCise, 67, 
president of Quality Motors, a used-car 
firm, died of a heart attack Feb. 11. 
* Ed * 


Edward W. Stock 
TAMPA, Fla.—Edward W,. Stock, 70, 
who had been general service director for 
White Motor Co., Cleveland, and Fruehauf 
Trailer Co., Detroit, died in a_ hospital 
here Jan, 15. Since his retirement from 
the auto business, he had owned and op- 


erated a motel here, 
* * * 


John B. Kinnicutt 
ALBANY.—John B, Kinnicutt, 55, man- 
ager for B. F. Goodrich Tire & Rubber Co. 
in Albany, died Feb. 13. 
* * * 


Mack B. Stevenson 
AUGUSTA, Ga.—Mack B_. Stevenson, 42, 
vice-president and sales manager of Bill 
Jones Motor Co., died Feb. 13. 
* * 


Eugene B. Campbell 
BALTIMORE.—Eugene B. Campbell, 46, 
used-car manager at Dulaney Motors 
(Plymouth-Valiant), Towson, Md., died at 
his home Feb, 12. He had been in the 
used-car business in Baltimore for almost 


20 years. 
* * * 
Patrick N, Clark 
DECATUR, Ill.—Patrick N, Clark, 67, 
sales manager of Weidenbacher Olds, died 


Feb. 19. He had been in the auto business 


about 40 years. 
* * 


J. Val Strough 

PIEDMONT, Calif.—J. Val Strough, 70, 
an Oakland Chevrolet dealer for a quarter 
of a century, died Feb. 10, He raced on 
the Indianapolis Speedway when it was a 
dirt track. He joined Chevrolet in 1917 as 
a ‘‘shakedown tester’’ in Omaha, and after 
Chevrolet’s merger with General Motors he 


became the Pacific Coast regional parts 
and service manager. He opened his deal- 
ership, Val Strough, Inc., in 1935 and re- 


mained active until a week prior to his 
death. 
* * * 
Charles H. Albright 
MOLALLA, Ore Charles H,. Albright, 


79, an auto dealer here the past 10 years, 
died of a heart attack, 
* * * 


John W. Carpenter 











DURHAM, N., —John W. Carpenter, 
vice-president of Carpenter Motor Co. 
(Chevrolet) here, died Feb, 20 after a 


heart attack, 


out better finished cars which ac- 
counted for fewer calls on dealers 
for “free” service, that competi- 
tion was highly competitive and 
probably would remain so. 

“Hard selling,’ concluded Cole, 
‘is the solution to most of these 
problems and, as confidence re- 
turns, you'll find the upswing ac- 
celerating.” 

Many dealers went away with 
new hopes for the year. This 
despite the fact that January auto 
sales in this area slumped, the 
airplane strike has hurt the tour- 
ist season immeasurably, unem- 
ployment has reached an alltime 
high, last year’s profits were on 
the low side, racing attendance 
and betting is about 8 percent 
off, and General Motors plants 
in Jacksonville and Atlanta were 
down the entire week. | 

Cole, one of a team of six Chev- 
rolet officials touring the country, 
denied Chevrolet had any plans to 
market a smaller car and tossed 
off as impractical a prediction that 
by 1970 plastics would replace much 
of the steel in cars, 

“We've had experience with fiber 
glass with Corvettes, but I’d sure 
hate to build a million and a half 
Chevrolets from plastic,” Cole said. 

* * * 


Three Zone Managers 


Named by Chevrolet 


DETROIT.—Three promotions in 
the Chevrolet wholesale organiza- 
tion have been announced by K. E. 
Staley, general sales manager. 

Thomas W. Grove has been ap- 
pointed zone manager in Kansas 





Bernard 0. Wall 


Thomas W. Grove 


City, succeeding the late B. C. 
Carter. Bernard O. Wall was named 
zone manager in Des Moines, the 
post previously held by Grove. 
Ralph C. Martin, former assist- 
ant zone manager in St. Louis, 


moved into Wall’s spot as St. Louis} 


city manager. 


Baker (Ore.) Association 


Elects Murray President 

BAKER, Ore.—R. H. Murray 
(Willys) has been elected presi- 
dent of the Baker County Dealer 
Assn, 

DeForest Edge (Chevrolet) is 
vice-president and Lester Moore 
(Willys) is secretary-treasurer. 





Classified Want Ads 


HEL P WANTED 














ZONE SALES 
MANAGER 


For Volkswagen Distributorship 


Responsibility for approximately ten dealers, 
be stationed in Roanoke, Virginia, with dis- 
tributorship office in Washington, D. C. 
Should have a minimum of five years’ experi- 
ence. An excellent, financially rewarding po- 
sition for the right man. 


Send complete resume with photographs to 
Box 2288, c/o Automotive News, Detroit 7. 





GENERAL SALES MANAG 
point Ford dealership in South Texas. A 


GER for multiple 


great opportunity for the right man. 
Dealership established in 1921 and com- 
plete new facilities built in 1957, Salary 
and percentage of net profit with option 
to purchase stock for the right man. Box 
2255, c/o Automotive News, Detroit 7. 





DISTRICT MANAGERS, upstate New York 
and Northern New Jersey areas, for im- 
ported car distributor. Experienced only. 
Must be able to assume full responsibil- 
ity in field. Send full résumé in first let- 
ter to Box 2270, c/o Automotive News, 
Detroit 7. 















> 





HELP WANTED 





SERVICE MANAGER 
NEW JERSEY 


Outstanding opportunity for experienced serv- 
ice manager with Ford experience to take 
control of one of New Jersey's largest and 
fastest growing service departments, complete 
with newest equipment including truck facili- 
ties, body and paint shop, etc. Top salary 
plus commission can make you one of the 
top-earning service managers in the state. 
Excellent benefits include free automobile, 
hospitalization, paid vacation, etc. Write 
today in complete confidence. Box 2284, c/o 
Automotive News, Detroit 7. 





ACCOUNTANT-BUSINESS MANAGER. 
‘“‘Big Three’’ dealership in Southwestern 
major city has an opening for a well 
qualified business manager. Must have 
experience in automotive accounting, of- 
fice management, budgeting, cost analy- 
sis, finance and insurance, Dealership 
with potential of 1,500 cars, has excellent 
opportunity for a dynamic individual who 
would like to move to the fabulous South- 
west. Send complete résumé to Box 2242, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER--Wanted by old es- 
tablished GM dual, 160 car dealership in 
the Southern Tier area of New York, 
with one of the highest service absorp- 
tions in our zone. Must have knowledge 
of customer relations, mechanics (6) 
supervision, used car reconditioning, fac- 
tory adjustments, service management 
and procedures. Send complete résumé 
to Box 2259, c/o Automotive News, De- 
troit 7. All replies will be held in strict 
confidence. Our present service manager 
is retiring this summer. 


PEUGEOT DISTRIBUTOR needs experi- 
enced, aggressive, dependable men for 
new organization now being formed, Dis- 
trict managers (2), service representa- 
tives (2) to cover states of Ohio, Michi- 











gan, Illinois and Indiana. Give full 
résumé of background in your first letter 
to Dept. S—Exeter Motors, Inc., 41-39 
38th St., Long Island City 1, N. Y. 

GENERAL MANAGER for Buick dealer- 
ship, New Jersey, 300 car deal, large 
service operation. Box 2289, c/o Auto- 
motive News, Detroit 7, 





SALES MANAGER for 350 car Ford dealer- 
ship in upstate New York who can as- 
sume responsibility with proper authority 
for new car and new truck sales. Our 
sales department has already been re- 
cruited and trained; we have a used car 


manager; dealer will assist in area of 
motivation, inspiration, etc. We have 
more than adequate facilities, including 


separate internal mechanical department. 
We need a manager who can supervise, 
follow-up and assist in closing. Experi- 
ence in Ford, Chevrolet, Plymouth, Pon- 
tiac or Oldsmobile only. Compensation 
no obstacle for right man, Send complete 
résumé, including snapshot or recent 
photo. All replies will be held confidential 
and will be acknowledged. Photographs 
will be returned. Box 2290, c/o Automo- 
tive News, Detroit 7. 





BUSINESS-OFFICE 
MANAGER 


GM experience necessary. M.H.D. experience 
desirable. Attractive salary plus fringe bene- 
fits. Write or call: R. D. Gorham, c/o Gorham 
Chevrolet, Inc., Easton, Pa. BLackburn 8-2386. 


Position Wanted 
To sasourses this classification for the 


of those seeking employment, 
Position Wanted Ads are accepted at 
half regulor rates, namely: T1¢ per 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
in advance. (Half-rate does not apply 
to display ads in this section.) 


NEW OR USED 
Southern Florida 


CAR MANAGER for 

area available March 
1st. Sixteen years’ large volume Ford ex- 
perience, excellent references. Clark 
Booth, General Delivery, Hollywood, 
Florida. 

BUSINESS-OFFICE 
15 years’ 





MANAGER, age 339, 

management experience, com- 
plete knowledge of all phases of opera- 
tion, Interested in position which offers 
opportunities in exchange for qualifica- 
tions. Excellent references. California 
preferred. Box 2262, c/o Automotive 
News, Detroit 7. 

GENERAL MANAGER — General sales 
manager, presently employed as general 
sales manager of Chevrolet dealership, 
profit for 1960 was $201,000 net—sold 
1,897 new, 2,140 used. Age 34, 12 years’ 
experience, plenty of drive and enthus- 
iasm to get the job done, I am looking 
for a progressive dealer who wants to 
make $200,000 year, or more, Reason for 
change, better incentive based on profits. 
Box 2211, c/o Automotive News, De- 
troit 7. 


estimated 150,000 readers engaged in all branches of the nation's automotive i 
NTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. 

: PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full 
ee ee i cas asaan eateotaan mak, Repli. 


GENERAL MANAGER—General Sales Man- 


POSITION WANTED | 


a 
DEALERSHIPS AVAIL ABLE 


DEAL ERSHIP HANDLING PONTIA4¢ and 
GMC trucks in North Central New York 


POSITION WANTED 
BUSINESS MANAGER — 


— ACCOUNTANT. 
Florida resident. Volume GM and Ford 


dealer experience, full responsibility for city. No real estate. Must have fag 
accounting, forecasts, daily operating approval. Well equipped service and = 
controls and aiding dealer in overall departments. Must be sold to settle we 
management problems. Will relocate any- tate. Box 2240, c/o Automotive y, 4 
where in Florida. Box 2224, c/o Auto- Detroit 7. ews, 
motive News, Detroit 7. 


BUSINESS MANAGER-ACCOUNTANT de- 
sires full responsibility credit, operating 
controls, office procedures, Heavy experi- 


AUTO DEALERSHIP, San J aquin Vale 
central California, 15 years established 
Town 12,000, best of locations, Wonder. 
ful facilities with large showroom, Han. 


ence parts and service, 16 years’ GM. dling compact and import franchises, 4 
Michigan resident, available two weeks. money-maker if properly financed and 
Present employer aware this ad, Box managed. Reasonable with no “blue sky" 
2271, c/o Automotive News, Detroit 7. conditions, Would consider qualified part. 


ee ner with experience in sales and Money 
ACCOUNTANT - BU SINESS MANAGER, 


to invest. Write Box 2263, c/o Automo. 








thoroughly experienced Ford and GM tive News, Detroit 7. 

volume dealerships, Daily operating con- 

trol, expense control, familiar all depart- | MY CLIENT is a Lincoln-Continental-Mer. 

ments, aid in overall management. Box cury-Comet dealer in Chicago suburb, He 

2272, c/o Automotive News, Detroit 7. needs additional capital to continue 
BUSINESS MANAGER — and/or buy-in} PFofitable operation; needs a partner or 

deal in medium or large size GMC truck will sell out. Guarantee 10% return on 

dealership, Have 12 years’ experience in investment. 400 car agency in fast de 

all phases of dealership operation and| Veloping area in Cook County. Raymond 

management. Wish to relocate in South- Cavanagh, attorney, 105 S. LaSalle &t., 

west or California. Box 2273, c/o Auto- Chicago, Ill. 

motive News, Detroit 7. FOR SALE: Dual dealership nandling Buick 





ACCOUNTANT-BUSINESS MANAGER and Rambler, retailing 125 cars per year, 


with volume GM experience, thorough Modern building. All inquiries will be 
knowledge of accounting, forecasts, kept confidential, Box 2265, c/o Automo- 
budget and internal control techniques tive News, Detroit 7. 





GOOD VOLUME AND PROFIT, former 
medium-price car dealership facilities, in- 
cluding complete equipmeni, available to 
responsible individual who can: get fae- 
tory approval, Service personnel still op- 
erating service facility, Located in Buf- 
falo, N. Y. suburb, Start at threshold of 
the 1961 selling season, write Box 2283, 


with daily operating control for planned 
operations. Motors Holding experience, 
married and will relocate. Box 2274, c/o 
Automotive News, Detroit 7. 
EXPERIENCED PARTS MANAGER—Five 
years’ GM parts experience—married— 
age 27. Desires to relocate in Western 











Texas, New Mexico, Arizona or Southern } 

California, Box 2278, c/o Automotive c/o Automotive News, Detroit " 

News, Detroit 7. one AUTOMOBILE DEALERSHIP handling 
HONEST, ENERGETIC YOUNG MAN, 36, Chevrolet and Oldsmobile 42 years will 


be offered for sale to suitable party dur- 
ing 1961. Approximately $30,000 to han- 
dle assets and building, balance five 
years, Should net from $12,000 to $25,000 
per year. Located in center of 175,000 
population—second largest trade area in 
Western Pennsylvania, Located at Nan- 
ty-Glo, Pennsylvania. Also English Ford 
and used-car operation in Johnstown — 
approximately same terms, excellent lo- 
cation. Owners have _ opportunity for 
larger deal. For details inquire: Don 
Costlow, Nanty-Glo, Pennsylvania. 


HOT. SPRINGS, ARK. — Dealership han- 


good mixer, interested in a future in this 
automobile business of ours. I am not 
a floater. Ten years’ experience in busi- 
ness both in management and sales, the 
last six years with large Southern com- 
pany. Desire buy-in deal in city of ap- 
proximately fifty to one hundred thou- 
sand, Will work hard, make money for 
you and give you the peace of mind that 
things are under control. Box 2279, c/o 
Automotive News, Detroit 7. 


NEW OR USED CAR MANAGER, Age 48 
with 25 years’ sales management experi- 





ence. Now with a Chevrolet dealer — 

available April 1st, New England terri- dling Lincoln, Mercury, Comet, estab 

tory only, No family deals considered. lished 13 years at same location under 

Best of factory and dealer references. present management, Good lease avail- 

Box 2280, c/o Automotive News, De- able but not a must. Sell parts, accesso- 

troit 7. Ties, machinery, tools, shop equipment, 
office furniture, fixtures, signs and sup- 





SERVICE MANAGER—Executive with un- 
limited ability and proven experience in 
all phases of the business, seeking per- 


plies for $15,000. Reason for selling — 
other interests, Contact Pat Storey, 620 








manent position with potential and fu- Malvern Ave., Hot Springs, Arkansas. 
ture. Will travel or relocate, Write Box| VOLUME DEALERSHIP in Southwest 
2281, c/o Automotive News, Detroit 7. handling Buick, Excellent facilities in 
PARTS MANAGER: 10 years’ Chrysler best of locations. Long, favorable lease. 


Buy at book value of $89,100. Qualified 
prospects only. Box 2275, c/o Automotive 
News, Detroit 7. 

HANDLING FORD, MERCURY, COMET 
in town of 2,500. Large tirade territory 
in heart of good wheat and cattle coun- 
try. Good clean competition, Box 2276, 
c/o Automotive News, Detroit 7, 


EXCELLENT DEALERSHIP handling 
Chevrolet in South Central area. Beauti- 
ful buildings with large, paved used-car 
lot. No real estate, long lease, This is @ 
volume deal so be sure you can qualify. 


Corp., four years’ MoPar representative. 
Experienced in all phases of parts de- 
partment operation, Complete knowledge 
of Dodge trucks, Family man—factory 
references—will relocate. Box 2282, c/o 
Automotive News, Detroit 7. 








ager, previously employed as general sales 
manager Chevrolet dealership, Profit for 
1960 was $196,000, sold 1,863 new, 2,039 
used. Age 34, 12 years’ experience, plenty 
of enthusiasm to get the job done, Avail- 








able immediately — willing to relocate. 
Edward Kensic, 11512 Lovejoy St., Silver Box 2277, c/o Automotive News, De 
Spring, Maryland. Phone: MAyfair 2-0207. troit 7. 

ATTENTION MR. R. E. DUMAS MILNER,| LIFE TIME OPPORTUNITY for younger 
1090 Milner Bldg., Jackson, Miss, Im-| man. Dealership handling Pontiac, % 
portant. Please get in touch with me, years old, 500 cars, most modern under 
unable to reach you, Phone: MAyfair one roof. No family to take over, Want 


honest and able. Capk 


working partner, 
Confidential. 


tal required $35,000-$45,000. 


2-0207, Silver Spring, Maryland (E). 











DEALERSHIPS AVAILABLE Box’ 2285, c/o Atitomotive Saale 
as troit 7 oa — 
FOR LEASE-—Two locations for automo 


Dealership Available 
CENTRAL FLORIDA 


bile agencies in fast growing Southern 


National City, Both cities join San Diego, 




















Located in center of Florida's famous citrus 3 l ) oth 
belt for over 30 years. Handling Chrysler- California city limits. Showrooms, << 
Imperial-Plymouth-Valiant, ice departments, used-car lots comp 
TAX LOSS for close supervision and efficient opera 
Land—90-ft. x 235-ft; 2-story building 90-ft.| tion. Write: W. H. Astler, 1168 State Sty 
x100-ft. Will sell or lease. Write Box 2227, c/o| San Diego 1, Calif. Phone: BE 200 — 
Automotive News, Detroit 7. CITY OF 50,000, established Midwest de 
aman ere AAACN ROA Nei meee IA ership handling Imperial, C hr yaa 
Plymouth and Valian Excellent fa 
DEALERSHIP HANDLING MERCURY,| ties and equipment Lease available 
Comet, Continental, North Carolina, 300,- Write for particulars. Box 2286, c/o Alt 
000 potential in area of diversified indus- tomotive News, Detroit 7. 
tries and rich farming area, Excellent = = = —- 
and new facilities in downtown location, | PEALERSHIP HANDLING ae = 
Box 2233, c/o Automotive News, De- urban Midwest growth area, Pres 
ons : selling more than 500 new per 1 
- — > - Purchase only a minimum parts @ 
MISSISSTPET GULF (CONST Wn | gauipment inventory Modern aa 
- ie a 2 . or lease Ox 2287, c/o Auto 
30,000 population, 80,000 trade area — News, Detroit 7 ; 

’s fastest g ing. 20 y C8 — a 
vont avernna’ Sompisie  senice, body | FOR SALE IN MAINE: Wonderful oppo 
paint, $10,000 parts, $15,000 equipment.| {Unity for someone with the necestes 
Sell $15,000 cash, Building 8,000 square| inances to purchase the me ee 
feet, ten car covered 75 car blacktop dis-| C8" franchise, 150 car potentia ‘a parts 
play. Well lighted, most modern, Four ZOOM well equipped ® yeryGe ona loca 
lane main street, centrally located, Sell ee eee oe Auto 
or lease property, ill health retirement eae os oat On Saas, 
selling reason, Box 2251, c/o Automotive motive News, Detroit 7. 

News, Detroit 7. 
AGENCY HANDLING FORD East Ten- 
nessee town of 6,000 on TVA Lake. Same Agency Handling 


location 30 years, 150-200 units per year 
—always shown nice profit. No used cars, 
no accounts, no blue sky, no real estate 
to buy. Low rent on completely modern 
building and lot. $38,000 firm price, fac- 
tory approval necessary. Owner has other 
interests. D. E, D’Armond, Phone 273, 
Crossville, Tennessee for exact location 
and further information, 


RAMBLER 


in Hollywood, Calif. 


personal reasons. Call, wire or write: 
kin, 7919 Sunset Bivd., 


OL 6-3440 
























































































California. One in La Mesa and one iM 





Established 6!/, years, doing OK. Must sell 
Hollywood 46, ‘Calif 
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ii Pay Top Cash Price — 
Ford oe Chrysler dealership. Must 
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CARS FOR SALE 


MISCELLANEOUS 


WHY SETTLE FOR LESS... 











PARTS FOR SALE 
FOREIGN CAR PARTS LIQUIDATION. 
Over $97,000.00 close out Jaguar, Volvo, 
Hillman, MG, Alpha, Triumph, Mercedes 
and Lucas, Fast service, excellent dis- 


DEALER SERVICES 
CAR DEALERS! Send for free Dealer Sales 
Aids Brochure worth $2.20. Peterson’s 
Advertising, Dundee, Illinois. 














































































































































































































































































































































for GM, “pele new-car sales potential. Have Ample Su ly of count, Jack Pry, Ltd., 1539 Pennsylvania 
500 o 
fhe education reputation, capital and —- Ave., S. E., Washington 3, D, C. LI No Other Tow Bar 
ful operating, arames to wep ee aanetio- 1961 Auto Costs! a PARTS WANTED Can Give You These 
approve’. ential until deal is made with you arate - iat aia eeeaicontinkonen — | Outstanding Engineering Features 
fons ot of purchase price posted. No deal,| Discover how much your Deal's cars really NEW MOTOR or short block assembly for | 
om poner. Ready to buy immediately. Please | cost. The book, "AUTO COSTS," gives you Mew tte eee ne Motor Co! =OGADALLOY STEEL GAaT 
reply to Box 2269, c/o Automotive News, De-| the factory invoice prices of all 1961 American NRW AUTGHORILE <TR GONDITION: COUPLING HEADS LINED 
6 7, cars, 25 foreign cars, 4 American trucks, and A ; ome af 
al all their equipment. Used by dealers and cao pong ov gg me sagen Se so ‘TO PROTECT CAR BUMPERS. 
TED: Chevrolet single or dual or| banks nationwide. Order your ‘6! edition Box 4052, Columbia, South Carolina. | 
weiiiac. dual with 200 to 300 units per] today for only $10—three year subscription $18 Phone: ALpine 6-2313, | ae 
eee At cnr ey steel ne eee TRUCKS FOR SALE | *CADALLOY STEEL CAST 
Genet Bree. Te eT, ‘ ishi 60 58 TWO 32 FT. TANDEM flatbed Trailmobiles | 
tive gealerenie tT. 2267, c/o Automo-| AUTO COSTS, iftore ~~ Company, 19 = 1959 = 19 nbn maeae = a ae” = YOKES WITH HEAVY DUTY 
eal, ee che Fruehauf and one Trailmobile 33 ft. Two TUBULAR STEEL "V" 
ew * y’ 5 Oe a , 
aif BROTHER TEAM — saree ambitious, dedi. MOST MAKES clean, “R. L, Beardsiey & Co., 196 W.| SECTIONS TO RESIST 
y ; = } S F ‘ S hen , 
cated penentionene | eee oe ont CARS FOR SALE eats. St., Riverdale, Ill, WaAterfall STRAIN & STRESS. 
— buy-in, Dbuy- 009 a 
and deal. Midwest area preferred. Box 2292, *Cadalloy Steel Castings 
wa c/o Automotive News, Detroit 7. IMPORTANT NOTICE CHEVROLET (10) 1959 Ford F-1100 Tractors a. Yield: Palen g 
fe — pUSINESS JNITIES 534 cu. in. ine, 156” W.B.. 8-speed 3 
eens Sehr sudaion ae lata Gana . R.R., axles 9,000 and 23,000 Ibs., 10.0020 tires, 46,000 Lbs. Per Square Inch 
ews, | psED CARS -completely equipped. Present > cua dey mp: oes oo +. B'way & 133rd St., N. Y. C. 10-hole Budd wheels, two 60 gal. cyl. tanks, * 
jume 250 annually using % of facility. shou hat, if Ed AD 0 tractor pkg., semi-automatic 36 in. 5th wheel. 
rime tease $250. Six months advance rent only ee ee eae Sues dl aa Hogan 4-600 Ready for the road. Needs some appearance| UNIVERSAL SWIVEL ACTION 
labl if de- itioning. 
iy J seairement. Partner, tytilaenin treet || | boom Paid on the vehices. ‘condiionng. oso Tractor, | ON COUPLERS FUNCTIONS 
der. Great potential. Box 2213, c/o Automo- Dd x eee IN UNISON WITH SPRING 
tan- tive News, Detroit 7. Two tilt cab tandem tractors, 228” W.B., 534 
AG a arabe 3 cu. in. gas engine, axles 15,000 and 38 M SUSPENSION ON ALL CARS 
and REPOSSESSION SERVICE 61 Volkswagens Hendrickson rear suspension, 3-T Fuller aux. FOR SMOOTH & SAFE 
a oe SERVICE VO LKSWAGENS 2 - trans., two 60 gal. tanks, 10.00x20 tires, 7.5x20, 
art QUIGLEY’S REPOSSHSSION SERVICE— Fully Americanized 10-hole Budd wheels. Ready for the road. TOWING. 
oney HO 3-0257. We repossess ae any e Needs some appearance reconditioning. 
ymo- time, anywhere. aoe a we “9m 1961s—All Models 
Grove, Calif. CY ego). IN STOCK CONTACT BOLTS, NUTS & WASHERS 
ag SALE o 
ie ee _____ "aan aa aa Immediate Delivery FORD MOTOR CO. ARE USED TO MAINTAIN 
| OOS SAL LSAT TEN p to Any Port i SNUG FIT OF ALL CONNECTIONS 
os & Box 5588, Terminal Annex, Denver 17, Colo. 
TWO ESSENTIAL SERVICES CHECK OUR PRICES . . 
t oF Excise Taxes Paid NO RIVETS TO LOOSEN AND 
21 INVENTORY SERVICE Can WHeLnsauens. we BUSES WANTED CAUSE PREMATURE WEAR 
ond accessories and similar goods. “4 MINIATURE VEHICLES WANTED—Used Overland bus, State size, 
Parts, 
rs AL SERVICE 1555 Jereme Ave, Now Verk 52, Hi. Y. 277 Clinton Ave., Newark, N. J. engine make, condition and price. Write: 
eh APPRAIS CYpress 9-8040 N. J. phone: Bigelow 2-6161 Dave Brandon, Gordon, Nebraska. THE SUPERIOR 
Lick See hae feo N. Y. phone: WHitehall 3-7390 ANTIQUE, CLASSIC CARS FOR SALE 
ear, For TT Tee Sanhing and Insurance In North Carolina contact: James Allison, COLLECTORS ITEM—1914 Ford Touring BLUE CHIP 
ba Reports, woth tan te SEE PAGE 22 E. M. aarene Auto _— car—good state of preservation for a 
mo- rite for free press 9-092 model of this vintage. E, R. Rosser, O OT 
om “Hidden Earning Power’’ booklet. for the nation's RR #4, Ilderton, Ontario, Telephone: T W PIL 
mer Ilderton 15 R 2. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. With Lubricated Automatic Brake 
in- * taht, 7 x : 
10040 Freeland Ave. Detroit 27, Michigan CARS WANTED MISCELLANEOUS 
= WEbster 3-6445 TOP AUTO AUCTIONS GAS TURBINE ENGINE—45 H. P. for and Brake Cable 
op- WANTED—LATE MODEL WRECKS and sale, made by Solar Aircraft, weight 104| Dealers’ List Price, F.O.B. Factory. . . $69.80 
Bur. police cars. Ed Matt, 55 Madison Ave., lbs. In operating condition, Ideal for ex- Dealers’ 25% Di t 17.45 
DEALER SERVICES Paterson, N. J. SHerwood 2-4488. perimental use or for promotional pur- ee o Sieeen! + 06s eee : 
l of 
283, CADILLAC LIMOUSINES — Sharp 60s, poses. 15940 Middlebury, Dearborn, | Dealers’ Net with 4 
alae : ‘ . A Clamps ‘ed. Tax. Inc. 
2836 N. E. Sandy, Portland 12, Oregon. 
ling ’ 
will Swiss Watches For Premiums 
dur- Mens | J sport watch ..... $2.95 each 
re Mens | J water resistant . .. . $4.25 each THE FAMOUS 
00 DEALERS PLEASE NOTICE WANTED Leds § d epee aetes . . 1 abe MOTO-MATIC 
a Ladies | J water resistant . . . $5.00 each TOW GUIDE 
van: We will BUY your garage equipment, office fixtures and inventory FROM YOU, 1961 CADILLACS Min. | dozen, leather straps . . . 25¢ each 
ord : e Expansion bracelets, 60c ea. Free catalog. 
|=] or SELL IT FOR YOU at public auction. We need new Cadillacs for our leasing] || TRANSWORLD, 565 5th Ave., N. Y. C. 17 i a ice “ve ae 
lo- * : a our am OOK- 
for CONFIDENTIAL COUNSELING FREE ee Dealers protected. Replies con , ; P 
3 ge NEW ROADKING | 2z= 2% Sisco 
; ers % Discount .... 
1an- Our huge mailing list and personal contacts with dealers over our fifteen years : O D G Dealers’ Net with 4 
ab- . a ; Executive Lease Purchase Standard Four Point Hookup $ey@y5Q) | Standard plus 2 Large 
der of auction business is at your service. Division with Regular Draw Beam 39 Adapter Clamps Fed. Tax. Inc. 
ail- Universal Wrist Action Bar 
GARAGE EQUIPMENT LIQUIDATORS P. 0. Box 216 COMPLETE WITH ADIOS. ¢ pa ay 59 se 5 
up M NTPELIER A T A Tl N Fairfield, Connecticut BEAM BAR AND STEERING 52? ON THE BALL 
= GUIDE CABLES 
si Oo UTO AUCTION CO. TOW PILOT 
z TRAIL KING ™ $3 50 
aaa Owner Owner 
vest * 
in Basil Jenkins Montpelier, Ohio Fay Woodruff BALL BAR ...... 7 Se eee ot are 
Ase, Nite phone: 5-3213 Phone: 5-9535 Nite Phone: 5-4110 Compac-Tow Intra- * 50 Dealers’ 25% Discount ..................... 12.75 
fied P fo 
ive WANTED! State Tri-Bar .... Dealers’ Net with 2 
2 38.25 
“i . * SPECIAL, 3 FOR $100.00 ne. Fed. Yun. faa 
7 Used Valiants, Comets, P e a 
un Falcons, Corvairs, Larks ; : 
276, e 
CARS FOR SALE ‘ae utomati¢ Dranin Substantial Discounts 


clean used cars! 
you need ’em— 


HERTZ 


has ’em! 


All in top shape, clean and 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 


You name it, we’ve got it—in fast-selling colors— 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 


across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: 





Mr. I. E. Spatig, The Hertz Corporation, 
¢ 660 Madison Avenue, N. Y., Tel. PL 2-2000 





















To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 


WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" 51 
Incldg. BRAKE HOOK-UP 
QUANTITY USERS—GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect .Ws poy charges 


40 So. Clinton St., Chicago 6, Ill. 


CHesapeake 3-2313, Wire or Call Collect 


Rand Motors, Inc. 


801 Southwestern, Chicago 12, Ill. 























"60 MODELS 
WANTED 


Buicks, Pontiacs, Mercurys, Edsels, DeSotos 


AUTOMOBILE EXCHANGE 
II11 Saviers Road, Oxnard, California 


















WANTED! 


New Foreign Cars 
Any make, model, quantity. 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 







Write, wire or phone: Dan Schwartz or 
Larry Miller. 


HOLIDAY MOTORS 
5015 Van Nuys Bivd., Van Nuys, Calif. 
TRiangle 3-255! STate 9-0585 







sharp — real bell ringers! 












AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


LLOYD PARTS—complete stock, 
shipment, Greene County Motors, 
kill, New York, Phone: 2000. 

BRAND NEW CONTINENTAL AUTO- 
MOBILE refrigerated air conditioners for 
Volkswagens, Still in factory cartons. 
FOB $195, lists for $350. Also brand 
new quarter-scale Model T Ford road- 
sters, rear gasoline engines—retail over 
$400, discount down to $195, FOB. Large 
enough for one adult and one child, Real 
traffic stoppers. Norwood, German Car 
Co., 10th and Adams, Amarillo, Texas. 
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TRADE CONNECTION: 


Truck Dealer [] 
Insurance [] Financial [] 


Manufacturer [] 
Supplier [] 


Car Dealer [J 
Jobber [] 


Make of Car 
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Behind your production line 


SEALED POWER —A PISTON RING FACILITY WITHOUT EQUAL 


Mass production and strict quality ¢on- 
trol are important parts of our business, 
naturally. But even more important, we 
feel, are the independent solutions to 
your problems which our engineering and 
metallurgical staffs produce to further 
serve you. As another step to main- 
tain this service, Sealed Power recently 
opened the newest and finest research and 
technical center in the piston ring industry. 
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Sealed Power is also noted for break- 
through engineering achievements which 
serve the entire industry. One such ad- 
vance is our Stainless Steel oil ring—now 
widely accepted by the automotive seg- 
ment of the reciprocating engine industry. 
This, and all Sealed Power contributions, 
are dedicated to our common cause—im- 
proving and refining the efficiency of the 
reciprocating engine. 


Progress through Profits 
Sealed Power Preferred Performance 


PISTONS « PISTON RINGS « SLEEVES » SLEEVE ASSEMBLIES + SEALING RINGS FOR ALL APPLICATIONS 
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SEALED POWER CORPORATION, MUSKEGON, MICHIGAN « ST. JOHNS, MICHIGAN » ROCHESTER, INDIANA » STRATFORD, ONTARIO ¢ DETROIT OFFICE » 7-236 GENERAL MOTORS BUILDING ¢ PHONE TRINITY 1-3440 








4 
2 ; : 
‘ 
« e r 
ae stats A 
ert + 5 ‘ A : + 




















. ¥ : . 
as ae aes 
5 . Peis 
‘ . 7 n 
, p 
5 a 
a 7 Fi . 
a : s 
2 Fo 
re a c an 
Lf 5 é 
tb P 
. 
a - 
3 a 
. = eee el SP 
. 
“ ‘ 
- 5 
5 Fi 3 so * o 
p ea] a 
a ens 
’ 


























fete 4 é 
os iy a4 
Hl : : “ 
y i oe ‘ ; : i B ; 
A 4 
F f > 
oT 4 . 
co 
4 
‘ a 
Ps : 
i : : 
F P 5 e 
ee 
5 : ‘ 
5 
; meee 
a 
a i > * 
a rc 4 
- a Ms rs R a - 
- 4 8 é “a 
: es 





